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THE QUESTIONS: 


a ot 
WHAT’S THE 


BEST BUY IN 
CARBON PAPER? 
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THE ANSWERS: 


/\. MultiKopy, leader in the quality 


field. There is a weight and finish to 
meet every customer’s need. Busi- 
ness and insurance offices, schools, 
authors, explorers, etc. use it with 
equal satisfaction. For Webster deal- 
ers there are plenty of opportunities 
for profit from MultiKopy. 





How to 


ANSWER 3 QUESTIONS 


...and win a lot of sales 





‘ 
WHAT’S THE 


BEST TYPEWRITER 
RIBBON? 
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2. Star Brand, one of the most 


popular typewriter ribbons on the 
market. Business concerns depend 
upon it for clean-cut, legible impres- 
sions that are permanent. The brand 
includes a ribbon to fit the action 


and type styles of all writing ma- 
chines. For Webster dealers, Star 
Brand is an excellent repeat item. 














WEBSTER’'S 





WHAT CAN I DO 


TO GET PERFECT 











SPACING ? 
y, 








Typists find it gives them neater, 
faster typing. Since its introduction 


; 3. Use Micrometric, the modern 
carbon paper with the vertical scale. 


Micrometric has proven itself a fast 
seller, too. For Webster dealers, it is 
not only an exclusive item, but one 
that offers five extra sales advantages. 











CARBON PAPERS and TYPEWRITER RIBBONS 
Made by F. S. WEBSTER COMPANY, 13 Amherst Street, Cambridge, Mass. 
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{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the entire range of com- 
mercial stationery. Its com- 
prehensive news reports of 
the industry and its valuable 
special articles upon subjects 
germane to its field have 
given it unusual prestige. It 
serves a Clientele composed 
of managers and agents for 
the various office machines, 
devices and supplies, com- 
mercial furniture, commer- 
cial stationery dealers and 
many of the largest corpora- 
tions in the United States 
It also reaches some dealers 
in fifty-four other countries 
who deal in American office 
equipment. 


{No person, firm or corpo- 
ration, either directly or in 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in ali parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 
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{SUBSCRIPTION RATES 
in the United States and its 
possessions and Mexico—one 
year, $2.00; two years, $3.00; 
three years, $4.00. Canada— 
one year, $2.50; two years, 
$4.00; three years, $5.50. 
Foreign — one year, $3.00; 
two years, $5.00. Remit- 
tances may be made by 
personal checks, drafts on 
New York or Chicago, Post- 
office or Express Money Or- 
ders, or in American Postage 
Stamps or currency, if sent 
by registered mail. Single 
copies, twenty-five cents. 
{CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. Notice re- 
ceived before the fifteenth 
of the month will permit 
delivery of next issue at 
new address. Both old and 
new addresses must be given. 
{CONTRIBUTIONS are in- 
vited upon any topic of 
interest to this trade. All 
accepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested, 
{ADVERTISING RATES 
upon application—only ar- 
ticles of office equipment 
or directly related products 
eligible. 

{Entered as Second-Class 
Matter, July 8, 1905, at the 
Postoffice at Chicago, IIL, 
under Act of March 3, 1879. 
“Office Appliances” is regis- 
tered in the United States Pat- 
ent Office, Washington, D. C. 
{COPYRIGHT. Contents 
covered by Copyright, 1940, 
by the Office Appliance 
Company. 
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These advertisements present the products of the leading manufacturers in each division of the industry. 





ADVERTISEMENTS 








Because of the ground 


for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 


customers. They do, however, 
A 
Acco Products, Inc. 142 
Ace Fastener Corp. 102 
Acme Visible Records, Inc. 104 
Adams, Henry T., Mfg. Co. 151 
Allen & Co. 149 
Allen-Wales Add. Mach. Corp...151 
Allied Carbon & Ribbon Corp...150 
All-Steel-Equip. Co. 107 
Alma Desk Co. 135 
Amer. Autmtic. Elec. Sales Co...135 
Amer. Hair & Felt Co. 110 
Amer. Number. Machine Co. 152 
Amer. Writing Machine Co. 86 
Ames Supply Company 91 
Anderson-Hickey Co., Inc. 141 
Art Metal Construction Co. 99 
Art Steel Co. 147 
Automatic File & Index Co. 154 
Autopoint Co 131 
B 
Bankers Box Co. 90 
Barker, Earl M., & Co. 154 
Barkley, ( , & Co 145 
Bassick Company 116 
Beach Publishing Co 154 
Bentson Mfg. Co. 138 
Bickett, L. M., Co 149 
Billings, John G 148 
Bright Chair Co. 134 
Bristow, Stanley R. 154 
British Stationer 155 
Brown, L. L., Paper Co. 151 
Browne-Morse Co. 151 
Buckeye Ribbon & Carbon Co._118 
Cc 
Cel-U-Dex Corp. 152 
Clarotype Co., The 148 
Cloyes Gear Works 152 
Codo Mfg. Corp. 154 
Collier-Keyworth Co. 138 
Columbia Rib. & Car. Mfg. Co... 88 
Columbia Steel Equipment Co... 85 
Cook, The H. C., Co. 143 
Corona Typewriter 71, 79 
Corry-Jamestown Mfg. Corp.....123 
Cotterman, I. D. 154 
Cramer Posture Chair Co. 151 
Crown Ribbon & Carbon Co....151 
Cushman & Denison Mfg. Co.....150 
D 
Daco Card & Index Co. 148 
Darnell Corp. 98 
Dawn Mfg. Corp., The 136 
Dick, A. B., Co. 69 
Dixon, Joseph, Crucible Co. 137 
Domore Chair Co., Inc. 133 
Downey, C. L., Co. 147 
E 
Efficiency Equipment Co. 148 
Ehrlich Upholstery Works 144 
Elliott-Fisher Back Cover 
F 
Fotocopist Corp. of Amer. 114 


offer their services in resolving any disagreements 


through the journal. 


G 
General Fireproofing Co. 76, 77 
General Lamps Corp. 144 
Globe-Wernicke Co. 111 
Graff, Geo. B., Co. 122 
Guide System & Supply Co 103 
H 
Hall-Welter Co. 136 
Hanson Scale Co. 153 
Harding, Milo, Co. 130 
Harriman-Welts Products Co...153 
Harter Corporation, The 92, 93 
Heyer Corporation, The 157 
High Point Bending & Chair 
Co. 129 
Hileo Corp. 143 
Hotchkiss Sales Co. 108 
I 
Imperial Desk Co. 82 
Imperial Mfg. Co. 94 
Imperial Methods Co. 152 
Indiana Desk Co. 124 
Industrial Tape Corp. 95 
Ink Specialties Co. 147 
Interstate Ribbon & Carbon Co...152 
Invincible Metal Furniture Co...119 
J 
Jasper Chair Co. 112 
Jasper Office Furniture Co. 136 
Jasper Seating Co. 142 
Johnson Chair Co. 152 
K 
Kilian Mfg. Co 118 
L 
Leopo'd Co., The 128 
Lyon Metal Products, Inc. 151 


M 
Macey The 
Manifold Supplies Co. 
Markilo Co. . 
Wire Basket Co. 


Ine. 


Co., 


Massillon 
Meilicke Systems, 
Meilink Steel Safe Co. 
Melind, Co. 

Metal Office 
Meyer & Wenthe 
Michigan Desk Co. 
The 


Louis, 


Furniture Co 


Mimeograph, 
Mishek, R. ¢ 
Mitchell Binder 
Mittag & Volger, 
Moore Push-Pin Co. 
Morse, J. 5S. 
Multipost Co. 
Murphy 
Mutschler 


Co. 
Ine. 
Co 


Typewriter 


Co. 
Co 


Chair 


Bros. 


N 
Nat'l Brief Case Mfg. Co 
National Business Show Co 


Nat'l Vuleanized Fibre Co 


Neva-Clog Products, Inc. 
New 
New 


Northwest Metal 


Indiana Chair Co. 


0 


Old Town Ribbon & Carbon Co 


Olsen, O. C. S., Co. 


Oxford Filing Supply Co. 


P 
Cb. & Ribbon Mfg. Co 
Mfg. 
Peerless Key-Imperial Mfg. C 


Pacific 
Paper Container Co 
Peerless Steel Equip Co. 


Pronto File Corp. 


England Paper Punch Co. 


Products Co. 


oO 























of 


any article 


pares advertising copy, 
agents and dealers in nearly every country, aids for- 
eign dealers in securing U. 
other ways performs useful service, all without charge. 
Subscribers in every land have made, and are making, 
good use of this bureau; manufacturers in every sec- 
tion of the field have evidence of its proved value. 
Subscribers’ requests for catalogues to bring their files 
up to date, or to replace the file in case of fire or 
other form of destruction, are broadcasted in a bulle- 
tin which is mailed frequently 


fu 


of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. 
its various commissions 
practically every member of the staff. It answers by 
personal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
wanted, puts man and job together, pre- 


In the execution 


this bureau calls upon 


rnishes list of desirable 


S. A. lines, and in many 


to leading manufac- 


turers, 





which result 


126 


132 





from relations established 


Q 
Quality Park Envelope Co... 100 
R 
Reliable Tw. & A. M. Corp. 143 
Remington Rand Ine. 27 
Rex-O-Graph Co. 149 
Rishel, J. K., Furniture Co. 145 
Rite-Rite Mfg. Co. . 84 
Rivet-O Mfg. Co. 154 
Roberts Numbering Mach. Co...125 
Roberts, Weldon, Rubber Co.......141 
Rockwell-Barnes Co............. 97 
Royal Metal Mfg. Co. 105 
Royal Typewriter Co. 156 
S 
St. Johns Table Co. 146 
Sanymetal Products, Ine. 137 
Seat, Dr., Chemical Co 153 
Shaw-Walker Co. 143 
Sheaffer, W. A., Pen Co. 72 
Shepherd Chair Co. 150 
Sheppard, C. E., Co. 122 
Sherman-Manson Mfg. Co. gu 
Shipman-Ward Mfg. Co. 106 
Sikes Co., Inc., The 130 
Sloane, W. & J. 109 
Smith, L. C., & Corona Type 
writers, Inc. 71, 79 
Speed Key Mfg. Co. 153 
Speed-O-Print Corp. 139, 140 
Speed Products Co. ..155 
Storms, H. M., Co. 128 
Sturgis Posture Chair Co. 155 


Sundstrand Back Cover 


T 
Technygraph, The 136 
Toledo Metal Furniture Co. 74 
Triner Scale & Mfg. Co. 136 
Troy Sunshade Co. 87 
U 
Ulrich Planfiling Equipment 
Co. 133 


Elliott-Fisher..Back Cover 


Underw. 


U. S. Tw. Ribbon Mfg. Co 146 
Universal Office Equipment Co...153 
Universal Paper Products Co...148 
Vv 
Vail Manufacturing Co. 81 
Van Dyke Industries 153 
Varat, Murray, Co 151 
Victor Adding Machine Co. 101 
Victor Safe & Equipment Co... 150 
Ww 
Warshaw Mfg. Co. 132 
Webster-Chicago Co. 134 
Webster, F. S., Co 2 
Wiggins, John B., Co. 154 
Wilson-Jones Co 120 
Y 
Yawman and Erbe Mfg. Co 148 








For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 
are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 
obligation. f 


Adding Machine Parts 


Amer. Writing Machine Co........ 86 
Ames Supply Co. ‘ 91 
Cloyes Gear Works...... : 152 
Shipman-Ward Mfg. Co...... 106 


Adding Machine Rolls & Pape 


Rockwell-Barnes Co................ 97 
Adding Machines 

Allen-Wales Add. Mach. Corp. 151 

Remington Rand, Inc 127 

Sundstrand Back Cover 

Victor Adding Mach. Co 101 
Adding Machines (Stylus) 

Reliable Typewr. & A. M. C 143 


Adding Machines, Rebuilt & Used 
Morse, J. S., Typewr. Co 155 
Reliable Typewr. & A. M. C 143 


Shipman-Ward Mfg. Co 106 

Univ. Office Equip. Co 153 
Adding Typewriters 

Underwood Elliott Fisher Co. 

Sack Cover 

Addressing Machines, Used 

Univ, Office Equipment Co. 153 
Adhesives 

(See Inks, Adhesives, etc 
Arch and Clip Board Files 

Amer.-Aut. Elec. Sales Co. 1 

Cushman & Denison Mfg. Co 150 

Globe-Wernicke Co. lil 

Rockwell-Barnes C¢ 97 

Shaw-Walker Co 14 

Yawman & Erbe Mfg. Co 148 
Ball Bearings for Drawer Slides, etc. 

Kilian Mfg. Co 118 
Banker's Note Cases 

Art Steel Co 147 

General Fireproofing Co 76, 77 

Globe-Wernicke Co 111 

Victor Safe & Equip. Co 150 
Billing Machines 

Remington Rand, Inc 127 


Underwood Elliott Fisher Co 
Back Cover 


Binders, Catalogue and Periodical 


Acco Products, Inc 142 

Mitchell Binder Co. i 152 

Shaw-Walker Co 143 
Binders, Permanent Storage 

Adams, Henry T., Mfg. Co 151 

Bankers Box Co 90 

Shaw-Walker Co 143 
Binders, String 

Bankers Box Co 90 
Blank Books 

Rockwell-Barnes Co 97 


Wilson-Jones Co 


Blue Print and Plan File Cabinets 
All-Steel-Equip. Co 
Anderson-Hickey Co 14 


Art Metal Construction Co 99 
Art Steel Co 147 
Browne-Morse Co ' 151 
Columbia Steel Equip. Co 85 
Corry-Jamestown Mfg. Co 123 
General Fireproofing Co 76, 77 
Globe-Wernicke Co 111 
Peerless Steel Equip. Co 131 
Shaw-Walker Co 14 
Ulrich Planfiling Equipment Co.....133 
Yawman & Erbe Mfg. Co 148 

Bond Boxes 
Art Steel Co 147 
General Fireproofing ( i 7 
Globe-Wernicke C« 

Book Cases 
All-Steel-Equip. Ce 7 
Alma Desk Co 
Art Metal Construction Co 9 
sSrowne-Morse Co 15 
Corry-Jamestown Mfg. Co 12 
General Fireproofing Co 7 77 
Globe-Wernicke (« l 
Macey Co., The 115 
Peerless Steel Equip. Co l 
Shaw-Walker Co 14 
Yawman & Erbe Mfg. Co 148 


Book Rings 
Adams, Henry T., Mfg. CC 


Bookkeeping Machines 


Underwood Elliott Fisher Co 


Box Letter Files 


Art Steel Co. ‘ ‘ wee 
Globe-Wernicke Co....... eee 
Rockwell-Barnes Co. ame Oe 
Brief and Zipper Cases 
National Brief Case Mfg. Co. 12] 
Shaw-Walker Co ee 143 
Business Shows 
National Business Show Co 78 
Calculating Devices 
Meilicke Systems, Inc 148 
Reliable Typewr. & A. M. C 143 
Shipman-Ward Mfg. Co 106 
Calculating Machines 
Allen-Wales Add. Mach. Co 151 
Remington Rand Inc 127 
Sundstrand Back Cover 
Vietor Adding Mach. Co 101 
Calculating Machines, Used 
Morse, J. S., Typewr. Co 156 
Reliable Typewr. & A. M. C 143 
Shipman-Ward Mfg. Co. 106 
Universal Office Equip. Co 153 
Carbon Papers 
(See Ribbons and Carbons 
Card Index Boxes and Trays 
All-Steel-Equip. Co 107 
Art Metal Construction Co. 99 
Art Steel Co 147 
Bentson Mfg. Co 138 
Columbia Steel Equip. Co 85 
Corry-Jamestown Mfg. Corp 23 
General Fireproofing Co 76, 77 
Globe-Wernicke Co lll 
Guide System and Supply Co 103 
Imperial Methods Co. 152 
nvincible Metal Furn. Co 119 
Metal Office Furn, Co 96 
Peerless Steel Equip. Co 131 
Shaw-Walker Co. 143 
Warshaw Mfg. Co 132 
Yawman & Erbe Mfg. Co 148 
Cards, Business (Book Form) 
Wiggins, John B., Co 154 
Cash Boxes 
Art Steel Co 147 
General Fireproofing Co. 76, 77 
Casters, Caster Bearings, Slides 
Bassick Co 116 
Darnell Corp jail Ge 
Kilian Mfg. Corp 118 
Celluloid Envelopes 
Markilo Co 155 
Chair trons 
Sassick Co 1l¢ 
Collier-Keyworth Co 138 
Chairs, Office 
sright Chair Co 134 
Cramer Posture Chair Co 151 
Domore Chair Co., Inc 133 
Ehrlich Upholstery Works 144 
General Fireproofing Co 76, 77 
Harter Corp 92, 93 
High Point Bending & Chair Co 129 
Jasper Chair Co 112 
Jasper Seating Co 142 
Johnson Chair Co 152 
Lyon Metal Products, In 151 
Metal Office Furniture Co 96 


Murphy 
New 


Chair Co 1 
Indiana Chair Co 1 
Royal Metal Mfg. Co 105 
Shaw-Walker Co 143 

l 

l 

1 

1 


Shepherd Chair Ce 0 
Sikes Co. Ine The 0 
Sloane, W. & J 09 
Sturgis Posture Chair Co oy) 
Toledo Metal Furn Co 74 
Troy Sunshade Co 87 
Chairs, Folding 
Royal Metal Mfg. Co 105 
Chairs (Posture) 
Amer. Aut. Elec. Sales C« 135 
B ht ¢ ir Co 134 
Cramer Posture Chair ( 151 
Don ore Chair Co., Inc 133 
Ger Fireproofing Co. 76, 77 
Harte ( 2, 93 
High P Bending & Chair Co 129 
Jasper Chair ¢ 112 
Jasper Seating ¢ 142 
Johr ( ir Ce 152 
M Chair Co 126 
R M Mfg. ¢ 105 
S v-Walker Co 143 
S r Chair ¢ 150 
Sik { I The 130 
Sturgis Posture Chair Co 155 
Toledo Metal Furn Co 74 


Cheek Protectors & Writers 
Hall-Welter Co 


Check Protectors & Writers, 
Morse, J. S. Typewr. Co 
Reliable 


Checks, Stamped Metal 
Meyer & Wenthe 


Coin Bags, Trays and Wrappers 


Art Steel Co 
Downey, C. L., Co 


Typewr. & A. M 


Copyholders 
Acco Products, Inc 
Amer. Aut. Elec. Sales C 
Dawn Mfg. Corp., The 
Shipman-Ward Mfg. Co 
Costumers 
Globe-Wernicke Co., The 
Peerless Steel Equip. Co 
Royal Metal Mfg. Co 


Sanymetal Products, Inc 
Shaw-Walker Co. 


Troy Sunshade Co 
Crayon 
Dixon, Joseph, Crucible Cx 
Cushions and Pads, Chair 
Bickett, L. M., Co 
Shipman-Ward Mfg. Co 
Dating Stamps 
Amer. Number Mach. Co 
Melind, Louis Co 
Meyer & Wenthe 


Rivet-O-Mfg. Co 


Desk Lamps 
Dawn Mfg. Corp 
General Lamps Corp 


Van Dyke Industries 


Desk Pads & Tops 
Amer. Aut. Elec 


Sales 


Used 


Cc 


0. 


Desk Pending-Letters Holders 


Acco Products, Inc 


Desk Pen & Ink Sets 
Sheaffer, W. A., Pen Co 


Desk Trays 


Art Metal Construction Co 


Art Steel Co 
Automat. File & 
Corry-Jamestown Mfg 
General Fireproofing Co 
Globe-Wernicke Co 
Imperial Methods Co 
Massillon Wire 
Peerless Steel Equip. Co 
Shaw-Walker Co 
Yawman & Erbe Mfg. C« 
Desk Work Distributors 

Art Steel Co 

Bristow, Stanley R 
Globe-Wernicke (C<« 

Lyon Metal Products, Inc 

Victor Safe & Equip. ¢ 


Basket C 


Desks 
Alma Desk Co 
Art Metal Construction C 
Art Steel Co. 


Automat. File & Index C 
Bentson Mfg. Co 
Browne-Morse Co 


Columbia Steel 
Corry-Jamestown 


Equip. Cc 
Mfg. C 


General Fireproofing Ce 
Globe-Wernicke Co 
Imperial Desk (Co 
Indiana Desk Co 


Invincible 


Jasper Office Furn. Co 
Leopold Co., The 
Macey Co., The 


Metal Office Furniture ( 
Michigan Desk ( 

Olsen, O. ¢ ~ ( 
Peerless Steel } p. ¢ 
Rishel I. K., Furniture 
Royal Metal Mf Co 
Shaw-Walker Co 

Sloane, W. & 

Troy 
Victor 


Sunshade ( 


Safe & Equip. ( 


Yawman & Erbe Mfg. (« 


Dietating Machines, 
Morse, J. S., Type 


Used 
wr cr 

Drinking Cups, Paper 
Paper C 
Universal 


mtainer 


Paper 


Mfg. Co 


Index Co. 
Corp. 


Metal Furr ce 


136 


156 


...143 


129 


147 
147 


142 
135 


..136 


106 


~1 
wo 


99 


147 


154 


123 


111 
152 
148 
131 
143 
148 


147 
154 
111 


150 


Dupl. Mach. Engineering 
Billings, John G........... 148 
Duplicating Machines & Supplies 
Amer. Writing Mach. Co................ 86 
Barker, Earl M., & Co....... ‘ 154 
Columbia Ribbon & Carbon Mfg. 
Co. continence 
Dick, A. B., Co. ra ‘ wees 69 
Harding, Milo Co a 130 
Heyer Corporation, The 157 
Hileo Corp oa 143 
Ink Specialties Co, 147 
Mimeograph, The . 69 
Manifold Supplies Co. ..............-...0. 73 
Mishek, R. C. 150 
Mittag & Volger, Inc 113 
Rex-O-Graph Co aitapiieaiplend 149 
Shipman-Ward Mfg. Co. 106 
Smith, L. C., & Corona 
Typewr 71, 79 
Speed-O-Print Corp 139, 140 
Technygraph, The 136 
Victor Safe & Equip. Co. 150 
Duplicating Machines, Used 
Morse, J. S., Typewriter Co 156 
Universal Office Equip. Co. 153 
Envelope Openers 
(See Letter Openers) 
Envelope Sealers 
Multipost Co., Inc 147 
Envelope Sealer-Cancellers 
Multipost Co., The 147 
Envelopes 
Globe-Wernicke Co. 111 
Quality Park Envelope Co 100 
Envelopes Celluloid 
Markilo Co 155 
Eradicators, Ink 
Heyer Corp., The . 157 
Erasers, Rubber 
Dixon, Joseph, Crucible Co 137 
Roberts, Weldon, Rubber Co........... 141 
Exhibitions, Office 
Nat'l Business Show F 78 
Expense Books 
Beach Publishing Co................ 154 
Eyelets & Eyelet Fasteners 
St ED | 
File Boxes, Collapsible Corrugated 
Bankers Box Co aes . 90 
Barkley, C. I., Co nisildinicnataetil 145 
Globe-Wernicke Co... j ee 
Guide System & Supply Co. 103 
Oxford Filing Supply Co. coese A BO 
File Boxes, Metal 
Adams, Henry T. Mfg. Co. 151 
Art Metal Construction Co vane 99 
Art Steel Co setae 147 
Corry-Jamestown Mfg. Co 123 
Globe-Wernicke Co., The lil 
Peerless Steel Equip. Co..... 131 
Pronto File Corp 80 
Rockwell-Barnes Co 97 
Shaw-Walker Co 143 
Victor Safe & Equip. Co 150 
Filing Cabinet Ball and Roller 
Bearings 
Kilian Mfg. Corp 118 
Filing Cabinets. Insulated 
Shaw-Walker Co 143 
Victor Safe & Equip. Co. 150 
Filing Cabinets, Metal 
All-Steel-Equip. Co 107 
Anderson-Hickey Co. 141 
Art Metal Construction Co. a9 
Art Steel Co 147 
Automatic File & Index Co 154 
Bentson Mfg. Co. 38 
Browne-Morse Co 151 
Columbia Steel Equip. Co 85 
Corry-Jamestown Mfg. Corp 23 
General Fireproofing Co. 76, 77 
Globe-Wernicke Co 111 
Invincible Metal Furn. Co. 119 
Macey Co., The 115 
Metal Office Furn. Co 96 
Northwest Metal Products Co 150 
Peerless Steel Equip. Co. 13 
Pronto File Corp 80 
Remington Rand, Inc 127 
Shaw-Walker Co 143 
Victor Safe & Equip. Co 150 
Yawman & Erbe Mfg. Co 148 


THE CLASSIFICATIONS 
(Continued on page 6) 
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THE CLASSIFICATIONS 


(Continued from page 


Filing Cabinets, Wood 


Globe 


Imperial 
Yawman 


Wernicke 
Methods (x 
«& 


Erbe 


Filing Supplies 


Acco 

Art 
Barkl 
Browr 
Corry 


Products 


Metal 


ey 


Ve 


Jamestown 


c 
Mc 


Daco Card 
Fireproofing 


‘jener 


Globe-Wernicke 


al 


Guide 
Imperial 


Macey 
Metal 
Oxfor« 


System 


Co. 


Office 


| 


Pronto 
Quality 


Rockwell 


Shaw 


Victor 


Fil 
Fil 


Park 


In 


to 


Mfe 


to 


Construction Cc 


L. & 


wee Co 


and 


or 
«& 

lethods 
The 

Furn 
ing 
e Corp 


Walker Co 


Saf 


Warshaw \ 


Yawman 


«& 


e & 
ifg. Co 
Erhe 


Filing Tables 


Toled 


Met 


Firger Pads 


Products ¢ 


Speed 


Folder 


al 


Filing 


Fountain Pens 


Sheaff 


Gummed Cloth Rin 


Graff 


Warshaw 


W.aA 


1e0 


B., ¢ 


Mfg. Co 


Gummed Tape 
Industrial 


Tape 


index Card Signals 
Ht. ¢ 


Geo 


Cook 
Graff 
Victor 


Safe 


Index Tabs 


Barkle 
Cel-t 
Globe 


Shaw 
V ietor 
Inks, 


y 


Dex 


Wernicke 


Co 


B., Co 


c 


0 


Mfg 
Index Co 


{ 


Supply 


{ 


vi 


gs 


Mfg 


Supply 


Equip 


j 


Envelope 
Barnes ¢ 


Ine 


Furniture 


0 


ce 


{ 


Supplies 


& Equipment 


L., & 
Corp 
Co 


System & Su 
Markilo 
Walker Co 


Safe 


Harrima 


Ink 
Melin 
Rivet 


! 


O-Mfg 


Sheaffer 


Inkstand 


Cushman 


$s 


Adhesives, 


n-V 


Ww 


«& 


& Eq 
Ete 
Velts 


Co. 
Co 


uls 


ipment 


\ Per 


Denison 


Prod 


Specialties Co 


( 


Mfg 


Intercommunicating Systems 


Webste 


Ladders, 


Ty 


Library, Store & Vault 


Chicago Co 


(Cotterman 


Leads for Mechanical Pencils 


Autopoint ¢ 


Dixon 
Rite 


losep! 


Rite Mf Co 


Sheaffer 


(ru 


W A 


Leather Goods 


Nat'l 
Varat 


Br 


ief 


Case 


Murray Co 


ibl 


Mfg 


Cc 


) 


Leather Upholstered Furniture 


Bright 
Ehrlict 
Jasper 


New 


Chair 


Co 


Upholstery 
Chair Co 


Indiana Chair 


Letter Openers 
Multipost ¢ 


Letter Trays 


Letterheads 


Wiggir 


‘ In 


See 


John B 


Library Equipment 


Works 
Co 
k Tray 
Co 


All-Steel-Equip. Co 
Art Metal Construecti 
Art Steel Co 
Corry-Jamestown Mfg 
General Fireproofing ( 
Globe-Wernicke Co 
Macey Co., The 
Peerless Steel Equip 
Shaw-Walker Co 
Yawman & Erbe Mfg 


Lockers ard Storage Cabinets 


{ 


All-Steel-Equip. Co 
Anderson-Hickey Co 
Art Metal Construction 
Art Steel Co 
Browne-Morse Co 
Corry-Jamestown Mfg 
General Fireproofing 
Globe-Wernicke Co 
Invineible Metal Furn 
Lyon Metal Produets 





0 


o 


148 


Macey Co., The 

Metal Office Furn. Co 
Shaw-Walker Co 

Yawman & Erbe Mfg. Co 


Loose Leaf Books & Systems 


Adams. Henry T Mfg. Co 
Sheppard, The C, E. Co 
Wilson-Jones Co 

Loose Leaf Sheet Covers, Celluloid 


Markilo Co 
Loose Leaf Metals and Devices 


Adams, Henry T., Mfg. Co 
Wilson-Jones Co 
Mail Distributors 
Bristow, Stanley R 
Globe-Wernicke Co 
Victor Safe & Equipment Co 
Map Tacks 
Graff, George B Co 
Moore Push-Pin Co. 


Matched Office Suites 
Art Metal 
General Fireproofing 
Globe-Wernicke Co 
Leopold Co., The 
Macey Co The 
Royal Metal Mfg. Co 
Shaw-Walker Co 
Sloane, W. & J 
Troy Sunshade Co 


Construction Co 
Co Tf 


Memorandum Books 
Rockwell-Barnes (¢ 
Wilson-Jones Co 


Memorandum Devices 
Autopoint Co. 


Bristow, Stanley R 


Mending Tape 
Industrial Tape Corp 
Warshaw Mfg. (x 


Moisteners 
Rivet-O-Mfg Co 


Numbering Machines 
Amer. Number Mach. Co 
Melind, Louis, Co 


Roberts Numbering Machine Co 


Office Partitions and Railings 


Globe-Wernicke Co 
Pads, Figuring 
Rockwell-Barnes Co 
Wilson-Jones Co 
Paper 


frown, L. L Pa 
Rockwell-Barnes Co 


Paper Clamps 
Acco 
Cushman 


Ine 


Denison Co 


Products 
«& 
Paper Clips 
Acco Products Inc 
Cook, H. C Co 
Cushman & 
Graff, George 
Vail 


Paper Fastening Machines 
Ace Fastener Corp 
Amer, Autme. Electric 
Hotchkiss Sales Co 
Neva-Clog Products 
Speed Products Co 
Victor Safe & 


Paste 


Denison Co 
B., Ca 
Manufacturing Co 


Sales Co 


Inc 


Equip. Co 


(See Adhesives, Etc 


Inks 


Pencil Sharpeners 
Graff B cr 


George 
Mechanical 
to 
Mfg 
W. A., 


Pencils, 
Autopoint 
Rite-Rite 
Sheaffer 
Wood Cased Lead 


ph, Crucible Co 


Co 

Pen Co 
Pencils, 
Dixon, J 


se 


Penholders 


Dixon, Josep! Crucible Co 


Photo-Copying Equipment 


Fotocopist Corp. of America 


Picture Hooks 


Moore Push-Pin Co 


Pins and Pin Containers 
Vail Mfe. Co 


Platens, Typewriter 
Amer. Writing Machine 
Ames Supply Co 


Shipman-Ward Mfg. Co 


Postal Scales 
Hanson Scale 
Shipman-Ward 
Triner Secale 


Co 
Mfg. Co 


& Mfg. Co 


Publishers 


British Stationer 


Punches 
Acco Products 
Globe -Wernicke 
Mitchell Binder Co 
New England Paper 
Wilson-Jones Co 


Ir 


Punch Co 


Push Pins 
Moore Push-Pin Co 

Ribbons and Carbons 
Allen & Co 
Allied Carbon & Ribbon Co 
Amer. Writing Machine Co 
Ames Supply Co 
Buckeye Ribbon & Carbon Co 
Codo Mfg Corp : 
Columbia R. & ¢ Mfg. Co 
Crown Rib. & Car. Co 
Imper Mfg. Co 
Intersta Ribbon & Carbon Cor 
Manifol Supplies Co 
Mitta & Volger, Inc 
0 Town Rib. & Carbon Co 
Pacific Car. & Rib. Mfg. Co 
Peerless Key-Imperial Mfg 
Remington Rand, Inc 
Royal Typewriter Co., Inc 
Shipman-Ward Mfg. Co 
Smit L. ( & Corona Tws 
Storms, H. M., Co 
Underwood Elliott Fisher Co 

Sack ¢ 

I S. Typewr. Rib. Mfg. Co 


Webster I Ss Co 
Rubber Bands 





Roberts, Weldon, Rubber Co 
Rubber Stamps 
Melind, Louis, Co 
Meyer & Wenthe 
Safes 
Art Metal Construction Co 
Genera Fireproofing Cc 
Globe-Wernicke Co 
Macey Co., The 
Meilink Steel Safe Co.. The 
temington Rand, Inc 
Shaw-Walker Co. 
Victor Safe & Equipment Cx 
Yawman & Erbe Mfg. Co 
Scrapbooks 


Globe-Wernicke Co 


Secretary Desks 


Art Metal Construction Co 
General Fireproofing Co 
G Wernicke Co 
Peerles Steel Equip. Co 
Shaw-Walker Co 

Shelving 
All-Steel-Equip, Co 
Art Metal Construction Co 
Art Steel Co 
Browne-Morse Co 
Corry-Jamestown Mfg. Corp 


General Fireproofing Co 


Globe-Wernicke Co 

Lyon Metal Products, Inc 

Macey Co The 

Shaw-Walker Co. 
Smoking Stands, Office 

Royal Metal Mfg. Cx 
Sorting Devices 

Bristow, Stanley R 

Ulr Planfiling Equipment 
Stamp Affixers, Postage 

Multipost (¢ Inc 
Stamp Pads 

Melind, Louis Co 

Meyer & Wenthe 

Rivet-O-Mfg. Co 

Rockwell-Barnes Co 

Victor Safe & Equip. Co 
Stands for Office Machines 

All-Steel-Equip Co 

Ames Supply Co 

Anderson-Hickey Co 

Art Steel Co 

Corry-Jamestown Mfg. Co 


General Fireproofing Co 
Globe-Wernicke Co 

H Corp 

Pee Steel Equip. Co 
Sherman-Manson Mfg. Co 
s in-Ward Mfg. Co 
Stu Post Chair Co 





Toledo Metal Furniture Co 


Staple Extractors 
Ace F 


stener Corp 


Staples and Stapling Machines 





Ace Fastener Corp 

Hotchkiss Sales Co 

Neva-Clog Products, Inc 

Speed Products Co 

Va Manufacturing C« 
Stenographer’s Note Books 

Rockwe Barnes Co 
Storage and Transfer Cases 

Adams, Henry T Mfg. Co 

All-Steel-Equip. Co 

Ar Metal Construction Co 

Art Steel Co. 

Rankers Box Co 

Barkley, ¢ ln, & Ce 

Bentson Mfg ce 

BR ‘ Morse (< 

( bia Steel Equip. Co 

‘ lames Mfg Corp 

hte Equipment Co 








General Fireproofing Co. 76, 77 





ybe-Wernicke Co 111 
Guide System & Supply Co 103 
Imperial Methods Co 152 
Invincible Metal Furn. Co 119 
Macey Co., The 11 
Metal Office Furn. Co oF 
Peerless Steel Equip. Co 131 
Pronto File Corp x0 
Rockwell-Barnes C« 97 
Shaw-Walker Co 14 
Yawman & Erbe Mfg. Co 148 

Strong Boxes, Fire Protected 
Meilink Steel Safe Co 150 
Tables 
Art Metal Construction Co 99 
trowne-Morse Co. 151 
Corry-Jamestown Mfg. Corp 123 
General Fireproofing Co 76, 77 
Globe-Wernicke Co 111 
Lyon Metal Products, Ine 151 
Macey Co The 115 
Mutschler tros. Co 132 
Peerless Steel Equipment Co 131 
Shaw-Walker Co 143 
St. Johns Table Co 146 
Victor Safe & Equipment Co 150 
Tabulating & Statistic Machines 
Remington Rand, Ine 127 
Telephone Accessories 
Victor Safe & Equipment Co 158 
Telephone Stands 
Art Metal Construction C 99 
Art Steel Co 147 
General Fireproofing Co 76, 77 
Globe-Wernicke Co 111 
Peerless Steel Equipment Co 131 
SI Walker Co 143 
Yawman & Erbe Mfg. Co 148 


Thumb Tacks 





Graff, George B., Co 
Moore Push-Pin Co 
Ticket Holders 
Vail Manufacturing ¢ 81 
Type, Typewriter 
Amer. Writing Mach. (C« gH 
Ames Supply Co. 9) 
Shipman-Ward Mfg. Co 10¢ 
Typewriter Cleaning Material 
Amer. Writing Mach. Co RE 
Ames Supply Co 91 
Clarotype Co 148 
Mittag & Volger In 1! 
tivet-O-Mfg. Co 154 
Seat, Dr Chemical Co 153 
Shipman-Ward Mfg. Co 106 
Webster, F. S., Co 2 
Typewriter Cushion Keys 
Amer. Writing Mach. Co St 
Ames Supply Co 91 
Peerless Key-Imperial Mfg. Co 94 
Shipman-Ward Mfg. Ce 106 
Speed Key Mfg. Co 153 
Typewriter Cushion Knobs and Bases 
Amer. Hair & Felt Co 110 
Amer. Writing Mach. Co 86 
Ames Supply Co 91 
Peerless Key-Imperial Mfg Ceo 94 
Shipman-Ward Mfg. (« 106 
Typewriter Parts and Tools 
Amer. Writing Mach. Co RF 
Ames Supply Co 91 
Shipman-Ward Mfg. Co 106 
Typewriters, Mfrs. of 
Corona Typewriter 71 79 
Remington Rand, Ine 127 
Royal Typewriter C 156 
Smitt I & & Corona Tws 71, 79 


lerwood Elliott Fisher Co 


Back Cover 


lr 


Typewriters, Rebuilt and Used 











Amer. Writing Mact Co St 
Morse, J. S. Typewr. Co 155 
Reliable Tw. & A. M. Corp 143 
Shipman-Ward Mfg. Co 106 
Visible Systems Equipment 

Acme Visible Records, Inc 104 
Art Metal Construction Co 99 
Automatic File & Index Co 154 
Globe-Wernicke Co 111 
Remington Rand, Ine 127 
Shaw-Walker Co 14 
Sheppard, C. E., Co 

Victor Safe & Equip. ( 150 
Wilson-Jones Co 120 
Yawman & Erbe Mfg. Co 8 

Waste Baskets 

Art Steel Co. 147 
Corry-Jamestown Mfg. Corp 12 
General Fireproofing ¢ Tf 77 
Globe-Wernicke Co 111 
Massillon-Wire Basket Co 148 
Metal Office Furn. Co oF 
Nat Vulcanize Fibre Co . 
Peerless Steel ! Co I 
Shaw-Walker Co 143 





WANTS AND LOR SALE 





The rate for classified advertisements is eight cents a word, minimum charge, $1 60 


SITUATIONS WANTED 


RETAIL BUSINESS FOR SALE 








SALESMAN, SUCCESSFUL in developing dealership organization for 
nationally known office device. Familiar with stationery items. Traveled 
in all territories and is well known by stationers and office equipment 
dealers. Address G-179, care Office Appliances, Chicago. 





FACTORY TRAINED MECHANIC seeks connection with progressive 
dealer as shop foreman or combination man. Fifteen years experience 
on Royal and other makes of machines. Married. Age 35. References. 
Address G-180, care Office Appliances, Chicago. 


OFFICE MACHINE MECHANIC, 25 years’ practical experience in 
service and maintenance, solicits contract with large corporation, Go 
anywhere. Address G-178, care Office Appliances, Chicago. 





SALESMEN WANTED 


IF YOU ARE NOW selling to offices, we have a product thrt will prove 
to be a very profitable sideline. It quickly becomes a major line. Exclu- 
sive territories are available. Box V-173, Office Appliances, Chicago. 


SALESMAN WANTED —Man with good sales record and mechanical 
training—typewriters and adding machines—for Eastern Washington 
and Idaho territory—-handling new machines, portables and supplies. 
Address: Box V-166, care Office Appliances, Chicago. 

SALESMEN WANTED, to represent established manufacturer of bank 
pass books and check covers. Samples furnished, commission basis. 
Address V-164, care Office Appliances, Chicago. 
FULL OR PART-TIME COMMISSION SALESMEN to represent manu- 
facturer of high grade line typewriter ribbons and carbon paper. Several 
territories open, presenting unusual opportunities for experienced men. 
Write Box V-172, care Office Appliances, Chicago. 


SALESMEN, two or three only, covering wide territory to pick up 
orders on side for attractive Ad. cut proposition. $2.00 com., no collect- 
ing, pocket proofs. Address V-168, care Office Appliances, Chicago, III. 


SEEKING CAPABLE MEN who are contacting office equipment buyers 
to sell popular priced electric room ventilators. Liberal Commission. 
Box V-169, care Office Appliances, Chicago 


MECHANICS WANTED 


WESTERN TYPEWRITER and Office Appliance dealer seeking services 
of all-round trained mechanic to take charge of service department. 
Prefer young man, well trained, energetic, ambitious to get ahead. 
Connections permanent. Give full experience and training in first letter. 
Application confidential. Address V-171, care Office Appliances, Chicago. 
CENTRAL NEW YORK OFFICE APPLIANCE DEALER wants ex- 
perienced Burroughs mechanic. Give experience and training in first 
letter. Application confidential. Address V-167, care Office Appliances, 
Chicago. 


HELP WANTED— Opportunity for capable, ambitious, all round type- 
writer repairman. Bergen Typewriter Service, 253 Main street, Hacken- 
sack, N. J. 


REPRESENTATIVES AVAILABLE 


SALES AGENCY retailing several wel!-known mechanical office ap- 
pliances throughout Northern California, desires representation of one 
additional device to utilize valuable contacts established during the past 
twenty-one years. Has adequate sales and service staff. Expects visit 
East in August. Address G-181, care Office Appliances, Chicazo, Illinois. 


Distribution, 
Address 


SALES ORGANIZATION, excellent World Wide Dealer 


seeks one additional meritorious specialty, office equipment line. 
G-177 care Office Appliances, Chicago. 


EXPERIENCED SALESMAN with Chicago office wants lines for sta- 
tionery and office furniture trade for Chicago area. F. A. Kratovil, 
160 No. Wells St., Room 201, Chicago 


REPRESENTATIVES WANTED 


REPRESENTATIVES WANTED, various open territories coast to coast 
by manufacturer unique line fast-moving office appiiances that sell daily 
at big unit profits; thousands nationally known corporations and smal'er 
firms already our customers. Prefer financially responsible established 
Specialty Men or Dealers now selling similar article direct to consumer. 
Write for full interesting details and please state present sales setup. 
Address V-163, care Office Appliances, Chicago. 


DIRECT FACTORY REPRESENTATIVES in major Eastern and Mid- 
western cities. Experienced men contacting large users of CARBON 
INTERLEAVED FORMS—You can get in on the ground flocr with a 
young, aggressive company which operates modern equipment and has 
an effective sales program. Mention present lines and territory. Address 
V-165, care Office Appliances, Chicago 


SEV ENTEEN YEARS’ VIGILANCE owning fast growing comb’n sta. 
bus. is enough when one hits "tween 50 and 60. If California climate, 
scenery, health, happiness and profits appeal and you have adequate 
funds (approx. $20,000.00) write for information. Estb. over 20 yr. 
Rigid investigation invited. No terms; but local banks wil assict preper 
party generously. References. Box V-170, care Office Appliances, Chicago, 











SALES LETTERS 





LETTERS WILL BUILD SALES—For years I have built letters that 
pull sales. You need them more than ever now. Send me your data 
for new letters, or unsuccessful letters for reshaping. Particulars on 
request. Address H. M. Goldthwait, 1659 Broadway, Denver, Colo. 











FOUNTAIN PEN REPAIRING 
ALL MAKES Pens, Pencils, Desk Sets, ete. Repaired—usually 12 to 24 
hour _ ice. Standard prices. Welty Pen & Repair Co., 38 So. State 
St., Chicago. 








ADDING MACHINE PARTS, TYPE, ETC. 





NEW PRICE LIST of Marchant parts now available. New low prices 
on adding machine feed rolls by the dozen. Write for prices now. I, A. 
Dehn, Jr., 1643 10lst Ave., Oakland, Calif. 


DICTATING MACHINE PARTS 








COMPLETE AND VARIED STOCK. No order too small. When you 
need parts, write Central Dictating Service, 2632 N. Western Ave., 
Chicago. Management G. Koep. 


DUPLICATING MACHINE PARTS 


NEW PRICE LIST of parts for the Mimeograph machine now avail- 
able. Special attractive prices on all rubber parts for the Mimeo- 
graph. Write for catalogue and price list. Mimeo Repair Co., 395 


New York City. 


Broadway, 


—_——————_____SSS_nza 
FOR SALE AND WANTED TO BUY 


ELLIOTT-FISHER MACHINES Burroughs——Moon Hopkins — Adding 
Machines——Calculating Machines—-bought and sold. Chicago Office Ap- 
pliance Co., 529 S. Wells St., Chicago. 





ELLIOTT-FISHER Machines, Adding Machines, Comptometer, Burroughs 
and Monroe Calculators, Typewriters and a'l office machines bought and 
sold. Teeter-Warsh Co., 849 North 3rd stret, Milwaukee, Wis. 


BURROUGHS, MOON-HOPKINS, Elliott-Fisher, Remington Accounting 
Machines, and everything in the office machinery line. State model, 
serial number and we will quote highest cash prices. International Office 
Appliances, Inc., 326 Broadway, New York City. 








BURROUGHS— Duplexes, Moon Hopkins, Bookkeeping Machines, Kardex, 
All types office machines bought and sold. Fort Pitt Typewriter Co., 
644 Liberty avenue, Pittsburgh, Pa. 


BURROUGHS, MOON HOPKINS, Elliott-Fisher Bookkeeping Machines, 
Comptometers, all makes calculators Bought and Sold. Dorrell-Markel, 
93 S. 11th, Minneapolis, Minn. 


ELLIOTT-FISHER machines, calculating machines, adding machines 
all office equipment, bought and sold. W. J. Crowley Company, 434 
Caswell Bldg., Milwaukee, Wis. 





DICTA PHONES, EDIPHONES, SUPPLIES—headquarters—machines 
bought and sold—-Wholesale, Retail—-Write us. Chicago Dictating Ma- 
chine Co., 28 S. Wells St., Chicago. 





DICTAPHON ES— EDIPHONES—established 1923. Largest stock—all 
models. Write for prices of machines and our Cleartone Cylinders. 
American Dictating Machine Co., 235 Fifth Ave., New York, N. Y. 


DICTA PHONES—EDIPHONES— parts, and cylinders—rough or rebuilt. 
A'so adding and calculating machines bought and sold. Wholesale or 
retail. All Types Office Equipment Co., 415 N. State St., Chicago. 





WANTS AND FOR SALE—Continued on page 8 








OFFICE APPLIANCES 


WANTS AND FOR SALE—Continued from page 7 KARDEX, ACME, all makes used visible filing equipment. Thousands 

sles ¥ Sale of reconditioned cabinets, panels, books, always on hand. Special 

sania e —- — service and prices to dealers for purchase or sale. Get our quotations. 

ADDRESSOGRAPHS, Duplicators, Dictaphones, Multigraphs, Sealers, Chas. S. Nathan, Inc., 548 Broadway, New York. 

Folders, Typewriters, Adding Machines. Write for FREE Money Making e _ — = : —— — : 

Ciebulas Pruitt 527 Pruitt Bldg Chinese vege = KARDEX, ACME, POSTINDEX, etc., visible filing equipment of a!l 

‘ erie ” P types bought and sold. We specialize in this field and offer full coopera- 

tion to dealers. Commercial Card System, 395 Broadway, New York City. 








WANTED TO BUY-—-Addressing equipment, frames—machines—graph- caedas this inte 
otypes—cabinets, calculators, Comptometers, Mimeographs, Kardex, MULTIGRAPH RIBBONS remanufactured. Duplicator inks and type- 
Multigraphs, all office machines. Highest prices paid. Federal Office writer ribbons. Established over ten years. Write us, save money. 
Equipment Co., 1120 Pine St., St. Louis, Mo. Lewis Co., 413 W. State St., Milwaukee, Wis. 


Export Statistics by United States Department of Commerce 


The statistics here presented are preliminary and subject to revision in the annual published reports. 
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OFFICE APPLIANCES 








NEW TRADE LITERATURE 


(Catalogues, pamphlets, broadsides, folders and other publicity 
material recently released) 





The Anderson-Hickey Company.—An eight-page folder, so constructed 


that each page, folding downwards, is shorter than the preceding 
thereby forming an easy-to-read index, has been issued to the trade 
the Anderson-Hickey Company, Geneva, Ill., to advertise its lines of type 
writer tables, dictionary stands and steel card cabinets. The first page 
which carries the caption “Special Utility Units for General Office Use 

bears a blank space for the dealer's imprint. 

Check Writer Company, Inc.A fifty-four page Office Machine Buying 
Guide has recently been published and issued to the trade by the Check 
Writer Company, Inc., 169 William street, New York, N. ¥ The book 
which is of a handy pocket size, covers adding and dictating machine 
calculators, check writers, certifiers and signers, typewriters, office 
ment and parts and supplies 

Library Bureau, Ltd.—‘‘Radio Kardex”’ is the 
interesting house organ recently published by the Library 
Commonwealth House, 1-19 New Oxford street, London, England rhe 


first issue of the booklet contained twelve pages and, while stressing 
a considerable amount 


by 


equip 


name given a new and 
Bureau, Ltd 


and illustrating Kardex equipment, included 

of unusually interesting reading guaranteed to hold the attention of 
anyone opening ifs pages The table of contents reads in part 
“Looking Down on London,”’ “Fighting the Time-Bomb,”’ “Is This Your 
Laundry Mark “What do you Like to Read,” and “Pickings from the 
Past.”’ 


The B. L. Marble Chair Company..A new, seventy-four page catalogue 
handsome blue cover and illustrating the many types 

manufactured by the firm, has recently been made 
able to the trade by The B. L. Marble Chair Company, Bedford 
Printed on high-grade paper, the catalogue describes and pictures the 
company’s lines including upholstered and plain wood chairs, posture 
chairs, davenports, settees, couches, benches, stools and costumers. Cross 
section pictures illustrate the types and methods of upholstering including 
the B. L. Marble foam rubber. Other pictures present typical installa 
tions and factory scenes and the book also contains short article 
giving facts about leather, fabric covers and upholstery Copies are 
available to the dealer on request 


enclosed in a f 


6ffice furniture ivail 


Ohio 


> 


Current Corporation Reports 


Addressograph-Multigraph Corporation reported net profit for the Marcel 
1, 1940, quarter of equal to thirty cents a share on 7 ! 
shares, compared with $225,434 in the 1939 period. The figures 
earnings of the Canadian subsidiaries and are after provision for unreal 
ized loss on foreign exchange fluctuations. Net for twelve months ended 
March 13 was $956,062, against $761,107 the previous year. Current asset 
of domestic and Canadian companies totaled $6,464,778, compared wit! 
liabilities of $1,432,849. New orders, domestic and Canadian, for 
thirteen per cent, and in May thirty-six per cent ahead of a 
year ago For five months they were seventeen per cent better than the 
corresponding 1939 period. Officials say unfilled orders are averaging thirty 
per cent ahead of 1989.—AK 

Art Metal Construction Company, Inc.—35 cents on 
July 1 to stock of record June 22. Previous dividend of 
on April 1. (New York Herald-Tribune, June 12, 1940.) 
The General Fireproofing Company, Youngstown, Ohio, on June 14, de 
clared a thirty-five-cent dividend on common shares and the regu 
ferred dividend of $1.75 a share, payable July 1 to stock of record 
June 20.—AK 
Pitney-Bowes 
fifteen months 


£998 GO5 


included 


current 
April were 


common, pay able 


25 cents was paid 


profit of $627,038 for 


Meter Co., 
cents a share 


March 31 


reports net 
This is equal to 70 
amounted to 


Postage 


ended 
$586,416 


Net profit for the year ended Dec, 31, 1938 

65 cents a share. The company’s fiscal year has been changed to end 
March 31 Consequently this report covers the fifteen months period 
from Dec. 31, 1988, the closing date of the last annual report to Marcl 
31, 1940 (New York Herald-Tribune, May 31, 1940.) 


report for the 


Remington Rand, Inc., in its pamphlet fiscal year ended 
income of 82,305,17¢ 


March 381, announces consolidated net after a 
charges, interest, taxes, etc., equal after preferred dividend requirement 
to 94 cents a common share This compares with a new income o 
$1,750,391 or 59 cents a share for the previous fiscal year. Pointing out 
that the earnings last year is attributable to improvement 
in the company’s domestic operations, James H. Rand, Jr., president, in 
a letter to stockholders, said “the company’s foreign operating profits 
were maintained at approximately the is in the previous fiscal 


same level 
prompt action taken 


Increase it 


in the adjustment of the scope of 

changing conditions and developments in foreigt 
countries Consolidated sales for the vear ended March 31 amounted 
to $44,030 52¢ with $42,671,740 for the previous year 


al 
increased 8.1 per 


year, due to 
operations to meet the 


compared 


increase of 2 per cent Sales in the United States 
cent and foreign sales stated in terms of United States currency, de 
creased 7.0 per cent, compared with the previous year The decrease 


in foreign sales was largely due to lower foreign exchange rates during 


the year, the report states 


Royal Typewriter Company, Inc., in the nine months ended April 30 
1940, earned consolidated domestic net profits, after depreciation and 
federal income taxes, of $1,741,398 against $1,456,190 in the like period 
ended April 30, 1989. These nine months’ net earnings are equal to $5.75 

ifter 


a common share on the par common shares outstanding, 
allowing for dividend payments on the 37,697 outstanding seven per cent 
cumulative preferred shares, Net income of $4.68 a share was shown 
the same amount of common stock in the nine months ended April 30 
19389. Net profits for consolidated domestic subsidiaries, after depreciatior 
and federal income taxes, for the first three months ended April 30, 194¢ 
after all-owing for the preferre« 
or, after preferred dividends, $1.69 
April 30, 1989. Foreign sub 
consolidated in this 


"68 618 no 


2 $1.89 a common share 
dividends, and contrast with $520,187, 
a common share in the three months ended 
sidiaries, all of which are sales agencies, are not 
statement. 
Wilson-Jones { 
ported net profit of $262,002, equal to 
of capital stock. This compares with 
the nine months ended May 1, 1939 Net 
totaled $3,486,127 against $3,211,059 in the 1939 
News 1940.) 


were $572,667 or 


May 31 140 re 


‘ompany for the nine months ended 

96 cents a share on 272.800 shares 
$117,591, or 48 cents a share for 
sales for the nine months 


period, (Chicago Dai 


June 18, 


BUSINESS OPPORTUNITIES 





Representative Seeks Catalogues.(ieorge A. Colton, 
representative of 168 West Monroe street, Chicago, is 
seeking catalogues, price ‘ists, ete., from manufacturers of steel shelving, 
lockers and various kinds of wood furniture who are interested in 
bidding on such equipment for hotels, apartment and group housing 
contracts, schools, libraries, public buildings, banks and office buildings. 


Manufacturers’ 
manufacturers’ 








Akron, Ohio...The local Board of Education has awarded contracts for 
the following: Foster Office Supply Company, Akron, for 1000 gross of 
white blackboard crayon; Rohner Paper Company, Akron, for 200 dozen 
blackboard erasers and 7800 notebook covers. Paper items were awarded 


to Peckham Little & Company, New York; Clinton Paper Company, Inc., 
Lock Haven, Pa., and C. P. Lesh Paper Company, Indianapolis.—AK 


Berkeley, Calif... The Harms & Morse 
ited for many years at 2169 Shattuck avenue, 


Stationery Store SS 


Burlington, Vt.—The Bruhn Office 





Stationery Store, which has oper- 
has become the Hatfield 


Equipment Company has moved into 
new quarters at 102 Church street, where three times the space formerly 
ivailable at the old address allows considerable room for expansion of 
the stock and business. The firm, which is headed by Elmer H. Bruhn, 
was located for the past three years in the Hyland block, 128 Church 
street After a complete remodeling and redecorating job, the entire three 
stories of the building will be occupied by the Bruhn organization. 


Columbus, Ohio..William R. Diehl, Jr., Diehl Office Equipment Com- 
pany, has been elected a member of the board of directors, Columbus 
Manufacturers and Wholesalers Association, for a two-year term.—AK 


Hughes, Ark.._Fred L. Hedges has filed the necessary papers to become 
i candidate for state representative from St. Francis county. Mr. Hedges 
publishes the Hughes Star-Herald and deals in stationery and office sup- 
plies. He is a former publisher of the West Memphis News and the 
Augusta Advocate and of Arkansas Municipalities, the latter a monthly 
periodical. He has served as president of the Eastern Arkansas Young 
jusiness Men's Club and formerly was secretary of the Arkansas Munici- 
pal League Mr. Hedges also served as secretary of the State Senate 
during the .1937 session of the legislature ADR 


Kansas City, Mo.—A store, provided by city charter, to handle office 
supplies for the City Hall last month was opened on the seventh floor of 
that building with P. M. Raupp in charge as store manager. Announced 
is more or less of an experiment authorized by Horace R. McMorris, director 
of finance, the store is to begin with a small stock. If it shows a profit 
it will be enlarged and the plan extended to supplies for many city depart- 
ments. The store began with a $25,000 capital appropriated by the city 
council. 


Lawton, Okla. 
tank Supply Company, 413 C. avenue, 
from an illness that laid him up in a Temple, Tex., 
weeks. Mr. Warkentin is president of the Oklahoma 
tion.—EVH 
Lewiston, Me.—-The Roberts Office Supply Company has been awarded a 
contract to install furniture in the office of the city clerk on a bid of $2190 
that of its nearest competitor. The instal- 
two typewriter desks, three 


Ted Warkentin, head of the Southwestern Stationery & 
is back on the job, fully recovered 
hospital for several 
Stationers Associa- 


1s compared to a bid of $2437, 
lation will include a steel counter, bookcases, 
vault shelving and ladder 

Thomas, who for the past ten months has been 
Branham’s Inec., Oklahoma City, Okla., re- 
Texas.._-EVH 


chairs, 


Lubbock, Tex.— Oliver 


onnected with outside sales, 


cently rejoined the Baker Company, in Lubbock, 
Oklahoma City, Okla...An attractive new six-foot fountain pen display 
ise has been installed by Mike Bryan, Office Supplies, 224-226 West 


onstruction and equipped with fluorescent 
lighting, the new fixture occupies the most favored spot in the front end 
of the stationery department. Here. facing the large opening which con- 
nects the store with the lobby of the Cotton Exchange building, always 
left wide open during the day, the new pen and pencil display is in direct 
line of vision of all lobby traffic EVH 

Ponca City, Okla...The Peerless Office Supply store, owned and operated 
by Wendell Gotschall, opened for recently at 104 North Third 
street in connection with Overstreet’s Shop. Mr. Gotschall, who has been 
issociated with office supply firms for the past four years, moved his stock 
here from Bristow, where he originally opened his own business a_ short 
while ago. He will handle all types of office supplies.—EVH 

Portiand, Ore.-.A. E. Harbord, Harbord-Rogers Company, Portland, 
Ore., left the city on June 7 for a month-long tour of the East. He was 
iccompanied by Mrs. Harbord. The trip combined business with pleasure. 
The first stop was Chicago, where Mr. Harbord visited various manu 
facturers and then journeyed on to Detroit to pick up a new automobile 
waiting there for him. The balance of the journey to New York, Buffalo, 
Philadelphia and Cincinnati was made in the new car ATW 

Portland, Ore...Miss Betty Schroeder, for the past four 
nected with the bookbinding department of the Standard Stationery & 
Printing Company, last month left for Washington, D. C., where she 
s been given a position in the government printing department. Her 
job with Standard has been filled by Miss Ann Purdy ATW 


Salem, Mass.-.Benjamin A. Worling has purchased and taken over man- 
igement of the General Office Equipment Company, 88 Lafayette street. 
His experience in the office supply industry includes twenty years with the 
Underwood Elliott Fisher Company, for which he worked in Boston, Hart 
ford, Lawrence and New York. Mr. Worling plans to maintain a complete 
stock of office equipment including typewriters and bookkeeping and adding 
machines and will also and repair department for office 
machines of all types 

San Francisco, Calif...Minnie E. Phillips has 


tore of L. Hagadorn at 2583 Bacon street SS 


San Francisco, Calif. 


Second street. Of blonde wood « 


business 


years con 


operate a service 
purchased the stationery 


Agatha Leyden has purchased the stationery store 


of Julius Leonardini at 3349 Twenty-third street.—SS 
Willows, Calif.._Ralph Taylor and J. P. Manley have purchased the 
Kotes Stationery Store.—SS 


(Other Classified News on page 149) 
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PATENTS 


Copies of patents shown here can be obtained 

from the Commissioner of Patents, Washington, 

D. C., for ten cents each in cash, postoffice 

money orders or certified check. Stamps and 
personal checks not accepted. 





William E. Houston, 


2,201,400. Fountain Pen. 
1939, Serial No. 


Columbia, S. C. Application May 12, 


273,351. Granted May 21, 
2,201,407. Apparatus for the Making of Cross-Feed 
Records. William C. Pfeiffer, Dayton, Ohio, assigner to 


The Egry Register Company, Dayton, Ohio, a corpora- 
tion of Ohio. Original application February 5, 1936, 
Serial No. 62,463. Divided and this application Feb- 
ay 5, 1937, Serial No. 124,209. Granted May 2i, 
1 


0. 

2,201,455. Ink Dispensing Device. Archie D. Rob- 
inson, Westfield, Mass. Application June 6, 1938, 
Serial No. 212,097. Granted May 2!, 1940. 

2,201,551. Binder for Loose Leaves. Nelson 8&8. 
Welk, Athens, Ohio, assignor to The McBee Company, 
Athens, Ohio, a corporation of Ohio, Application 
vipa an 1938, Serial No, 234,515. Granted May 

, J ‘ 

2,201,589. Record Element Holder. Forest L. W. 


Link, Silverton, Ohio, assignor to The Globe-Wernicke 


Company, Norwood, Ohio, a corporation of Ohio. 
Application March 13, 1939, Serial No. 261,435. 
Granted May 21, 1940. 

2,201,713. Caleulating Machine. Edwin F. Britten, 


assignor to Monroe Calculating 
a corporation of 
1939, Serial No. 


i.» Short Hills, N. J., 
Machine Company, Orange, N. J., 
Delaware. Application September 30, 
297,234. Granted May 2i, 1940. 
2,201,775. Typewriting and Like Machine. George 
K. Howland and Otto E. Hultgren, Elmira, N. Y., 
assignors to Remington Rand iInc., Buffalo, N. Y., a 
corporation of Delaware. Application October 5, 1938, 
Serial No. 233,432. Granted May 21, 1940. 
2,201,776. Typing Machine. Harry C. Jones, New 
York, N. Y. Application May 2, 1934, Serial No. 


723,467. Granted May 2!, 
2,201,789. Memorandum Pad Holder. John D. Robi- 
lotto, New York, N. Y. Application June 17, 1939, 


Granted May 21, 1940. 


Serial No. 279,621. 
2,201 George €E. 


Filing Cabinet. Watkins, 


’ 


Tonawanda, N. Y., assignor to Remington Rand iInc., 
Buffalo, N. Y. Application October 23, 1936, Serial 
No. 107,221. Granted May 2/; 1940. 

2,201,962. Holder for Loose Leaf Memo Paper. 
Cecil E. Walton, Brecksville, Ohio. Application Jan- 
uary 28, 1938, Serial No. (87,381. Granted May 21, 
1940. 

2,202,088. Filing Cabinet. James R. Clark, Roeh- 
ester, Y., assignor to Yawman and Erbe Mfg. Co., 
Rochester, N. Y., a corporation of New York. Appli- 
cation October 24, 1936, Serial No. 107,372. Granted 
May 28, 1940. 

2,202,097. Loose Leaf Binder. Emil N. Farkas, 
Chicago, Ill., assignor of one-half to Frank F. Farkas, 
Chicago, II!. Application September 9, 1938, Serial 
No. 229,075. Granted May 28, 1940. 

2,202,259. Stapling Machine. Archibald V. Mace- 


Donald and Raymond A. Minkler, Los Angeles, and 
Herbert Iske, Alhambra, Calif. Application November 
25, 1936, Serial No. 112,726. Granted May 28, 1940. 

2,202,267. Holder for Writing Paraphernalia. 
Emanuel R. Posnack, New York. N. Y. Application 
March 21, 1939, Serial No. 263,105. Granted May 28, 
1940. 

2,202,300. Holder for Desk Paraphernalia. Emanuel 
R. Posnack, New York, N. Y. Application May |, 
1939, Serial No, 271,035. Granted May 28, 1940. 

2,202,427. Combination Clothes Rack and Locker. 
Russell V. Polen, Dayton, Ohio, assignor, by mesne 
assignments, to Lyon Metal Products, Incorporated, 
Aurora, Ili., a corporation of Illinois. Application 
July 17, 1937, Serial No. 154,265. Renewed July 6, 
1939. Granted May 28, 1940. 

2,202,451. Typewriting Machine. Henry Joseph 
Hart, West Hartford, Conn., assignor to Royal Type- 
writer Company, Inc., New York, N. Y., a corporation 


of New York. Application December 21, 1938, Serial 
No. 247,079. Granted May 28, 1940. 

2,202,518. Loose Leaf Binder. Emil WN. Farkas, 
Chicago, III., assignor of one-half to Frank F. Farkas, 
Chicago, Ill. Application December 10, 1938, Serial 
No. 244,951. Granted May 28, 1940. 

2.202.565. Typewriter. Roswell S. Reid, Morgan- 
town, W. Va., assignor to West Virginia Newspaper 
Publishing Company, Morgantown, W. Va.. a corpora- 


tion of West Virginia. Application August 7, 1937, 


Serial No. (57.964. Granted May 28, 1940. 
2,202,639. Manual Bookkeeping Apparatus. John E. 
Rosso, Virginia, Minn. Application August 24, 1938, 
Serial No. 226.483. Granted May 28, 1940. 
2,202,671. Combined Typewriting and Computing 
Machine. Henry L. Pitman, Hartford, Conn., assiqnor 


to Underwood Elliott Fisher Company. New York, 
N. Y., a corporation of Delaware. Application August 
19. 1938, Serial No. 225,762. Granted May 28, 1940. 

2,202,784. Accounting Machine. Ernest C. Olney, 
Syracuse, N. Y., assiqnor to E. C. Olney & Company, 
Inc., Syracuse, N. Y., a corporation of New York. 
Anplication August 15, 1935, Serial No. 36,351. 
Grarted May 28, 1940. 

,202 869. Justifying Means for Typewriters and 
Other Machines. Edward N. Robinson, Jr., and Henry 
W. Krukau, Providence, R. 1., assignors of 22 per cent 
to Henry W. Krukau, 39 per cent to Edward N. Rob- 


inson, Jr., and 39 per cent to Robert S. Holding, Jr., 
Providence, R. 1. Application July 28, 1936. Granted 
June 4, 1940. 

2,202,948. Caleulating Machine. Arthur J. Fettig, 
Detroit, Mich., assianor to Burroughs Adding Machine 
Company. Detroit, Mich., a corporation of Michigan 
age ge July 9, 1937, Serial No. 152,703. Granted 
une 4 940. 

2.202.958. Writing Machine. William E. MeFar- 


assignor to L. C. Smith & Corona 
a eorooration of 
Serial 


land, Nutley, N. J., 
Typewriters, Inc., Syracuse. N 4 
New York. Aoplication September 30, 1937, 
No. 186.527. Granted June 4, 1940 

2 202,984. Staple Remover. William Drynolcher, 
Valley Stream, WN. Y.. assiqnor to Lou Obstfeld, 
oe, N. Y., 2rd Abraham Obstfeld, New Yor, 

Y Application March 17, 1939, Serial No. 262,332 


Seiad June 4, 1940. 
Woo. 


9.203.093 Mechanical Pencil David Kahn, 
cliff, WN. J., assignor to David Kahn, Ine.. North 
Reraen Township, Hudson County, New Jersey, a cor- 


poration of New Jersey. Application November |, 1937 


Serial No. 172.245. Granted June 4, 1940 

2.903.166. Card index Cabinet Forest Link, Sil- 
verton, Ohio. assignor to The Globe-Wernicke Compary. 
Norwood, OFio, a corporation of Ohio Application 
pve 18, 1938, Serial No. 208,639 Granted June 4 
! , 

2,203,280. Stencil Film. Almon A. Heath, Haw- 
thorne, Calif. Application September 5, (939, Serial 


No. 293,355. Granted June 4, 1940 
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2,203,327. Tabulating Machine. John T. Ferry, 2,204,918. Loose Leaf Binder. Clarence D. Trussell, 
Hite, N. Y., assignor to Remington Rand inc., Buffalo, Poughkeepsie, N. Y., assignor to Trussell Manufactur- 
N. Y., a corporation of Delaware. Application Oc- ing Company, Poughkeepsie, N. Y., a corporation of 
ber 26, 1938, Serial No. 237,007. Granted June 4, New York. Application November 10, 1938, Serial No. 

239,792. Granted June 18, 1940. 

92.208, 475. Fountain Pen Filling Device. Owen R. 2,205,165. Manifolding Attachment for Typewriters. 
Terry, Evanston, 111. Original application February 12, Allen B. Cooke, Chicago, I1l., assignor to United 
1936, Serial No. 63,648. Divided and this application Autographic Register Co., a corporation of filinois. 
Sone 25, 1938, Serial No. 236, 878. Granted June 4, ao April 3, 1939, Serial No. 265,854. Granted 

5 une . 

2,203,644. Pocket Seal Press. Charles Priesmeyer, DESIGN PATENTS 
Park Ridge, JI1., assignor to Gustav A. J. Meyer, 120,652. Design for a Combination Desk Unit. 
Chicago, 111. Refiled for abandoned application Serial Emanuel R. Posnack, New York, N. Y. Application 
No. 199,675, April 2, 1938. This application Decem- February 19, 1940, Serial No. 90,352. Granted May 
ber 4, 1939, Serial No. 307,384. Granted June 4, 21, 1940. 

1940. 120,734. Design for a Pencil Lead Container or the 

2,203,716. Sectional Cabinet. Ed Bergman, New Like. David Kahn, Woodcliff, N. J., assignor to 
York, N. Y., assignor to Art Steel Company, Ine., David Kahn, Ine., North Bergen Township, Hudson 
Bronx, N. Y., a corporation of New York. Application County, N. J., a corporation of New jersey. Applica- 
September |, 1939, Serial No. 292,967. Granted June tion January 27, 1940, Serial No. 89,786. Granted 
it. 1940. May 28, 1940. 

2,204,038. Eraser Feeding Device. George Findra, 120,744. Design for a Desk Pad Unit. William B. 
New Brunswick, N. Application January 5, 1938, Petzold, Pittsfield, Mass., assignor to General Electric 
Serial No. 183,525. Granted June 4, 1940. Company, a corporation of New York. Application 
5 12204:289, Calculating Machine Keyboard. Oscar W a TO, Carte Ee Cree ee oe 
Swanson, est Hartford, Conn., assignor to Underwood ry 
ee oo — — York, N. Y., a corpora- “ae PO a ~~ 2 Tee dace 
ion o elaware. pplication December 24, 1938, “ “T : 
Serial No. 247,713. Granted June 11, 1940 ceteet seins, Social et OF. 70a Graal Nene he 

2,204,736. Card Shearing Machine. Clarence W. 1940. wes : : 
Straubel, Youngstown, Ohio, assignor, by mesne assign- 121,087. Design for a Fountain Pen or Similar 
ments, to Acme Visible Records, Inec., Chicago, Ill., a Article. Anatol WN. Andrews, Los Angeles, Calif. 
corporation of Delaware. Application June 3, 1939, Application 1939, Serial No. 88,681. 


Serial 277,269. Granted June (8, 1940. 


December 4, 
Granted June 18, 1940. 








The Office Equipment Industry 
and This Journal 


The Industry 


[N four major divisions—machines, furniture, systems and general utili- 
ties and supplies, the last named embracing a thousand and one articles 
which compose the foundation of the commercial stationery business, 
the office equipment industry not only facilitates business throughout the 
world but makes a substantial percentage of world business possible; 
which may also be said of some other industries. But the office equipment 
industry makes its contribution of facility, conveniences and economy 
to business of every kind. 


In diversity of manufacture, the industry reaches from pins to vault 
equipment. From paper to visible accounting systems. From the card 
index, that cardboard ferret of the business office, to the artistries ex- 
pressed in creating the office beautiful. From the little pencil sharpener 
which has invaded office, school and home up through a line of mechan- 
isms for every office purpose to what Oliver Wendell Holmes called “the 
ciphering hand organ, a Frankenstein monster. A thing without brain 
or heart which turns out formulae like a corn sheller’”—the adding ma- 
chine. In every office of every department of Federal, state and munic- 
ipal governments, (see article, page 15), in the office of every industrial, 
commercial, national and professional enterprise, in the offices of many 
schools, colleges and churches, some of the industry’s manufactures are 
in function. 


Writing of the industry for the twenty-fifth anniversary number of 
OFFICE APPLIANCES in 1929, Thomas Edison said: 


“The major portion of the products of this industry contribute econ- 
omy, convenience and facility to business of every kind. These instru- 
mentalities eliminate the confusion that would otherwise attend the ever 
increasing number of operations recorded in the business office. They 
are checks to extravagance; protection against leaks; elimination of lost 
motion; they return their purchase price in economies effected.” 


In production and distribution, and in the use of its products, the in- 
dustry affords employment for a vast number of persons. In the diversity 
of its manufactures it draws upon a wide range of raw materials which 
affords a means of livelihood to many others. 


The industry pulsates with activity. The system division expands; the 
stationery division thrives; the machinery division progresses; the furni- 
ture division which has transformed the office from the generally unat- 
tractive, bare floored, calendar ornamented white walled work room to a 
place of comfort and beauty, affords ever widening scope for artistry and 
invention in an expanding field. 


Prior to 1904, production and distribution of the diversified utilities 








JULY, 1940 


which collectively considered compose the office equipment industry were 
conducted with little thought of the products’ relations to each other 
and their combined effect upon office procedure. 


The Great Impetus 


About 1900 when national business, recovering from the ’92 to ’96 de- 
pression lengthened its stride, presently to be put in the fifteen league 
boots by the “horseless carriage,” came developments in office utilities 
which put the terms “system” and “efficiency” on the banners of the trade. 
Out of the carbon copying system, spawn of the typewriter, came the 
vertical filing system which opened great factories for the manufacture 
of filing cabinets, small warehouses for the product of the typewriter. 
Out of the loose leaf system from which was evolved the visible system 
came machine bookkeeping. Ingenuity and enterprise marshaled a pro- 
cession of time and labor saving utilities for the office. But it is not in- 
tended to trace here the development of the products of the industry, 
exhaustively covered in the twenty-fifth anniversary of the number 
issued in 1929. 

This Journal 


In the early 1900s George H. Patterson, a typewriter demonstrator and 
salesman, enthusiastic advocate of “system” and “efficiency,” observing 
the evolution of office equipment, was impressed with the fact that the 
manufactures collectively considered, constituted an industrial entity 
destined to ever-increasing importance, and in the situation perceived 
opportunity for a journal which, by reporting the principal activities of 
the several trades, describing new products, indicating market trends, 
presenting trade information of common interest, conducting a service 
bureau would, with advertisements of the diversified lines make a com- 
mon meeting place, promote consciousness of an industrial entity, de- 
velop codperation and advantage all engaged in the business. 


How Mr. Patterson started his little publication, choosing the basic 
unit of the industry for its name “The Typewriter Trade Journal” with 
“Office Systems” as subtitle, and each month of the first year expanded 
the subtitle and increased the list of products covered—then changed 
the name to OrricE APPLIANCES—has been duly recorded in the history 
of the journal. 


Mr. Patterson did not live to see his vision realized, he died in 1908, but 
what he visioned came to pass. The journal achieved its purpose and the 
Office Equipment Industry ranks high among the industries of the nation. 


The journal’s part in codrdinating the factors which collectively consti- 
tute the Office Equipment Industry, its participation in all forward move- 
ments of each division, its promotion of industry organizations, its 
valuable articles upon sales and management, its extensive coverage of 
trade activities, its general news of the industry, and its advertising 
pages on which are presented the chief products of each division, make 
it the Trade Journal of the Office Equipment Industry. In which the 
history of the great business is being written in monthly chapters. 


Among the many complimentary names which have been given the 
journal, three, “Bible (guide book evidently meant) of the Office Machine 
and Stationery Business,” “Encyclopedia of the Industry,” and “Sales 
Manual of the Trade,” signify the ideal to which the journal has been 
steadfast through the years. And to which it may not be inappropriate 
to add a highly encouraging statement made recently by the manager 
of a great distributing house, which handles both stationery and office 
machines; “It is always a source of amazement and interest to us how you 
can continue, month after month, to furnish the industry with the wide 
variety of information and instruction which is reflected in your medium. 
We feel that it is the outstanding point of contact between the retailer 
and his sources.” 


All the particular subjects covered in the contents of the journal are in 
accordance with a definite editorial program arranged a year ahead. In 
preparing each number for the presses special attention is given to two 
things which make for easy reading—type faces and page arrangement; 
which accounts for long continued adherence to a typographic pattern 
we consider embraced in a statement made by the late Glen Buck—“‘True 
art is never quite in fashion, nor quite out of fashion;” and which caused 
an old friend of the journal to say “It’s as easy to read as a book.” 
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EXECUTIVES OF NATIONAL TYPEWRITER & OFFICE MACHINE DEALERS ASSOCIATION AND CONVENTION COM- 
MITTEE.—Top picture—the association’s executives assembled with President John Loser, in center. Standing—all 


directors: E. A. Glassman, City Typewriter Co., Rochester, N. Y.; Samuel Hutter, Check Writer Co., New York, N. Y.; 
William Corney, Thomas & Corney, Ltd., Toronto, Canada; Stanley Stemp, Stemp Typewriter Co., Madison, Wisc., James 
P. Ward, Sr., Reliable Typewriter & Adding Machine Co., Chicago; Walter H. Hanson, Hanson Business Machines Co., 
Cleveland, Ohio; |. R. Ritchie, International Office Appliance Co., New York, N. Y.; W. R. Shilling, Fort Pitt Type- 
writer Co., Pittsburgh, Penna.; Leo Adler, Cleveland Calculating Co., Cleveland, Ohio. 


Seated (top picture) —F. Ketcherside, Buckland-Van Wald Co., Detroit, Mich., director; Irwin Vincent, Western Type- 
writer Co., Topeka, Kas., vice-president; John Loser, Noiseless Writing Machine Service Co., New York, N. Y., presi- 
dent; Mrs. Jessie 1. Taylor, Globe Typewriter Co., New York, N. Y., treasurer; A. H. Wittekind, New York, N. Y., secretary. 


Other members of the Board of Directors not shown in the above group are the following: C. D. Bills, Typewriter 
Sales & Service Co., Washington, D. C.; W. H. Burt, W. H. Burt Co., Seattle, Wash.; G. S. Cambias Typewriter Ex- 
change, New Orleans, La; William F. Clausing, International Typewriter Exchange, Chicago; Jack Dean, Dean Type- 
writer Sqles Co., Detroit, Mich.; O. A. Olson, Typewriter Service Shop, Detroit, Mich.; R. H. Preston, Preston Type- 
writer Co., Inc., Knoxville, Tenn.; James J. Sheehan, Office Appliance Co., Providence, R. I.; Elmer Young, Young 


Office Equipment Co., Chicago. 

Lower left and right pictures—members of the Detroit Convention Committee with O. A. Olson, convention chair- 
man, seated in the bottom row at the extreme left in the right group. Left group—top row: Charles Van Wald, Buck- 
land Van-Wald Co., Detroit; Bill Rheam, Wolverine Typewriter Co.; A. Dulin, Dulin Office Machine Repair Co. Cen- 
ter row: Marvin Swain, American Writing Machine Company; Tom Riendl, Peerless Key-Imperial Manufacturing Co.; 
Mr. Monaghan, Michigan Typewriter Exchange. Bottom row: John Mooney, Ames Supply Co.; Bill Tuft, Highland 
Park Typewriter Exchange; Ed Snyder, Wholesale Typewriter Co., finance chairman. 

Right group—top row: Harold Thomas, Sables Office Outfitters; E. J. Scott, Scott Typewriter Co.; Fred Joyner, 
Highland Park Typewriter Exchange. Center row: Larry Jacob, Buhler Sales Co.; M. J. Marran, Ames Supply Co.; 
John Stifler, R. C. Allen Adding Machine Agency. Bottom row: O. A. Olson, Typewriter Service Shop; Floyd Ket- 
cherside, Buckland Van-Wald Co., sub-chairman; Izzy Nestor, Nestor Typewriter Exchange. 


Officers, directors, and committee workers who—supported by enthusiastic association mem- 
bers—are expected to make this fifteenth annual convention one of the most outstanding in 
the annals of the organization. The gathering, which will bring together typewriter and 
office machine dealers from the N.T.0.M.D.A. membership in the United States, Canada, and 
Cuba, is to be held at the Book Cadillac hotel in Detroit, Mich., July 22, 23, and 24. The con- 
vention program is outlined on page 20 of this number. A special feature, starting on page 
17 is devoted to the fifteenth anniversary of the association, with interesting references to its 
history, objectives, and value to this important division of the office equipment industry. 
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Visticual Defense dail 


THE OFFICE EQUIPMENT INDUSTRY 


a 


URING this fiscal year begin- 

ning July 1, the Federal Gov- 
ernment will use approximately 
$500,000,000 worth of products 
made by the office equipment in- 
dustry. This includes everything 
from a pin to the most intricate 
piece of office machinery and fur- 
niture. The extraordinary increase 
is due to the expansion of activi- 
ties in all government depart- 
ments with preparations for the 
national defense. The tremendous 
burgeoning of our government will 
occur regardless of the outcome 
of the European war. 


Number of Government Employes 
to Increase 

It is anticipated the increased 
speed of the machine will be defi- 
nitely perceptible in fall. By the 
end of the present fiscal year, in 
June, 1941, it is probable the total 
of civilian employes in the purely 
civil agencies of the government 
will exceed 3,000,000 persons. The 
present personnel, in all parts of 
the United States, exceeds 1,500,- 
000. Some observers believe that 
the gross total may reach 4,000,000 
at the peak of defense prepara- 
tions. In addition, the Army and 
Navy also will increase their civil- 
ian personnel by approximately 
100 per cent, bringing the gross 


By ARNOLD KRUCKMAN 
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total of civilians employed by the 
military services to 450,000 persons. 
And the Army and Navy will in all 
likelihood be increased from 80 
per cent to 100 per cent, making 
the grand total for both services 
670,000 men. It does not require 
much perspicacity to realize that 
this extraordinary expansion in- 
evitably will entail huge office fa- 
cilities. 

These calculations are based by 
government officials upon the rec- 
ords of the first World War. From 
June, 1916 to November, 1918 the 
number of civilians employed by 
the Federal Government more 
than doubled. The number rose 
from 680,000 to 1,460,000. And ap- 
parently in Washington the gov- 
ernment was confronted with the 
same problems of housing that 
confronts it today. Washington 
is in a quandary about office space 
and living room for the impending 
abnormal growth. Already the 
War Department has been obliged 
to set desks in the corridors and 
halls of the Munitions building. 
Over fifteen persons at present use 


>, ee for Products Anticipated 


400 square feet of space. The pres- 
ent need of the War Department 
alone exceeds 280,000 square feet 
of floor space, and almost all other 
agencies, military and civilian, are 
in a similar situation. This prob- 
lem, and the similarly pressing 
problem of dwelling room, has 
led to consideration of the thought 
that it may be necessary to spread 
the workers more widely around 
the country, and that there should 
be a greater utilization of office 
machinery. 


Industry Should Keep Tab on 
Spread of Federal Workers 

It is patently of interest to the 
office equipment industry to watch 
closely any decentralization that 
may be attempted in spreading the 
government workers in the vari- 
ous regions of the country. The 
whole situation is as yet so vague 
that it is not possible to present 
any clear picture. We do know, 
however, that the Procurement 
Division of the Treasury, which 
does a large part of the buying for 
civilian agencies, on July 1, consoli- 
dated its forty-two state offices un- 
der twenty regional districts. Each 
region is under the supervision of 
a regional procurement officer, and 
the regional officers will have dep- 
uties in charge of branch offices 
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within the regional districts. Re- 
gion 1 embraces Massachusetts, 
Maine, Vermont, New Hampshire, 
Rhode Island, Connecticut. Re- 
gion 2, New York. Region 3, New 
Jersey. Region 4, Pennsylvania. 
Region 5, Maryland and Delaware. 
Region 6, Virginia and North Caro- 
lina. Region 7, Georgia, South 
Carolina, Florida, Alabama, Ten- 
nessee. Region 8, Ohio, West Vir- 
ginia. Region 9, Indiana, Kentucky. 
Region 10, Illinois, Wisconsin. Re- 
gion 11, Michigan. Region 12, Mis- 
souri, Oklahoma, Kansas, Ne- 
braska, Iowa. Region 13, Texas. 
Region 14, Louisiana, Arkansas, 
Mississippi. Region 15, Minnesota, 
North Dakota, South Dakota, Mon- 
tana. Region 16, Colorado, Wyo- 
ming, Utah, New Mexico. Region 
17, Los Angeles and Arizona. Re- 
gion 18, San Francisco and Ne- 
vada. Region 19, Washington, Ore- 
gon, Idaho. Region 20, Puerto 
Rico and Virgin Islands. 


Army and Navy Headquarters 
Widespread 

In addition to the procurement 
offices in Washington the Army 
and Navy have headquarters in all 
parts of the United States, and 
wherever the ships of the Navy 
may be. The Army alone has forty- 
nine procurement districts in all 
parts of the country, representing 
all branches of the service. It is 
apparently this overlapping situa- 
tion that has impelled the new 
National Advisory Defense Com- 
mittee to seek simplification and 
unification. One subordinate com- 
mittee consisting of an Army offi- 
cer, a Navy officer and a civilian 
is studying the military procure- 
ment program of the military 
services. On the other hand, Don- 
ald M. Nelson, former executive 
vice-president of Sears, Roebuck & 
Company, now procurement officer 
for the Treasury, and William C. 
Bower, vice-president of the New 
York Central, acting purchasing 
agent for the National Advisory 
Defense Committee, are studying 
the problems of the civilian agen- 
cies. Eventually it is purposed that 
the military and civilian purchas- 
ing instrumentalities shall act in 
unison. At this writing it appears 
that this phase of the planning 
will be supervised by Edward R. 
Stettinius, Jr.. the member of the 
committee charged with all prob- 
lems connected with raw mate- 
rials. This whole problem of pro- 
curement is deemed to be involved 
with price-fixing and with priori- 
ties. It will be necessary to deter- 
mine which part of the govern- 


ment is entitled to prior considera- 
tion, even in the supply of pins, 
paper, carbon paper, and similar 
familiar office utilities. I gather 
from members of the committee 
that priority is considered the ma- 
jor problem in government supply 
planning as well as planning for 
private industry and business. It 
should be borne in mind that the 
time appears not far distant when 
the supply of all materials used in 
commerce and industry and by all 
the consumers of the nation will 
be supervised and allocated by the 
government defense preparedness 
organization. 


Survey of Manufacturing and 
Distributing Resources 

As a first step, Robert R. Na- 
than, chief of the division of na- 
tional income, in the Census Bu- 
reau, is directing a survey of all 
manufacturing and distributing 
resources, including office furni- 
ture, office equipment, office sup- 
plies, office appliances, large and 
small; machine shops; tool mak- 
ers; foundries; shipwards; automo- 
bile factories; every industry and 
unit that makes equipment, em- 
ploys personnel and manufactures 
anything used in the life of the 
nation. Incidentally, it is antici- 
pated that the manufacturers of 
office furniture and office ma- 
chinery may employ large num- 
bers of skilled workers whose abili- 
ties may be profitably diverted to 
production of defense materials. 
The Civil Service Commission par- 
ticularly emphasizes there is a 
great need in government as well 
as in private defense industry for 
skilled mechanics, for technicians, 
and for commercial chemists. They 
also stress that at this time their 
rolls are overloaded with appli- 
cants for office jobs, for clerical 
ratings. It should be noted, how- 
ever, that the National Advisory 
Defense Committee is not employ- 
ing civil service workers. It takes 
help on a temporary basis wher- 
ever it can find them. 


Defense Committee’s Position 
Uncertain 

The status of the National Ad- 
visory Defense Committee is still 
nebulous and undefined. Messrs. 
William S. Knudsen; Edward R. 
Stettinius, Jr.; Ralph T. Budd; 
Sidney Hillman; Chester Davis; 
Leon Henderson, and Miss Harriet 
Elliott, the committee members, 
are as yet serving without pay. 
W. Averill Harriman, head of the 
Union Pacific; Walter S. Tower, 
head of the American Iron and 
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Steel Institute; Edward R. Weid- 
lein, of the Mellon Institute; Wil- 
liam C. Bower, vice-president of 
the New York Central; Marion B. 
Folsom, treasurer of the Eastman 
Kodak Company, and Miss Caro- 
line Ware, author and economist, 
are serving as unpaid volunteers. 
Other personnel has either been 
loaned by other government de- 
partments which pay their sal- 
aries, or has been employed with 
funds provided out of the execu- 
tive emergency funds. The com- 
mittee is temporarily housed in 
the beautiful temple-like edifice of 
the Federal Reserve Board. The 
Congress has under consideration 
a bill appropriating a million dol- 
lars for the expenses of the com- 
mittee. 


Committee Functions in 
Advisory Capacity 

Thus far the committee has no 
executive or administrative au- 
thority. It is still in effect ad- 
visory. The President seems to 
hope that it may make the plans 
that can be carried out by existing 
permanent agencies of the gov- 
ernment. It is wise to bear this 
in mind when planning to sell 
office equipment. The betting in 
Washington is strong, however, 
that the defense committee will 
eventually have full authority to 
enforce its program. But at the 
same time it should be remem- 
bered that all agencies of govern- 
ment will be used to operate the 
program and that all agencies will 
require large supplies of new 
materials. Purchasing will in all 
probability be done through local 
offices in the various headquarters 
in the many cities of the United 
States. And it should never be 
forgotten that huge quantities of 
all types of supplies will be re- 
quired. The regular appropria- 
tions made by Congress for the 
ordinary normal functions of the 
government total $8,742,203,549. 
The appropriations made for the 
various defense expenditures total 
$5,237,396,764. It is out of this 
$14,000,000,000 gross total it is esti- 
mated the $500,000,000 will be 
spent for office furniture, equip- 
ment and supplies. And there are 
more appropriations in prospect. 
Congress will not adjourn, and 
both Congress and the President 
plan to allocate more funds for 
the national defense. And all ex- 
penditures for the national de- 
fense involve greater expansion of 
personnel and added need of office 
supplies. 
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GETTING STARTED 
| Consul About the Early Days of 1] a: —O Mh. D. A. 
or the Memory of Che of the Organizers pane Siut Prestileent 


LITTLE over fourteen years 

ago a new national associa- 
tion of business men was formed. 
On the morning of January 22, 
1926, there was splashed across the 
pages of metropolitan newspapers 
an announcement to the effect 
that the National Typewriter Deal- 
ers’ Association had been born, 
unsung and without fanfare, at 
Kansas City, Mo. A staff of offi- 
cers was elected and Chicago was 
chosen as the host city for the 
first annual convention. 

Thus, after fifty years those en- 
gaged in a business essential to 
progress and the conduct of affairs 
of nations, both firms and in- 
dividuals, had suddenly been pro- 
vided with an official organization 
through which its members, and 
all others engaged in the business 
of selling and servicing typewrit- 
ers, might be heard collectively in 
the halls of congress, in state 
legislatures, in city halls, and in 
the executive offices of the type- 
writer manufacturers. 

Manufacturers, wholesalers, dis- 
tributors and dealers alike were 
surprised, but none the less 
pleased at the news, and all won- 
dered why an association had not 
been organized many years previ- 
ously, for its need long had been 
recognized. 

From time to time city and state 
associations of typewriter dealers 
had come into being, made prog- 
ress for a time, then, with few ex- 
ceptions, had lingered and finally 
died. But, the dealer urge for an 
association of nation-wide scope 
and influence, continued. Sugges- 
tions occasionally would come 
from gatherings of city dealers 
that a national association be 
formed, but until January, 1926, 
no individual or group of dealers 
had become sufficiently enthusias- 
tic to venture upon what many 
feared would be a failure, or at 
least a thankless and fruitless 
task. 


Organization Developed from 
Corona Group 


However, it remained for a little 
band of Corona typewriter dealers 
—not over thirty or forty—com- 
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San Francisco Branch Manager, 
Wholesale Typewriter Company 
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prising what was left of the old 
Corona Central District Dealers’ 
Association—to start the national 
organization ball rolling. 


L. J. Conger, former president of 
the Corona Typewriter Company, 
and then vice-president of the 
newly formed L. C. Smith & 
Corona Typewriters Inc., had 
called the Corona dealers of the 
Central West area together at 
Kansas City, Mo., to confer with 
him relative to proposed new 
methods of distribution made 
necessary by the consolidation of 
the Corona and Smith companies. 
Dealers came from Missouri, Okla- 
homa, Kansas, Colorado, Nebraska, 
Iowa, North and South Dakota, 
and meetings were held in the 
Baltimore hotel. It was there, fol- 
lowing the Conger conferences, 
that the National Typewriter Deal- 
ers’ Association “Got Started,” 
with the following officers elected 
for the first year: 


President, George S. Walker, 
Denver, Colo.; vice-presidents, 
J. E. Gaffaney, Fargo, N. Dak.; 
J. E. Wikoff, Oklahoma City, Okla.; 
C. E. Anderson, Pasadena, Calif.; 
Edward H. Quimby, Dover, N. M.; 
treasurer, Joseph Good, Tulsa, 
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Okla.; and secretary, Harry E. 
Russell, Des Moines, Iowa. 

And, thus, for the first time, 
was founded a National Associa- 
tion of Typewriter Dealers, re- 
garding which there had been 
much talk and wishful thinking 
for Many years, but with nothing 
ever done about it. 

Founded on a policy of concilia- 
tion toward the manufacturers, 
and cooperation with one another, 
success of the association was as- 
sured from the start, as these 
fundamental policies have been 
strictly adhered to through the 
years, the association has shown 
steady growth in membership, in- 
fluence and helpfulness. 


Harmony in Organization 


While at the outset there were 
those who advocated grappling 
with various problems affecting 
the industry in a war-like man- 
ner, the older and wiser heads 
prevailed in the initial conven- 
tions and on down to the present 
time. Indeed, it can truthfully be 
said that right from the start 
dealers and manufacturers have 
worked together harmoniously to 
the benefits of all concerned. 
Manufacturers have come to 
know and appreciate dealer prob- 
lems, and ever have been helpful 
in assisting in their solution. Like- 
wise, dealers have come to know 
some of the difficulties of manu- 
facturing, and, through associa- 
tion committees working with the 
manufacturers, have helped solve 
some of their problems. Especially 
was this true during the days of 
the organization and application 
of NRA’s rules and regulations; 
also the adoption of state fair 
trades legislation, etc., etc. 

Prior to organization of the na- 
tional association dealers in some 
cities had come to be regarded, 
without reason or any justification 
of course, as three-ball men. But 
these beliefs long since have been 
dispelled, and through the good 
work of the association the 
second-hand typewriter business, 
which in reality is more of a new 
machine business today, has taken 
its place as a dignified and essen- 
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tial part of the industry as a 
whole. 

It was the idea of the founders 
of the association that manufac- 
turers be invited to show their lat- 
est equipment at the annual con- 
vention, and they have responded 
wholeheartedly every year until 
now this business show is one of 
the main features of the annual 
gatherings. 

Makers of the first convention 
program provided for the par- 
ticipation of representatives of the 
manufacturers. All manufactur- 
ers were invited, and, without a 
Single exception the invitations 
were accepted, and representatives 
attended. Presidents and vice- 
presidents, sales managers, pro- 
duction managers, heads of vari- 
ous departments, sales promotion 
managers, etc., came to that first 
annual meeting, and invitations 
have been extended and accepted 
annually with the same hearty 
response and enthusiasm as was 
the case at the initial convention 
held at the Palmer House in Chi- 
cago in August, 1926. These repre- 
sentatives of the manufacturers 
entered into the spirit of ‘the 
meetings, delivered interesting and 
helpful addresses and took part 
in the various discussions affect- 
ing the typewriter industry. In- 
deed, it frequently has been said 
that without the enthusiastic co- 


operation of the manufacturers 
and attendance by their repre- 
sentatives, the national associa- 
tion would not have attained its 
present enviable position among 
the more successful organizations 
of the country. 

The annual conventions of the 
National Typewriter & Office Ma- 
chine Dealers Association are 
much sought after by the con- 
vention bureaus of the larger 
cities not only for the influx of 
visitors to the convention city, but 
because of the prestige gained by 
the city that is voted this an- 
nual affair. In the past the asso- 
ciation has met several times in 
Chicago, also in New York, 
Toronto, Cleveland, Los Angeles, 
Philadelphia, Washington, Kansas 
City, and now in Detroit. 

It is regrettable that compara- 
tively few among the several thou- 
sand dealers of the country have 
had to carry the burden of con- 
tinuing the association and its 
work, which has been of in- 
estimable value to all dealers in 
every part of the nation. Not 
only have these loyal and far- 
sighted dealers continued to de- 
vote their time and money to the 
cause year after year, but they 
have been the real brains and 
energy behind the association and 
its successes. Many improved con- 
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ditions under which dealers oper- 
ate have been made possible by 
the national association, and any 
one of these has been worth more 
to each dealer in the United States 
than he would be called upon to 
pay in association dues in a life 
time. Yet, the majority of the 
dealers hang back and continue 
to let comparatively few do all 
the work and carry the expense 
of the association when the bene- 
fits go out to all engaged in the 
business. There are more than 
four thousand bona fide typewriter 
dealers in the United States— 
that is dealers with stores and 
investments—and if each one 
would join the national associa- 
tion and pay the small annual 
dues, just think what a strong 
organization it would be. 

In unity there is strength. The 
national association has shown 
during the past fourteen years 
that it has unity of purpose and 
action, but greater strength and 
greater benefits come through 
greater numbers. So, let us all 
hope that the membership of the 
national association will more 
than double during the present 
year, and that the forthcoming 
annual convention will be the 
most successful yet held, both in 
the matter of attendance, delib- 
erations and the social festivities. 


N.T.O. M. D. A. FIRSTS 


Organization meeting 


First annual convention 

Association insignia adopted 

Regional vice-presidents elected 

Code of Ethics adopted 

First Business Show held 

Official Bulletin published 

Fair Trade resolutions adopted 

Typing contest held at convention : 

Terms “rebuilt” and “overhauled” clarified 

Issuance of Bulletin by secretary ordered 

U. S. and Canada divided into 12 regions 

Regional vice-presidents plan abandoned . 

Name changed to National — & Adding 
Machine Dealers Association 

First Canadian convention held 

“Question Box” adopted a 

N. T. O. M. D. A. designation adopted 

First Summer meeting ay 

First annual golf game 

First woman officer appointed : 

Convention Guide and Program introduced 

First meeting to close with cash profit 

First sales talk contest held 

First 300 per cent gain in membership 

U. S. and Canada divided into 14 districts 

Manufacturers sign fair trade agreements 
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A. B. FROEHLICH 
1932 


JOHN LOSER 
1939 


CHIEF EXECUTIVES OF THE NATIONAL TYPEWRITER & 
OFFICE MACHINE DEALERS ASSOCIATION SINCE ITS INCEP- 
TION.—AII of these men gave generously of their time and 
talents to advance the cause of the association. The year under 
each name indicates the date of the convention at which the indi- 
vidual was elected to the presidency. Both Mr. Walker and Mr. 
Shilling served in 1926, Mr. Walker being elected at the organ- 
ization meeting in January, and Mr. Shilling at the first annual 
convention in August. All of the men pictured are still active in 
the industry with the exception of D. S. Reynolds and A. B. 


Froehlich, who died a few years ago. 











Fifteenth Anniversary 


N.T.O.M.D.A. CONVENTION PROGRAM 


one tid fourteen years 
successful endeavor, the Na- 
tional Typewriter & Office Machine 
Dealers Association will open its 
Fifteenth Anniversary Convention 
in the Book Cadillac hotel, De- 
troit, Monday morning, July 22. 
Because some delegates are ex- 
pected to arrive on Sunday, ar- 
rangements have been made to 
greet them heartily and make 
them comfortable while waiting 
for the first official session on 
Monday. 

At 8:30 Monday morning, while 
the earliest registrants are in- 
specting the exhibits in the busi- 
ness show, the early arrivals will 
register, meet old friends and be- 
gin making new ones. Promptly 
at 11:00 o’clock, a bugle call will 
bring the group together for the 
first formal assembly of the con- 
vention. Following a period of 
group singing, O. A. Olson, presi- 
dent of the Detroit Typewriter 
Dealers Association, will introduce 
the mayor of Detroit, the Hon. E. 
J. Jeffries, who will make an ad- 
dress of welcome. John Loser, 
president of N. T. O. M. D. A., will 
respond. 

The half hour preceding lunch- 
eon at 11:45, will be devoted to 
introduction of Floyd Ketcher- 
side, Buckland-Van Wald Com- 
pany and chairman of the pro- 
gram committee, and John Stifler, 
R. C. Allen Adding Machine 
Agency and chairman of the ex- 
hibit committee, who will outline 
the program procedures. Mr. 
Ketcherside will introduce Mrs. O. 
A. Olson, who will tell about the 
entertainment for the ladies. 

The afternoon session will start 
with the sounding of taps in 
memory of departed members. As 
temporary chairman, President 
Loser will call for the annual re- 
ports of the treasurer and the sec- 
retary, and then appoint a chair- 
man for the general session. 

Two speakers are scheduled for 
the early afternoon, one a guest 
and one a member of the indus- 
try. The remainder of the period 
will be set apart for an open forum 
upon subjects of general interest. 
Exhibits will be open for inspec- 
tion until about seven o’clock, 


Time Schedule of 
Tiree Day 
Assembly 


Detroit, Suly 22-24 
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when delegates and their ladies 
will leave for a popular night club 
for dinner, dance and entertain- 
ment. 

Tuesday 

Tuesday morning the second 
general session of the convention 
will get under way, following ex- 
hibits review and group singing. 
Featured will be W. A. Metzger, 
sales manager of the portable 
division, Royal Typewriter Com- 
pany, who will conduct a panel 
discussion on the various aspects 
of dealer merchandising in the 
office machines industry. The plan 
involves a number of speakers, 
each emphasizing a _ separate 
phase of the general subject. 

Tuesday’s luncheon will be high- 
lighted by a guest speaker discuss- 
ing an appropriate subject. 

At two o’clock, conventionists 
will be transported to the docks 
where a boat will be waiting to 
take them for a lake cruise, dinner 
dance and special entertainment. 
The schedule calls for return to 
the hotel at approximately mid- 
night. 

Wednesday 

Under the chairmanship of I. H. 
Dawson, The Dawson Company, 
Cleveland, Ohio, the Wednesday 
morning assembly will open as on 
preceding days with a bugle call 
and group singing. The speaker 
of the morning will be Gordon 
Laurence, assistant to the presi- 
dent, Allen Calculators, Inc. His 
subject will be, “Marketing Figur- 
ing Machines.” 

Present plans call for a guest 
speaker at the luncheon, followed 


by a business session, including re- 
ports by resolutions, auditing, by- 
laws and nominating committees. 
The next order of business will be 
the election of officers to serve 
the association for the coming 
year. Then the 1941 convention 
city will be selected and any un- 
finished business handled before 
final adjournment. 


Annual Banquet 


The annual banquet will be held 
in the evening at 7:30 and carry 
on with entertainment and danc- 
ing until 2:30 a. m. 


Ladies’ Program 


A program of royal entertain- 
ment awaits the ladies. Refresh- 
ments will be served to early ar- 
rivals on Sunday. A group lunch- 
eon at the hotel is listed for Mon- 
day, followed by a visit to Green- 
field Village and the Edison In- 
stitute. Tuesday calls for a visit 
to a radio broadcasting studio and 
a special luncheon. Wednesday’s 
program involves visits to the 
Shrine of the Little Flower and 
the Detroit Zoo Gardens. After a 
group luncheon, golf, baseball or 
horse races are offered. In the 
evening will be the annual ban- 
quet. 

Lobby Talk 


One of the most valuable parts 
of the convention is not listed in 
the official program. That highly 
informative and unnamed factor 
is informal conversation between 
delegates. When like-minded peo- 
ple, engaged in similar types of 
business meet at breakfast, or in 
the lobby between sessions, or 
even at the social events, com- 
ment about their individual en- 
terprises naturally ensues. One 
man, particularly proud of some 
accomplishment in the way of 
evolving and executing a mer- 
chandising idea, tells of his suc- 
cessful experience. Others listen, 
make mental notes to adapt the 
idea to their local situations, and 
then contribute something from 
their experience. The opportunity 
to exchange ideas puts a value 
upon the convention that cannot 
be computed. 
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N. T. O. M. D. A. IN RETROSPECT 
a ee _Ausectillai Cite Briefly Kadina 


HE history of the National 

Typewriter & Office Machine 
Dealers Association dates back to 
1926 when, on a January morn- 
ing, twenty men met in Kansas 
City to crystalize a number of 
scattered plans and ideas toward 
organizing typewriter dealers 
under one banner. That such 
ideas existed in widely-separated 
parts of the country is indicated 
by the fact that for some time 
prior to the meeting of the 
pioneers, dealers who had been 
members of the Corona Central 
District Dealers’ Association, had 
held gatherings in the West, the 
Northwest and the Southwest, un- 
der the call of a man who was to 
become one of the founders of the 
N.T.O.M.D.A. 


That man was J. E. Gaffaney, 
of the Office Specialty Company, 
Fargo, N. D. Realizing the value 
of codérdinated effort among deal- 
ers, Mr. Gaffaney had secured the 
cooperation of other interested 
dealers and called the meeting. 
He believed and he _ preached 
organization; he foresaw that 
efforts, no matter how enthusias- 
tic, counted for little when they 
were promulgated by small groups 
of men hundreds of miles apart, 
but, welded into a whole, could 
grow into a force both impressive 
and powerful. 


So it was that among the twenty 
who opened the Kansas City 
meeting on January 23, 1926, was 
Mr. Gaffaney. And events were 
rapid. First the following pro- 
visional officers were elected: 
President, George S. Walker, West- 
ern Typewriter Sales Company, 
Denver, Colo.; vice-president, C. E. 
Anderson, Anderson Typewriter 
Company, Pasadena, Calif.; vice- 
president, James E. Wikoff, Capitol 
Typewriter Company, Oklahoma 
City, Okla., and vice-president, 
Edward H. Quimby, Dover, N. H. 
Mr. Gaffaney was also elected a 
vice-president. The two remaining 
officers were H. E. Russell, Office 
Equipment Company, Des Moines, 
Iowa, treasurer, and J. C. Good, 
Tulsa Typewriter Company, Tulsa, 
Okla., secretary. All of these men 
were to serve pending the calling 
of the first annual convention. 

The name National Association 


of Typewriter Dealers was adopted 
and dues set at $20 annually. A 
by-laws committee was appointed 
and the N.T.O.M.D.A. came into 
being. 

1926 


W. R. Shilling, Fort Pitt Type- 
writer Company, Pittsburgh, presi- 
dent. 

Deane S. Reynolds, Office Appli- 
ance Company, Boston, eastern 
vice-president. 

L. H. Wittgraf, Typewriter Clear- 
ing Association, Minneapolis, cen- 
tral vice-president. 

Frank L. Patty, Austin, Tex., 
southern vice-president. 

C. Elmer Anderson, Anderson 
Typewriter Company, Pasadena, 
Calif., western vice-president. 

Harry E. Russell, Office Equip- 
ment Company, Des Moines, treas- 
urer. 

P. E. Kinnisten, Illinois Type- 
writer Company, Chicago, secre- 
tary. 

The first annual convention was 
held in the Palmer House, Chi- 
cago, on August 26, 27 and 28. 
Fifty dealers, representing twenty- 
four states, were registered, a 
modest beginning as meetings are 
considered today, but making up 
in enthusiasm what it lacked 
numerically. The spirit of the 
delegates and their progressive 
ideas are well exemplified by the 
youthful organization’s first res- 
olution which took the form of a 
request to manufacturers to set 
aside and expend large sums for 
the purpose of advertising type- 
writers. 

1927 


Deane S. Reynolds, Office Appli- 
ance Company, Boston, president. 

A. S. Bundy, Bundy Typewriter 
Company, Philadelphia, eastern 
vice-president. 

W. C. Holbrook, Holbrook & 
Gibson, Chicago, central vice- 
president. 

W. A. A. Johnson, Knoxville, 
Tenn., southern vice-president. 

C. E. Gleason, American Type- 
writer Exchange, Los Angeles, 
western vice-president. 

Milton Wiener, Diamond Type- 
writer Company, Pittsburgh, treas- 
urer. 

P. E. Kinnisten, Illinois Type- 


writer Company, Chicago, sec- 
retary. 

The second annual convention, 
held August 22, 23 and 24, in the 
William Penn hotel, Pittsburgh, 
Penna., was the first meeting to 
include a business show. Seventy- 
five registered delegates attended 
the three-day conclave and in ad- 
dition to listening to a number of 
prominent speakers were well en- 
tertained. During the convention 
the entire crowd journeyed to 
Rogers Field where they witnessed 
an aerial stunt of the Royal Type- 
writer Company’s “Flying Delivery 
Car,” in which the big plane 
dropped three Royal typewriters 
by means of a parachute without 
the slightest damage and then 
landed to greet the conventionites. 


1928 


H. F. Sanderson, Arkansas Type- 
writer & Equipment Company, El 
Dorado, Ark., president. 

H. E. Russell, Office Equipment 
Company, Des Moines, central 
vice-president. 

W. J. Peacock, Standard Type- 
writer Company, Pittsburgh, east- 
ern vice-president. 

G. S. Cambias, Cambias Type- 
writer Exchange, New Orleans, 
southern vice-president. 

Charles Heffion, American Type- 
writer Company, Los Angeles, 
western vice-president. 

Milton Wiener, Diamond Type- 
writer Company, Pittsburgh, 
treasurer. 

P. FE. Kinnisten, La Salle Exten- 
sion University, Chicago, secre- 
tary. 

The Hollenden hotel, Cleveland, 
was the scene of the third annual 
convention on August 20, 21 and 
22. Indicative of the organization’s 
continual and steady growth was 
the registration which totaled 
ninety-three. A committee on ar- 
rangements, impressed by the 
splendid programs of previous 
meetings provided a capital busi- 
ness show and added to that, a 
typing contest which drew a tre- 
mendous throng. At the business 
sessions attention of the delegates 
turned to the significant factor of 
fair trade and a number of pro- 
gressive resolutions were adopted 
toward that end, together with the 
use of the term “rebuilt.” 
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1929 


James P. Ward, Sr., Shipman- 
Ward Manufacturing Company, 
Chicago, president. 

Harry E. Russell, Office Equip- 
ment Company, Des Moines, cen- 
tral vice-president. 

A. S. Bundy, Bundy Typewriter 
Company, Philadelphia, eastern 
vice-president. 

G. S. Cambias, Cambias Type- 
writer Exchange, New Orleans, 
southern vice-president. 

R. E. Huffman, Huffman Type- 
writer Company, Aberdeen, S. D., 
western vice-president. 

P. E. Kinnesten, LaSalle Ex- 
tension University, Chicago, sec- 
retary-treasurer. 

The registration at the fourth 
annual convention took a flying 
leap with a recorded total of 231 
at the Congress hotel, Chicago, 
August 19, 20 and 21. Held during 
a crucial time in the history of 
American business, the convention 
resulted in the adoption of a num- 
ber of pertinent resolutions de- 
signed to safeguard dealer busi- 
ness during what were to prove to 
be hard years of depression. 


1930 


The entire slate of the previous 
year was re-elected to serve for 
the year 1931. 

The fifth annual convention was 
held in the Book-Cadillac hotel, 
Detroit, on August 18, 19 and 20, 
with a registration of 210 dele- 
gates. Several entrenchment pro- 
grams were outlined by speakers 
for the guidance of dealers. 


1931 


Lamont H. Wood, Midwest Type- 
writer Exchange, Kansas City, 
president. 

E. N. Wynn, Wynn Typewriter 
& Supply Company, Atlantic City, 
vice-president. 

J. A. LaHiff, New York City, sec- 
retary-treasurer. 

The sixth convention. held at 
the Hotel New Yorker. New York 
City, August 15, 16 and 17, saw 
drastic changes in the associa- 
tion’s procedures. The election of 
regional vice-presidents was or- 
dered abolished and as a result 
President-Elect Wood found him- 
self with only one aide. A second 
matter of foremost importance 
was a decision, voted on and 
passed unanimously, to change the 
name of the organization. The 
new designation—‘“National Type- 
writer & Adding Machine Dealers 
Association’”—was decided upon. 


Despite the fact that the depth of 
the depression was rapidly ap- 
proaching, the convention saw the 
largest registration recorded up to 
that time, reaching a total of 350. 


1932 


A. B. Froelich, Reliable Type- 
writer & Adding Machine Corpo- 
ration, president. 

W. T. Corney, Thomas & Cor- 
ney, Toronto, Canada, vice-presi- 
dent. 

J. A. LaHiff, New York City, sec- 
retary. 

A. H. Kellstedt, Peoria Type- 
writer Company, Peoria, IIl., treas- 
urer. 

The seventh annual convention 
marked the first meeting of the 
association to be held outside the 
boundaries of the United States, 
and took place at Toronto, Cana- 
da, in the Royal York hotel, on 
August 15, 16 and 17. The attend- 
ance, expected to be below that of 
the previous year because of busi- 
ness conditions, was swelled con- 
siderably by the number of Cana- 
dian delegates and reached a fig- 
ure almost equaling that of 1931. 


1933 
William Clausing, International 
Typewriter Exchange, Chicago, 
president. 


Theodore Schafer, United Type- 
writer Company, New York City, 
vice-president. 

H. T. Shilling, Fort Pitt Type- 
writer Company, Pittsburgh, 
treasurer. 

James P. Ward, Jr., Shipman- 
Ward Manufacturing Company, 
Chicago, secretary. 

The eighth convention was held 
in the Congress hotel, Chicago, on 
August 14, 15 and 16, and proved 
to be another important step in 
the career of the organization. 
There had developed during the 
previous year a certain amount of 
dissatisfaction with the associa- 
tion designation adopted at the 
1931 convention, many members 
believing that it was not suffi- 
ciently inclusive. It developed, 
therefore, that a new name was 
suggested and after some discus- 
sion, adopted. Thus for the first 
time the title, National Typewriter 
& Office Machine Dealers Associa- 
tion came into being. There was 
recorded a registration of 194. 


1934 


C. Elmer Anderson, Anderson 
Typewriter Company, Pasadena, 
Calif., president. 

William Clausing, International 





OFFICE APPLIANCES 


Typewriter Exchange, Chicago, 
vice-president. 

Casper O. Scott, Ventura Type- 
writer Shop, Ventura, Calif., sec- 
retary. 

George Hammond, George Ham- 
mond Typewriter Company, Sac- 
ramento, Calif., treasurer. 

An all-wise committee and slate 
of officers, prompted by the fact 
that the ninth annual meeting 
was to be held in Los Angeles, 
Calif., for the first time in the his- 
tory of the organization, changed 
the meeting date from the usual 
August time, setting June 25, 26 
and 27 as the dates, and the Bilt- 
more hotel as the place for the 
convention. Although the usual op- 
timism prevailed and committee- 
men worked day and night, the 
attendance was comparatively 
small, only seventy-six being reg- 
istered. 

1935 


Theodore Schafer, United Type- 
writer Company, New York City, 
president. 

C. Elmer Anderson, Anderson 
Typewriter Company, Pasadena, 
Calif., vice-president. 


Elmer Young, Young Office 
Equipment Company, Chicago, 
treasurer. 


Anton P. Pohl, Jr., Business Ma- 
chine Service Company, New York 
City, secretary. 

The tenth annual convention 
was held in the Mayflower ho- 
tel, Washington, D. C., on August 
28, 29 and 30, with a registration 
of eighty-five delegates. Al- 
though the registration was be- 
low the 100 mark, reading of of- 
ficers’ reports revealed the fact 
that the association member- 
ship was steadily growing and 
the organization was in a stable 
financial condition. 


1936 
Lamont Wood, Midwest Type- 
writer Exchange, Kansas City, 
president. 


Ernest E. Thornton, California 
Typewriter Exchange, Los Ange- 
les, vice-president. 

Mrs. Jessie I. Taylor, Globe 
Typewriter Company, New York 
City, treasurer. 

Paul McWilliams, Midwest Type- 
writer Exchange, Kansas City, 
secretary. 

The Muehlebach hotel, Kansas 
City, was the scene of the eleventh 
annual convention which was def- 
initely to bring about an upswing 
in attendance, seen by Many as 
an indication of a return to 
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business normalcy. The meeting 
was held on June 15, 16 and 17 
and brought a registration of 100 
delegates. 


1937 
Lamont Wood, Midwest Type- 


writer Exchange, Kansas City, 
president. 
L. C. Neuberger, Broadway 


Typewriter Exchange, New York 
City, vice-president. 

Mrs. Jessie I. Taylor, Globe 
Typewriter Company, New York 
City, treasurer. 

Paul McWilliams, Midwest Type- 
writer Exchange, Kansas City, sec- 
retary. 

The twelfth annual convention 
was held in the Netherlands 
Plaza hotel, Cincinnati, on Aug- 
ust 2, 3 and 4, with a total reg- 
istration of 136 delegates, an in- 
crease of thirty-six over the pre- 


vious year. 
1938 


Lamont Wood, Midwest Type- 
writer Exchange, Kansas City, 


president. 
John Loser, Noiseless Writing 
Machine Company, New York 


City, vice-president. 

Mrs. Jessie I. Taylor, Globe 
Typewriter Company, New York 
City, treasurer. 

Paul McWilliams, 
Typewriter Exchange, 
City, secretary. 

The Hotel New Yorker, New 
York City, was the scene of the 
association’s thirteenth annual 
convention on July 25, 26 and 
27. It proved to be a record three- 
day session with 213 delegates in 
attendance at the business meet- 
ings. Action was taken to divide 
the United States and Canada 
in fourteen regional districts and 


Midwest 
Kansas 
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interest in the meeting was stim- 
ulated by a report of the officers 
indicating several manufacturers 
had signed fair trade agree- 
ments. 

1939 


John Loser, Noiseless Writing 
Machine Company, New York 
City, president. 

Irwin Vincent, Western Type- 
writer Company, Topeka, Kans., 
vice-president. 

Mrs. Jessie I. Taylor, Globe 
Typewriter Company, New York 
City, treasurer. 

A. H. Wittekind, New York City, 
N. Y., secretary. 

The fourteenth annual meet- 
ing, held in the Hotel Cleveland, 
Cleveland, Ohio, drew an attend- 
ance of 141 delegates and set a 
new record for the annual busi- 
ness show by announcing thirty- 
eight manufacturers. 


7| be CO V1) Dd. A. Objectives dioud Vili fo Industry 


ITH the elevating stand- 
ards of practice, the devel- 
opment of expert service for ma- 
chines, and the _ broadening 
range of utilities for which he is 
a source of supply, the business 
of the typewriter and office ma- 
chine dealer is one of increasing 
recognition and prestige in the 
American business community. 
Collectively, the typewriter and 
office machine dealers comprise 
an important division of distri- 
bution in the office equipment in- 
dustry. And by virtue of the spe- 
cialized utilities and services up- 
on which their activities concen- 
trate, these dealers form a dis- 
tinctive entity apart from the 
commercial stationers. Although 
there is some overlapping of lines, 
the percentage of such volume is 
comparatively small. Generally 
speaking, each is a distinctive 
group, serving a separate division 
of the field. Logically, then, each 
group has its problems peculiar 
to the conditions in its main 
sphere of operations. For this rea- 
son there is need for each to have 
its own association to promote 
the progress of its division of the 
field. 


The achievements of the Na- 
tional Typewriter and Office Ma- 
chine Dealers Association have 
amply justified the faith of those 
who participated in and support- 
ed its organization, as well as 


those who have carried on 
through the years. Its _ fine 
advancement has been especially 
gratifying to this journal, which 
has always advocated the separ- 
ate association principle, strong- 
ly supporting both the National 
Typewriter and Office Machine 
Dealers Association and the Na- 
tional Stationers Association. 
Many readers will recall the full 
page editorial in behalf of the 
N.T.O.M.D.A. which appeared in 
the April 1936 issue of OFFICE 
APPLIANCES. 

The following paragraph is from 
this journal’s editorial: 

“In the long view, the National 
Typewriter and Office Machine 
Dealers Association, representing 
a distinctive unit of distribution in 
the office equipment field, has 
made genuine and enduring ad- 
vances, comparable to the accom- 
plishments of many another asso- 
ciation with longer history in 
other fields of endeavor. Intima- 
tion that typewriter and office 
machine dealers might fare better 
by attaching themselves to some 
other division of distribution is 
uncomplimentary to those en- 
gaged in this important division 
of the industry. Every other di- 
vision is quite perplexed with its 
own problems. Which is the out- 
standing reason for all such or- 
ganizations.” 


The membership of this asso- 


ciation includes enterprising office 
machine dealers in all parts of the 
United States, in Canada and Cu- 
ba. Any dealer who is sincerely 
interested in associating himself 
with this constructive group which 
concerns itself with the problems 
common to the trade, and the in- 
terchange of ideas, is eligible to 
membership. 

The objects of the N.T.O.M.D.A., 
as stated in its literature, are: 
“To develop a better understand- 
ing of the true nature and value 
of the office machine dealer in in- 
dustry; to study and improve 
technical methods and to estab- 
lish sound general principles. To 
supply to its members information 
on the most up-to-date methods 
and to assist them in solving their 
individual problems. It is essen- 
tially a codperative movement for 
the advancement of the office ma- 
chine dealer and for the mutual 
self-betterment of its members.” 


The association’s annual con- 
ventions are noteworthy for their 
splendid programs, combining ad- 
dresses on practical subjects by 
executives of high ability, forum 
discussions, and _ entertainment. 
Other activities and services in- 
clude sponsorship of local associa- 
tions, the maintenance of re- 
search and mechanics employ- 
ment services, and an interesting 
monthly publication for its mem- 
bers. 











V1. Smith About 


THE STATIONERS ASSOCIATION 


cally and handed it back to each 


T WAS at the State Stationers 
convention. <A _ nice - looking 
gray haired man walked up to me 
and inquired, “Aren’t you con- 
nected with the Oklahoma City 
Stationers Association?” 

“Yes,” I answered, “I am.” 

“Are you active?” he pursued. 

“Fairly so,” I replied, “Why do 
you ask?” 

“Because,” he said, “I should 
like to talk to someone who is ac- 
tive in a _ stationers’ association 
just to find out what they ever get 
done.” 

He smiled, “You see, I’m Jim 
Smith of Little City, and naturally 
I’m about the only stationer in 
that town, so there isn’t any point 
in my belonging to a stationers’ 
association, that I can see. Of 
course, I might belong to the state 
association, but I’ve often won- 
dered just what the Oklahoma 
City association found to do. Do 
you really DO anything or do you 
just meet once or twice a month, 
shoot a bunch of hot air, and then 
go about your usual rat-killing 
and price-cutting?” 

“Well, that’s being rather blunt 
about it, Jim, but suppose we sit 
down here before the meeting 
opens and I'll try to give you a 
brief outline of what we ARE do- 
ing and what we HOPE to get done 
this year. Maybe there’ll be some 
things that you'll like and maybe 
there won’t be.” 


Weekly Meetings 


“In the first place, we have a 
meeting every week, instead of 
twice a month or once a month, as 
we have found by actual experi- 
ence that it takes about that often 
to keep the members associated 
together. It starts at ‘high noon’ 
and, of course, the member who is 
late is always discussed very thor- 
oughly before he arrives. Any 
choice bits of gossip are dealt out, 
so it is always wise to be there 
early, both to prevent being dis- 
cussed and also to discuss the ab- 
sentees before their arrival. (I’m 
just being very practical in telling 
you this.) 

“We have dues of $1.00 per 
month, and these are always col- 
lected the first Monday in each 
month. If a member is absent 


By DON L. BRANHAM 


President, 
Branham’s, Inc., 


Oklahoma City, Okla. 
S 


that Monday, the first order of 
business every meeting thereafter 
is to collect HIS dues. We have 
a record on dues collection of al- 
most 100 per cent. You see, we set 
them low, figuring that almost 
every one of them will always have 
at least one dollar on him when- 
ever collection is demanded. How- 
ever, Jim, we have not found this 
last to be entirely true. We have 
found several members short even 
this dollar and have had-to take 
their temporary note or I. O. U. 
But, as I mentioned before, they 
invariably come through. These 
dues are used for stamps, letter- 
heads, envelopes, etc., and small 
bills that the association runs up. 
We generally have a substantial 
balance in the treasury. 

“One of the things we have done 
is to compile a list of ‘dead beats,’ 
those who owe Several of us and 
won’t or can’t pay their bills. Some 
of these, we found, were men who 
had worked just about all of us. 
When one shut him off, he went 
over to another, began to do busi- 
ness with him, and when the bill 
became too high, he went to an- 
other ‘angel.’ We all have turned 
in an unsigned list of these men 
and the secretary has made up a 
‘master list’ arranged alphabeti- 
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member. Whenever someone 
wishes to open an account at OUR 
store we check this list, first, and 
if he is on it, we explain diplo- 
matically to him that we desire 
his business very much, but we 
must ask him to pay cash as we 
cannot open an account. Under 
no circumstance do we tell him 
where we got the information. The 
method seems to be working. 


Association Newspaper 


“Then again, we have a little 
newspaper called ‘Stationer’s 
News’ published ‘more or less 
weekly,’ as its masthead declares. 
It is full of news about the local 
industry, and a number of wise 
cracks generally about members 
who might not have attended the 
last meeting or so. It has some 
genuine wit and humor in it, (be- 
cause I am its editor), and I know 
that the wit and humor is good 
because it is all copied from other 
publications. 

“Another thing we’re doing, is 
one you might be interested in co- 
operating with, yourself, Jim. We 
all realize that we have items on 
our shelves that obsolescence is 
creeping up on daily. For instance, 
I have a customer who has been 
buying a certain brand of pencil 
from me. He’s about the only cus- 
tomer I have who uses that brand, 
but I have been keeping about ten 
gross ahead of him to accommo- 
date him. Well, maybe, his 
brother-in-law goes to work for a 
competitor. (In this business, as 
you know, someone’s brother-in- 
law is always going to work for 
someone else. I suppose they have 
to work somewhere, though.) At 
any rate, he is working for the 
competitor, so this customer tells 
us that he must give the brother- 
in-law the business from now on 
and we're sitting there with our 
ten gross and our mind in Ar- 
kansas. 

“Again, one of the high-powered 
factory representatives comes in 
and works the men all up over 
some gadget he has. They come 
in and threaten to quit unless we 
immediately buy ‘umpteen’ gross. 
We tremble and immediately buy 

(Turn to page 130, please) 
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Pomerantz Paper Cup Display Which Inspired Substantial Purchases 


Showmanship anal Salesmanship 


COMBINED TO SELL DRINKING CUPS 
Win ow Display, Sales Plein; and pw Mail Get Results 


HE unusual success of our re- 

cent three-point promotion on 
an item seldom merchandised in 
the stationery field, suggests the 
operation of similar “attacks” on 
other profit opportunities some- 
times neglected. 

Looking back on the activity, 
perhaps the single thing that 
stands out most is the fact that 
though we started in a small way 
to feature drinking cups as simply 
a seasonal promotion, the plan 
grew until it embraced a dramatic 
window display, a prize campaign 
for our sales staff, and direct mail 
support to obtain leads. 

As a part of a merchandising 
program available to their dealers, 
the manufacturers of Spiral and 
Trojan drinking cups offered us 
the elaborate salesmen’s prize 
campaign. The plan was, of course, 
designed to obtain special sales 
efforts on the items they manu- 
facture by offering extra incen- 
tives to the salesmen in the form 
of merchandise prizes. It differed 


By RICHARD POMERANTZ 


A. Pomerantz & Company 
Philadelphia, Penna. 


¥ 


from the usual run of similar 
plans in that it was not confined 
to just new accounts; also in that 
it was set up so that everyone 
had an opportunity to obtain 
prizes in proportion to each indi- 
vidual’s sales and without com- 
peting against each other or a 
sales quota. 

Large, plastic bound, board 
cover prize books, illustrating hun- 
dreds of prizes from inexpensive 
cameras to electric washing ma- 
chines, were sent to salesmen. 

The prize campaign, launched 
in the early spring, was the first 
step in what later developed into 
our “three-point drive.” From the 
onset of the campaign, the sales 
force was “drinking cup con- 


scious,” and it was not long before 
this awareness began to be felt 
in increased sales. 

Taking our cue from the prize 
campaign, envelope stuffers on 
drinking cups were inserted with 
the following month’s invoices. 
Leads from the mailing were 
turned over to salesmen for fol- 
low-up. At this juncture, four- 
page novel direct mail folders, 
intended to sell the convenience 
of ordering drinking cups from 
us and featuring our phone num- 
ber on the outside cover, were 
mailed to prospective buyers. En- 
couraging results from this mail- 
ing took us logically into our next 
step—the window display. 


Showmanship in the Window 


For a number of years we have 
tried wherever possible to insert 
an element of showmanship in our 
window displays. Store traffic 
building stunts and displays de- 
signed to bring prospects into our 
downtown Philadelphia store have 








26 


played an important part in the 
development of new _ accounts. 
Such displays as the simply con- 
ceived but eyecatching drinking 
cup window shown here is an ex- 
ample. 

The use of “giant” displays in 
many lines of business has long 
been recognized as one of the 
most dramatic of attention-get- 
ting stunts. Giant typewriters, 
automobiles, shoes, hats, and re- 
frigerators are now almost stand- 
ard displays at fairs, product 
conventions and business shows. 
Invariably they work, for aside 
from the fact that their size at- 
tracts attention, nearly everyone 
finds a fascination in the oddity 
—or should we say absurdity of 
size exaggeration. 

Giant paper drinking cups were 
easy to construct from ordinary 
white wrapping paper with the aid 
of paste and shears. Since we had 
decided to allot an entire section 
of our window to the display, by 
the simple expedient of scattering 
several thousand drinking cups we 
completely filled the window. In- 
Stalling a few cup dispensers and 


hand-lettered cards to tell our 
story was the next step. Lastly, a 
natural color, oversized photo- 
graphic blow-up of a girl holding 
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a drinking cup was hung in the 
background. In this mounted blow- 
up, furnished by the Paper Con- 
tainer Manufacturing Company, 
we had another eyecatcher, which 
also added color to the display. 
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In planning our displays, we en- 
deavor to time them so as to ob- 
tain the additional advantage of 
a reminder service to our custom- 
ers. Directly traceable to the re- 
minder value of the window were 
several sales to customers who were 
prompted by the window to check 
their cup supplies prior to the hot 
weather. After the checking of 
stocks, orders were placed for fu- 
ture delivery. 

More and more it is becoming 
evident that the key to any suc- 
cessful merchandising program 
rests not on any single avenue of 
attack, but on the consolidation 
of several merchandising plans 
working together to reach sales 
objectives. 

Our experience with this drink- 
ing cup campaign leads us to won- 
der if we haven’t sometimes in the 
past fallen short of our goals on 
special promotions because we 
haven’t taken sufficient cognizance 
of this fact. Doesn’t it follow that 
maximum sales results on special 
promotions are only possible if 
maximum sales efforts are em- 
ployed? 








REGAN COMPANY IN NEW AND 
HANDSOME QUARTERS.—Thirty-ninth 
street and Madison avenue, New York 
City, is the site of the new home of the 
Regan Office Furniture Corporation, 
where the staff has incorporated many 
of the modern methods of display and 
has added a few of its own. The main 
display and sales room (upper) houses 
one of the largest wood office furniture 
displays in the city and is arranged to 
exemplify the main office of a large bus- 
iness house. Aisles are wide and floors 
are carpeted. In the rear several excep- 
tionally well done private offices have 
been installed for customer inspection. 
These (lower) are so arranged that a 
prospective buyer may visualize his own 
office after it has been designed and 
outfitted by Regan. The office shown 
here is typical of the entire set. Window 
display is interesting and is so arranged 
that each window is devoted to a sepa- 
rate and distinct grouping. Venetian 
blinds furnish a background for the win- 
dows making them easily accessible. The 
basement houses commercial grades of 
furniture and steel filing equipment to- 
gether with an up-to-date repair and re- 
conditioning shop. The company was 
formed in 1922 by two men no longer 
connected with the firm, the present 
officers being S$. Nemlich, president; 
B. H. Nemlich, vice-president, and P. H. 
Mulane, secretary. 
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INHERENT IN PRESENT PROCEDURES 
Reviving Neglected Fuilovs Will Slimatall Easiness 


HE remark that present times 

need a new Sales technique 
have appeared so often of late, 
that looking back over an expe- 
rience of years, national and lo- 
calized, covering pretty much 
everything in office equipment, 
the writer is convinced that the 
new technique is nothing more 
than picking up and doing things 
that have been overlooked, neg- 
lected, and doing them with 
doubled effectiveness. 

The customer has a need—noth- 
ing different about that. 

The dealer has the equipment— 
nothing new in that. 

The order follows if the cus- 
tomer is correctly handled and in- 
formed. Nothing new here. It’s 
the steps taken that make the 
difference. A few admonitions 
may serve as a check-up: 

The customer is receptive to 
equipment and services which will 
improve procedure and _e save 
money. What are they? 

1. Know what the customer is 
or is not using now, and then out- 
line the proposal. 

2. Make proper official contacts 
first, unless purchase procedure is 
established. The broader the sales- 
man’s experience the less he need 
say, and that less will be more ef- 
fective. Directness saves the time 
of the buyer, and the salesman’s, 
too. 

Analyze sales coverage into 
workable territories. Don’t send 
out sales people with catalogues 
and price lists to work anywhere, 
anyhow. Both salesman and pro- 
prietor lose. Definite territories 
make definite work. The sales 
person should know enough to 
avoid house accounts, reserved ac- 
counts, and accounts that buy 
through home offices. 

An organized customer and 
prospect list arranged on a terri- 
tory basis is the solution of close 
territory coverage. If it has been 
kept over a period of years with 
customer histories by succeeding 
sales people, a new sales person 
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may start working effectively the 
first day. He knows what concerns 
to contact, who to ask for, what 
equipment or systems are in use, 
what is obsolete and due for re- 
placement, what new ideas have 
been up for consideration. These 
things he must know to work ef- 
fectively, whether he is new or old 
on the staff. 


Classification in the Sales Staff 


Does the dealer really classify 
sales people by their abilities—real 
analysis—so they may work to the 
best advantage? Some salesmen 
can work on a specialty basis 
only; others, who are all around 
people, cover everything in a terri- 
tory. Then there is the “one call’ 
sales person, who is fast on sales 
but who has to have detail work 
done for him. He should be con- 
fined to “one call” items. And it is 
quite as bad to put an all around 
person capable of broad system 
sales out on door-to-door can- 
vassing. 

Office furniture is one of the 
most important of dealer activi- 
ties. A piece-meal salesman can- 
not put, or help put, a department 
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on a proper basis. He is quite a bit 
responsible for the hodge-podge 
appearance of so many offices. 
This man should be equipped to 
sell constructively — make floor 
plans and elevations, and, for fine 
offices, water color perspectives, or 
the interior decorators will appear. 
It is in the doing of this type of 
work that price arguments disap- 
pear. Steel counters and shelving 
do have to be worked up, but how 
satisfactory they are in terms of 
results. 

Not by any means is the field of 
filing cabinet systems even fairly 
covered. The old vertical card has 
many a long mile of service ahead 

-its expansion will evolve in the 
indexing. Then there is the point 
of emergence into visible records, 
either card or loose leaf. These re- 
quire ability to analyze, then draw 
the forms clearly, the same as in 
loose leaf accounting applications. 
The work ahead is to find more 
vulnerable points in the custom- 
er’s procedure and introduce the 
new ideas. The dealer does not 
merely get down at nine and go 
home at five, but is constantly 
turning over in his mind varied 
applications and where they will 
fit. It’s the kind of development 
work a salesman can carry around 
“under his hat.” All of this is 
slower work, but the results are 
much larger sales. It ends in be- 
ing called in as a business con- 
sultant, which is so much better 
than as a salesman only. All study 
of business literature is helpful. 
The amount of this material com- 
ing from publishers is so great 
that one has to be choosey to get 
through it. The pages of OFFICE 
APPLIANCES are a working labora- 
tory of the best that is being done 
in systems and equipment. 


Advertising Supplements Personal 
Selling 


Auxiliary to store and outside 
selling is advertising. Very few 
dealers are doing themselves jus- 
tice in that field. For the mer- 





28 


chandiser, newspaper advertising 
within his means will be contrib- 
uting. It will bring in store cus- 
tomers. It will reinforce the ef- 
forts of outside sales people, but 
it must be kept up the year round. 

A campaign on “obsolescence” 
is greatly needed. 

If the store also handles ma- 
chine and system “specialties,” or 
if it is an individual business, 
newspaper advertising should be 
used to an extent within means, 
but here the main dependence 
will be on direct mail letters and 
accompanying literature. They 
work while the dealer sleeps or is 
busy on hot prospects. The pros- 
pect and customer recordings of 


the sales person should be made 
an office system to assure follow- 
ups. About three letters to a pros- 
pect, if not called before, will pave 
the way for an intelligent visit 
with a prospect. The results will 
indicate how many, some com- 
munications going out every day. 
Do not use processed letters. Ste- 
nographers can type them in 
spare time, under daily accurate 
control. 

These letters, as such, do not 
sell the product to the extent of 
eliciting signed orders. They do 
prepare the way for calls. They 
save much valuable time, for 
other purposes, such as working 
on closable prospects, or getting 
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other prospects over the last ditch 
to the order. And all this time, 
Uncle Sam has been doing the 
foot work, at negligible expense. 
Inquiries the writer has received 
from all over the country indicate 
that this valuable accessory to 
sales work is far from being ap- 
preciated in building up future 
sales. 

So it is by refinement of method 
and doubling effort that we shall 
make a better job of getting 
through the somewhat narrow 
“business alley” in which we are 
temporarily confined. 

Possibly, the new idea is using 
better judgment about what one 
does. 


Salesmanship Tabloids 


In Which James P. Ward Sr., of Reliable Typewriter & Adding Machine Corpo- 
ration, Chicago, Reminds in Few Words of Some Things Salesmen Should Not 


Forget But Occasionally Do. 


The fifth of a series of twelve articles being on 


HAND OUT MORE BUSINESS CARDS 


OHN MAHER, a Chicago add- 
ing machine dealer, received a 

telephone call from a prospect and 
booked an order. After which he 
asked the customer, located in a 
different section of the city, how he 
happened to telephone him. The 
customer told him he was in his 
neighborhood drug store and men- 
tioned that he was in the market for an add- 
ing machine when the druggist suggested he 
telephone Mr. Maher. Mr. Maher called 
upon the druggist to thank him for his recom- 
mendation. He asked what led him to sug- 
gest his name. The druggist pointed to Mr. 
Maher’s business card face up under the 
glass top of the counter. Mr. Maher then 
remembered stopping in the store almost two 
years before to buy cigars when he solicited 
business and gave the druggist his card. 

The writer once took a 200-mile pleasure 
trip with Bill Corney, a Toronto typewriter 
dealer. At each stop for gas and at lunch 
counter and hotel Bill handed out his card 
and solicited business. He said it was sur- 
prising how many of these cards opened the 
way for business. When a salesman also hap- 
pens to be a customer, there is certainty of the 
prospect’s greater interest. 

Hand out your cards at every opportunity. 
Let your neighbors and lodge friends know 
your business. When a friend introduces you 
to a stranger, hand him your card. He may 
be a prospect later. 

Get those with whom you come in contact 
to have your name in mind when they think 





of the product you are selling. Every 
card you hand them makes another 
impression on their memory. 

Salesmen are too stingy with their 
cards. They are sure the prospect 
remembers their name when they call 
a second or third time, whereas the 
customer may remember the face 
only. The average man has a poor 
memory for names. Hand the customer a 
card every time you call. Else he may be 
trying to recall your name during your sales 
talk, thus taking his mind off what you are 
saying. Many salesmen embarrass a prospect 
by calling on them with that quizzical “you 
ought to remember me” expression. He can- 
not listen attentively to your sales talk while 
guessing who you are. Some customers even 
forget your name during your visit. A card 
in their hand recalls it. 

If your prospect is interested or thinks he 
may be in the market later, the chances are 
he will retain your card so that he can get 
in touch with you when he is ready to make 
a purchase. 

Some men form impression of a salesman 
and his house by the quality of the card. Use 
an engraved or raised letter card, as many 
persons have the custom of running their 
fingers over a card to tell whether or not it is 
engraved. 

Do not carry your cards in your pocket 
book where they cannot be gotten out quickly, 
and where they become bent and soiled. Cards 
should be carried in a case where they will be 
clean and handy for immediate use. 
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RACKETS MET END IN NEW YORK 


T WAS shortly after the finan- 

cial headache of 1929—say, 
about 1930—that the office equip- 
ment industries stirred, tottered to 
their feet, shook the dust and 
debris off and set about climbing 
back up the road toward prosper- 
ity. At this time, a number of the 
typewriter companies broke loose 
with advertisements and sales at- 
tractions all over the country, pre- 
senting the theme of how easy it 
was to own and use a fine type- 
writer for the small sum of ten 
cents per day, or three dollars per 
month. 

Competition was so keen, and 
business was so desperately 
wanted, that staid and reliable 
companies went to startling 
lengths to sell established quotas 
and keep the wheels of industry 
turning. By 1935 you could not 
pick up a magazine or a Sunday 
paper without practically having a 
typewriter salesman knocking at 
your front door. 

All of which was very fine and 
perfectly legitimate. But it brought 
a train of woe in its wake. Like 
toadstools springing up after a 
fresh rain, the racketeers moved 
in and proceeded to make a Ro- 
man holiday of the business. How, 
do you ask? 


Rise of the Racketeers 


Almost anyone familiar with the 
credit requirements of New York 
City could rent or buy a splendid 
machine for a down payment of 
three dollars, and three dollars per 
month—when, and if, they could 
be caught. Because of the under- 
standable anxiety of the various 
companies to sell their products, 
they fell easy prey to the unscru- 
pulous sharpsters. While the ma- 
jority of individuals are inherently 
honest, the small per cent of 
crooks who “took in” the type- 
writer companies made conditions 
painful for credit managers and 
small independent dealers. 

The method used was simplicity 
itself. Three dollars down for a 
new noiseless machine, and then 
a trip around the block to the 
nearest pawnshop, where the ma- 
chine could be hocked for from 
fifteen to twenty-five dollars and 
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no questions asked. Easy money? 
Very easy, and the crooks moved 
right into town. 

Conditions became so bad— 
good, according to the racketeers— 
that many variations, and in in- 
creasing volume, were worked on 
this initial racket. Individuals 
learned how easy it was to get 
money in a pinch. Groups of three 
would establish residence in three 
separate lodging houses and give 
each other cross references as they 
procured machines from three dif- 
ferent companies. Then they would 
shift one notch—like Alice at the 
tea party of the Mad Hatter and 
the March Hare—and repeat the 
process until each man had pro- 
cured and pawned three machines 
each. And then they would start 
working the small retail dealers. 


Varied Methods Used 


There were other methods. A 
group opened a suite of offices in 
a good business building and had 
machines of all types sent on ap- 
proval from different companies. 
With a “no-balance” bank account 
and a good front, they had little 
difficulty in rooking the office sup- 
ply companies. They got in many 
machines, but these big-time op- 
erators did not pawn their ma- 
chines. They worked on a large 
scale through fences. The ma- 
chines would disappear, the com- 


pany would fold up overnight, and 
the typewriters would be scattered 
all over the country. And the gang 
would reopen a suite of offices un- 
der another name in a different 
town. 

Even a gentleman of color from 
Harlem found the racket so easy 
that he got into the business. His 
method was to call a typewriter 
office and state that Professor 
Blank of Columbia University, or 
Dr. Dash of such and such a hos- 
pital, wanted a new typewriter de- 
livered at his home. Then this 
astute Harlemite would go to the 
house of the well known addressee 
and hang around to await the ar- 
rival of the delivery boy or truck- 
man. 

Posing as a doorman, he would 
relieve the delivery man of the 
machine, saying that the profes- 
sor or the doctor had just left but 
had left a check with him for the 
machine. Giving a bogus check, 
he took the machine ostensibly 
into the apartment house. And 
when the innocent truck driver 
went on his way, the colored 
genius would remove his door- 
man’s cap and blithely walk off 
with a new typewriter for the 
pawn-shop. 

The methods and schemes were 
legion. And the sad part of it all 
was that most of them worked, at 
least for a long time. Things 
reached their peak about 1938. By 
this time all the major typewriter 
companies were battling with the 
many pawnbrokers about the city 
and were bogged down in a morass 
of court cases and replevin writs, 
and credit managers were tearing 
the remaining hair from their dis- 
tracted scalps. 


Clean-up Campaign Gets Aid of 
Pawnbrokers 


It was after running into all this 
grief that the American Writing 
Machine Company decided some- 
thing had to be done to relieve 
this distress. All pawn-shops and 
brokers were not to blame for the 
trouble or for the aggravation of 
the trouble. The writer of this 
article was able to enlist the aid 
of Commissioner Paul Moss, who 
has control of the licensing of 
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pawnbrokers, and Mr. Joseph Un- 
ger, president of the New York 
Pawnbrokers Association, who 
were just as distressed about this 
illegal traffic. 

The first step was to eliminate 
the easy outlet for the racketeers. 
Our heaviest losses were in Mon- 
arch noiseless portables. The 
standard machines did not amount 
to much of the traffic. We made 
a contract with the New York 
Pawnbrokers Association, which 
was later entered into by the 
Brooklyn and New Jersey groups, 
wherein they would, before ac- 
cepting a Monarch typewriter for 
a pledge, call our company to as- 
certain if the title to such ma- 
chine was clear. If not, they would 
hold the machine without allow- 
ing removal until our representa- 
tive arrived. For this service and 
cooperation they received a nomi- 
nal reward or fee. For failure to 
comply with this agreement, by 
accident or otherwise, whenever 
the machine was traced down by 
our company, the offending pawn- 
broker surrendered the typewriter 
without claiming payment of the 
pledge. This agreement saved a 
great many legal headaches, and 
both sides lived up to the contract 
admirably. 


Racketeers Caught and Prosecuted 


Now, having eliminated the 
greatest outlet for stolen type- 
writers, we proceeded to go to 
work on the racketeers themselves. 
We studied their methods of oper- 
ation, identified individual gangs 
by their style, posted all of our 
store managers as to their ap- 
proaches, and we lay in wait for 
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them to try their game. Fore- 
warned, the managers permitted 
the removal of the machine, or 
machines, and set the wheels in 
motion to shadow the crooks until 
they made an attempt to dispose 
of the machine. At once an arrest 
would be made on the spot, and we 
prosecuted to the limit. 

In this manner, the American 
Writing Machine Company was 
successful in sending one big gang 
to Sing Sing for five years, and a 
number of petty individuals to 
Welfare Island for terms varying 
from six months to two years. The 
variety of fish caught in our net 
was astonishing, ranging from the 
son of a bank president to a relief 
worker living in a hut on Jamaica 
Bay. 

The New York law gave us a 
peculiar advantage inasmuch as 
each offense constituted an indi- 
vidual case. Thus, we prosecuted 
on one typewriter theft at a time, 
regardless of how many thefts 
might have been proved on a 
given crook. After serving his sen- 
tence, he could be put in jail for a 
term upon each case. Thus, we 
still hold that ruling as a threat 
over the heads of numerous of- 
fenders. They have been warned 
that if we ever catch them so 
much as fondling a typewriter in 
one of our stores, they will be 
prosecuted on each pending case 
in turn “until they rot in jail.” 

The foregoing brief outline gives 
a meagre picture of the annoying, 
exasperating, and interesting ex- 
periences we had in smashing the 
typewriter theft racket. Space does 
not permit a more detailed ac- 
count of individual cases, interest- 
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ing though they are. And while 
this has pertained mostly to New 
York City, it is obvious from the 
confessions of numerous criminals 
that this racket has been spread 
all over the East and as far West 
as Chicago, possibly farther. 

It is quite likely that the reader 
has heard of or run into some 
form of this ugly racket. If so, or 
if not, and further information is 
requested, I will be glad to respond 
with the various answers I can dig 
up from my fund of experience. 


Stolen Machines National Index? 


It may interest the trade to 
know that further steps for regu- 
lation and recovery of stolen type- 
writers are under consideration. 
We are toying with the idea of a 
central index system something 
on the order of the insurance 
clearing house, which has practi- 
cally eliminated fraudulent acci- 
dent and disability duplications. 
To this index all stolen machines 
would be reported from all over 
the country. All machines coming 
in anywhere for repairs or trade- 
in allowance would be checked 
against this systematized index, 
and a large percentage would be 
recovered. To be one hundred per 
cent efficient, the index should be 
operated nationally. But it should 
prove amazingly successful in mu- 
nicipal operation only. 

To substantiate this broad state- 
ment is the interesting report 
that, since the activity outlined in 
this article by the American Writ- 
ing Machine Company, none of 
the typewriter companies in New 
York have been troubled with 
organized typewriter racketeering. 
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OF THE NATIONAL STATIONERS ASSOCIATION TO BE HELD IN CHICAGO SEPTEMBER 
23, 24, 25 AD 26, 1940.——Harry Balch of the Quality Pak Envelope Company is general 
chairman of the local group. Charles P. Mueller of the Joseph Dixon Crucible Company is 


chairman of the entertainment committee. 


Russell Carpenter of the Sanford Manufacturing 
Company is chairman of the golf committee. 
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ADVERTISING AT POINT OF SALE 
Al | ing Exposition of “What Mahes People Buy > 


club I know that you are 
deeply interested in advertising, 
and more particularly in mer- 
chandising advertising, in order 
that it may be made profitable. 
Our company is a great believer 
in advertising and it has played a 
very important part in the success 
we have attained and enjoy. I feel 
too that you will be interested in 
knowing the type of advertising 
that we use. We believe that most 
advertising is good, but have 
proved to our satisfaction that 
there are some forms of advertis- 
ing that are more profitable to us 
than others and, inasmuch as we 
do not have an appropriation as 
large as the automotive industry 
and many other lines, we were 
forced to decide what type of ad- 
vertising was the most effective 
and least expensive for us. 

Inasmuch as we make what we 
consider a very beautiful product, 
we decided that we needed color 
advertising to bring out the beauty 
of our product and describe it ac- 
curately to the public; and in 
view of the fact that there is so 
much advertising today, particu- 
larly in magazines, we decided 
that in order to derive the great- 
est benefit from our publicity we 
should run full page ads in pre- 
ferred positions in niagazines and 
metropolitan newspapers in color. 
It might interest you to know that 
our ads were the first color ads 
that appeared in many of the 
largest newspapers. We also use 
trade and college papers. 

Our founder and chairman, Mr. 
W.A. Sheaffer, has taken a greater 
interest and is unquestionably bet- 
ter informed about our advertis- 
ing program than anyone else in 
our organization, and it has been 
one of his cardinal principles that 
we should show our own product 
more prominently in our ads than 
anything else. 

Recently we have changed our 
advertising copy and illustrations 
very materially, and now are de- 
voting a great deal of our space 
to gift advertising, for we discov- 
ered, after making a survey, that 
the gift market is far larger than 
the commercial pen market and 
we convinced ourselves that our 
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product was suitable for gifts for 
all occasions for men, women, and 
children. 

After deciding that it would be 
profitable to us to develop the gift 
market, we arranged our advertis- 
ing accordingly. Realizing, too, 
that as the public was not con- 
scious of the fact that our product 
was suitable for gifts for all occa- 
sions, we decided it would be nec- 
essary to design a new type of dis- 
play case which would permit the 
dealer to show to the public the 
merchandise as we advertise it. 
Also, it would make it more con- 
venient for the sales people to 
show and sell sets that we were 
advertising, instead of single pens 
and pencils. 


Advertising Changes Business 


As a matter of fact, our adver- 
tising and selling campaign al- 
most completely revolutionized our 
business and obsoleted the display 
cases that were in use. Because 
we felt that we were largely re- 
sponsible for this change in adver- 
tising and merchandising policy, 
we believed it was only fair that 
we share with the dealers a sub- 
stantial part of the cost for mod- 
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ernizing their pen departments. 
That policy was adopted and we 
have diverted a substantial part of 
our advertising appropriation for 
the purpose. Today our modern 
display cases are in the finest 
stores all over the United States. 

It may be of interest to you to 
know that in order to put this pro- 
gram over, I found it necessary 
personally to go into the territory 
and work with our men in order to 
train them on our advertising and 
merchandising methods. For the 
second time in the history of our 
company, I left my desk and was 
gone more than a year, during 
which time I have visited all of 
the leading stores in all of the 
larger cities of the United States 
and placed our cases in most of 
them. I would like to say to sales 
managers that it has been my ex- 
perience that the most successful 
way to get over an advertising and 
selling program is actually to go 
out and do the work oneself. Years 
ago I adopted the “come on” in- 
stead of the “go on” policy, both 
with my children and managers, 
and I have never asked a man to 
do anything that I hadn’t per- 
sonally proved. 

Before making this pilgrimage 
that covered the United States, I 
tried—I admit without very good 
success—to sell our ideas and 
plans to our men by correspond- 
ence, but due to the fact that 
there were a lot of difficult and 
complicated selling problems, the 
men, who had not had quite the 
experience that I have had, were 
unable to put the plan over. After 
working with them and letting 
them see the actual mechanics 
and the finesse of the selling op- 
eration, they have been very much 
more successful. 


One of the most difficult prob- 
lems that we had to solve was to 
convince dealers of the value and 
importance of using the new flu- 
orescent light that we had had 
installed in our cases in order to 
make a more attractive display. 
While most of the larger compa- 
nies knew about fluorescent light- 
ing and appreciated its advan- 
tages, many of them felt that they 
could not use it without interfer- 
ing with their store arrangement. 
I can assure you that it has been 
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a most difficult matter to get the 
fluorescent lighted cases installed 
in these stores, and in many in- 
stances we installed it for the first 
time. 

There were other problems also 
that made the plan rather diffi- 
cult, but I am very pleased to say 
that it has now been generally 
accepted and my major work is 
finished. All that is necessary now 
is to do a little mopping up here 
and there. 

I have gotten a great deal of 
satisfaction out of the work be- 
cause I know that the plan has 
been of tremendous benefit to the 
dealers. This is reflected in a very 
large increase in sales of all deal- 
ers who have adopted the pro- 
gram, and also a very much 
higher unit of sale. It may be of 
interest to know that the unit of 
sale of our product has steadily 
increased every year, which we 
know is due to the fundamental 
policies adopted when our business 
was first organized. 


Importance of Merchandising 


May I say just here that I feel 
that merchandising is one of the 
greatest factors in our success and 
I know that it plays a very impor- 
tant part in the success of any 
company. Mr. Sheaffer, our foun- 
der, had many years of successful 
retail experience. I, too, have been 
merchandising since I was eleven 
years old, and most of our key 
men, including our auditor, adver- 
tising manager, and credit man, 
actually sell. 

My first merchandising expe- 
rience was as a pecan merchant. 
I didn’t buy the pecans, but went 
into the woods and gathered them, 
and my first lesson in merchan- 
dising and showmanship came to 
me from my father, who taught 
me to select and grade the pecans 
and then polish them. These were 
put in bags and sold, or “peddled” 
if you please, to visitors at the lit- 
tle health resort where I lived, 
and at the train. There were other 
boys who were selling pecans also, 
but most of them soon quit the 
business and marveled at why I 
sold so many. The reason was 
that they didn’t take the time to 
select their pecans and polish 
them. It was there that I learned 
that a pleased customer was the 
best kind of advertising. 


I was able to save enough money 
from peddling pecans to start a 
little grocery business which, by 
nursing, grew into a rather large 
enterprise, and my sales and prof- 


its grew as a result of a plan that 
I adopted of going direct to the 
housewife in her home with a 
complete line of samples of food- 
stuffs and selling her a winter 
supply of groceries. I used exactly 
the same methods that I had 
learned from the smart and suc- 
cessful salesmen who called on me 
in the spring to take my orders 
for fall delivery. By booking fu- 
ture orders I was able to distribute 
merchandise in carload lots, and 
my sales from this plan amounted 
to a great deal more than my 
annual sales in the store. 

The answers to advertising and 
merchandising problems are found 
in our own homes and the homes 
of friends. After we decided to 
reach the gift market we con- 
cluded to run, among others, full 
page ads to interest the public in 
buying our sets for wedding gifts. 
The inspiration for this ad came 
from one of my daughters to 
whom I made the request that she 
use a fountain pen desk set as a 
wedding gift. I told her then that 
I would not request her to give an- 
other, but to my surprise and 
pleasure, after seeing the impres- 
sion that the gift of the fountain 
pen desk set had created with her 
friends, she decided to give foun- 
tain pen desk sets as wedding gifts 
to several other friends during the 
year. I then decided that I would 
be justified in urging the company 
to run a Bride advertisement. It 
proved very profitable, and it will 
be our purpose to continue adver- 
tising for this market. 

Father’s Day ads were run to 
interest the public in buying pen 
and pencil sets for father, instead 
of golf clubs, pipes, and fishing 
tackle. These are typical ads and 
are quite different, as you will 
note, from this ad that ran some 
years ago when we were advertis- 
ing pens and pencils. 


Sales People Must Be Trained 


While we fully realize the value 
and importance of advertising, 
displays, policies, and merchandis- 
ing our product to the dealer, we 
have long since learned that in 
order to successfully merchandise 
a product, it is necessary to have 
a well-informed and well-trained 
selling organization behind the 
counter. We have for many years 
trained our own men to school the 
sales people so that they would 
understand that our product was 
mechanical and that it should be 
thoroughly demonstrated to the 
consumer in order that they may 
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understand how to use it and take 
care of it. 

To make the public conscious of 
the fact that our product is me- 
chanical and like fine watches, 
and all other mechanical things, 
should be inspected and serviced 
regularly, we inaugurated, about 
seven years ago, a national pen 
inspection program and have spent 
a great deal of money to advertise 
this in order to make the public 
conscious that they should have 
their pens inspected every year. 
We know that this has been of 
tremendous help as a merchan- 
dising plan and traffic builder. 
There is, of course, nothing new 
about establishing service stations 
and we have learned that the 
greatest merchandising organiza- 
tion in the world, the automotive 
industry, as well as manufacturers 
of other mechanical things, see to 
it that the dealer is prepared to 
render service to the customer on 
the mechanical things that they 
sell, and that sales people are 
trained to sell their products. 


Dealers Interested in Turnover 
and Profit 

We have found that dealers are 
more interested in turnover and 
higher unit of sale, which means 
profits, than anything else, and 
for that reason we have consis- 
tently and persistently advertised 
our finer and higher priced things. 
In all of our ads, we show our 
finest products, and today our big- 
gest selling item in dollars and 
cents is our higher priced item, 
the Lifetime pen. 

In order to build up a high unit 
of sale, obviously sacrifices have 
to be made, for you can’t carry 
water on two shoulders. If you 
want to convince the public that 
you have a fine product, it must 
be associated with fine things and 
it is necessary to forego the busi- 
ness of any type that will tend to 
cheapen it, so we have felt that it 
is necessary to adopt some mer- 
chandising policies in connection 
with our product that have cost us 
a good deal of business. By that 
I mean that we do not accept the 
business of mail order houses, nor 
do we sell our primary merchan- 
dise to anyone for premium pur- 
poses, nor will we distribute it 
through wholesalers. All of this 
business is legitimate, and we do 
have a line of merchandise (but it 
doesn’t bear the name “Sheaffer”’) 
that we will sell for this purpose. 

(Turn to page 85, please) 
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CUSTOMERS GLAD TO SEE YOU? 
Make the Buyers Really Welcome Your Call, 


HE question asked in the above 

title puts all of us more or less 
on the spot. How can we answer 
it? First by being honest with our- 
selves. As self-interest is a pri- 
mary law of nature, let us analyze 
this question selfishly. 

You and I draw our pay because 
we are supposed to know how to 
sell. Maybe we render the kind of 
service that makes our customers 
glad to see us, or possibly we be- 
long to that class of so-called 
salesmen who call chiefly on cus- 
tomers who prefer to do business 
with our company. They may tol- 
erate us because we carry the 
company catalogue with us and 
are supposed to know how to rep- 
resent the mutual interests of the 
company and the customer. 

Now, if we are frank with our- 
selves we can answer the question 
in the heading and get something 
out of it. 

The salesman who makes his 
customers glad to see him doesn’t 
complain about conditions. He 
knows complaining can’t change 
them. Neither can feeling sorry 
for himself because someone else 
did something to cause him to lose 
something or other. He also knows 
better than to complain because 
he has a toothache or backache, 
or the war is too bad, or to dwell 
upon a lot of other subjects quite 
apart from that which he is sup- 
posed to do and know. 


Welcome Salesman Puts Self in 
Prospect’s Place 


Who cares what you or I think 
about something we can’t do any- 
thing about? We should concern 
ourselves with those things about 
which we can do something. What 
does the salesman who is welcome 
do? He puts himself in his pros- 
pect’s place, and sincerely tries to 
help a situation that he knows 
from his own observation, expe- 
rience, and knowledge can be cor- 
rected and improved by a sugges- 
tion he can make. 

If I am writing to the kind of 
man I like to think deserves the 
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distinction of being called a sales- 
man, it is unnecessary to go much 
further in developing the answers 
to those questions. 

He doesn’t look for the first ex- 
cuse that comes along to stop 
work for the day. He keeps plug- 
ging along from morning till 
night, and never feels he has fin- 
ished his job. He takes care of his 
personal life and starts his new 
day with a clear mind and a quick 
step. He keeps up to date with 
new developments in his industry; 
not only with his own products 
but with those of his competitors 
as well. He knows that the other 
fellow is also trying and that no 
one has all the brains. 

He is not necessarily the most 





NO SUMMER LET-UP 


JULY and August will be good 
months for some companies and 
salesmen. Because experience has 
proved that thoughtful, hard work 
is rewarded in summer as in other 
months. They know that business 
does not go on vacation. On the 
contrary, many industries are now 
their busiest. Enterprising salesmen 
will concentrate on prospects and 
lines, with the slogan, “Don’t let 
up! Key up!” 





brilliant type but he is intelligent 
and is not afraid to work. A large 
office machine company has 
adopted the slogan, “Think,” but 
we all must add the “Do” after our 
thinking in order to get anywhere. 

The other kind of salesman is 
seldom happy. He can’t be, for he 
is not contributing anything con- 
structive to his job. He is the 
drone in the hive. He buzzes 
around but makes no honey. He 
eventually winds up at some job 
that doesn’t require much effort 
or thought, feeling that life has 
given him a bad break and envy- 
ing the constructive type of sales- 
man, whom he thinks of as lucky 
and not as deserving as he. 

Feeling sorry for himself, to- 
gether with laziness or a greater 
desire to play than to work, is 
what started him off wrong at the 
beginning of his career. No one 
ever got anything worthwhile 
without working for it. 

Please bear in mind that I am 
not preaching but simply remind- 
ing good salesmen of something 
they already know. 


Four Factors 


To summarize, these are among 
the points that cause the buyer to 
welcome our calls: 

1. Adopting the positive atti- 
tude, disregarding the conditions 
that have no bearing on our call, 
but being sure to keep in mind 
conditions that may affect the 
buyer’s attitude and about which 
we can do something. 

2. Keeping uppermost in mind 
thoughts to help answer the fol- 
lowing questions: What can I do 
that will be of service to this cus- 
tomer? 

3. How can I demonstrate the 
benefits that I know he will gain 
from using my products? 

4. If I don’t get an.order, how 
can I make him reasonably glad 
to see me the next time I call? 

That kind of salesmanship pays. 
It pays you as a salesman, your 
company and, most important, 
your customer. 
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OFFICE FURNITURE MERCHANDISING 
Kendrick- Bellamy Jedvntiibe Simplified Sales Fcsmtulinns 


Se of the greatest drawbacks 
to successful selling of office 
furniture, according to H. V. Kirby, 
head of the office equipment divi- 
sion of the Kendrick-Bellamy Sta- 
tionery Company, Denver, Colo., is 
the fact that too many stationery 
firms actually make it difficult for 
the customer to buy—through the 
fact that confusing figures, meas- 
urements and quotations on this 
and that piece of equipment are 
“thrown at” the prospect with lit- 
tle or no explanation. In the face 
of this mass of figures, quite often 
the office furniture prospect is 
bewildered, and unable to deter- 
mine with any degree of certainty 
just what equipment will answer 
his purpose. 

“There is a good example of this 
point in the way with which motor 
cars have been merchandised dur- 
ing the past ten years,” Mr. Kirby 
told Orrice APPLIANCES. “Formerly 
it was the policy of most manufac- 
turers to point out the number of 
cylinders, horsepower and body 
design of the car, and let it go at 
that. In recent years, however, the 
public has been educated to the 
niceties of valve and carburetor 
construction, and is well familiar- 
ized with the mechanical points 
which were formerly almost 
ignored. We believe that good 
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furniture merchandising must fol- 
low the same theme—and educate 
the buyer in advance of the sale 
to just what he is getting.” 

Kendrick-Bellamy has six out- 
side salesmen who handle office 
furniture in addition to supplies, 
all of whom are keenly interested 
in the new program which Mr. 
Kirby introduced two years ago as 
a more feasible means of getting 
over the idea of modernized, effi- 
cient office equipment. Since 
“Point Presentation,” which is the 
title Mr. Kirby gives his theory 
has been used, sales in every 
bracket of equipment have stead- 
ily increased, with the also pleas- 
ing feature that almost all have 
amounted to much more profit per 
sale than was formerly thought 
reasonable. 


Presentation Booklet 
Under this new plan, every sale 
which includes redesigning of 
present office equipment layout, is 
given the benefit of a novel “pres- 
entation booklet” worked out by 
Mr. Kirby to cover equipment, of- 
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fice furniture, and even complete 
building vaults and other tech- 
nically difficult installations. “We 
try to make it easy for the cus- 
tomer to understand our sugges- 
tions, and to buy,” Mr. Kirby ex- 
plained. “When it comes to the 
purchase of several pieces on a 
$1,000 order, letters and conver- 
sation are no good—because of the 
fact that the prospect has to ferret 
out each item from our catalogue, 
in order to form a mental picture 
of what it will do for his office. We 
have found that by picturing the 
item along with each quotation, 
and otherwise detailing its impor- 
tance, the prospect’s grasp of the 
situation comes much more quick- 
ly, and with a consequent impulse 
to close the transaction more 
quickly.” 

Typical is a sale of new filing 
equipment for a Denver public 
building vault which Mr. Kirby re- 
cently handled. For this, Mr. 
Kirby took from stock a cover 
paper folder, then made up his 
quotation, listing the price and de- 
scription of each item on the first 
sheet in the booklet folder. Keyed 
in by number and location with 
each piece quoted was a picture of 
the piece of equipment, cut from 
the catalogue, and neatly pasted 
on with rubber cement. A descrip- 
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tion of the points of each in rela- 
tion to its efficiency in the office, 
was given in ink under the pasted 
picture, with a key-number refer- 
ring the prospect to the quotation 
sheet appearing first in the folder. 
Thus, the prospect could immedi- 
ately visualize the equipment, see 
why Kendrick-Bellamy felt that it 
would answer his purposes, and go 
at once to the price quoted. Als» 
of value is the fact that where 
some doubt on price may occur, it 
is simple to add a number of alter- 
natives which demonstrates to the 
prospect the choice he can make 
from the store’s stock. “Personaliz- 
ing” the folder with the prospect’s 
name on each page has likewise 
helped to give it a valuable im- 
pression—and sales are closed in 
much less time than was formerly 
required. 


Small Sales and Big Orders Receive 
Same Treatment 


The same policy is extended 
even to small sales, where the in- 
ability to make a choice often 
holds up a sale. In one recent 
instance three types of steel type- 
writer desks, and three wooden 
models were made into a folder 


presentation, and used with pic- 
tures to close a transaction which 
had been hanging fire for some 
time. In every instance where the 
store has taken the inexpensive 
trouble of making up these folders 
the sale has been clinched much 
more rapidly. 

“We carry this over not only in 
equipment, but to large business 
installations of office furniture.” 
Mr. Kirby added, “The idea with 
every bracket of merchandise is to 
provide as vivid a picture as pos- 
sible, with so simple an explana- 
tion of our selling points that 
nothing will be left to doubt.” 


For large commercial installa- 
tions, Mr. Kirby invariably makes 
up a four-part tracing, from which 
duplicate blueprints in easily un- 
derstandable terms are simple to 
provide. Where there is a possi- 
bility of selling an entire office, 
both equipment and furniture, 
this is doubly valuable. On filing 
equipment, for example, a plan of 
the present floor space is made 
first, then a new plan, including 
the suggested pieces, is superim- 
posed over this, demonstrating in 
an easily understood way how 
time, space and steps can be saved 
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by its use. Cost and efficiency can 
be thus graphically made plain. 
“What it costs and what it saves” 
are the two major points, Mr. 
Kirby believes, and consequently, 
these are greatly emphasized. 


In sequence, blueprinting follows 
this form: 1. Plan from above, fol- 
lowed by superimposed new plan. 
2. Elevation of equipment in place, 
with figures on economy use. 3. 
Over-plan of overhead and high 
Shelving. 4. Final approved plan, 
worked out to the store’s own sat- 
isfaction. Every piece included is 
carefully analyzed and itemized, 
and shown on the quotation sheet 
with key numbers, and alternates 
which do not puzzle the reader in 
the least, because of their likewise 
painstakingly explanatory notes 
Price by price, the reader can as- 
semble equipment as desired. 

Kendrick-Bellamy has used 
“Point Presentation” in almost 
every instance where a sale of 
major proportions was quickly 
closed, and extends this service to 
every prospect who shows reason- 
able willingness to consider the 
proffered ideas. As a result, it has 
given year-around sales of much 
less troublesome proportions. 


ONE OF SEVERAL KENDRICK-BELLAMY MODEL OFFICE DISPLAY ROOMS.—The “Point Presentation” plan described in 
the accompanying article is artistically augmented by these displays which show in actuality what the plans and sketches 
presented by the salesmen were intended to portray. Prospects respond readily to the invitation to visit the model rooms. 
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Color Contrasts Not Apparent in This Black and White Reproduction of a Celotex 
Office in Chicago, Produced a Charming Effect. 


COLOR IN OFFICES 


By ALICE FUNKEN 


T IS safe to say that almost 

every successful or especially 
active office furniture salesman is 
going to be called upon to answer 
some questions about the use of 
color in offices. 

He may think that what he sells 
has little to do with color—but if 
his sales have brought him the 
title of successful, he is selling his 
furniture in group or complete 
office units—and the background 
or setting will become of great im- 
portance to him when he sees that 
it can materially detract from or 
flatter his products. 

Color has stepped up to rather 
an advanced science within the 
last few years. Strange and inter- 
esting things have been learned 
about it. It can seem to make 
rooms look much iarger, or 
smaller, than they really are. It 
can bring sunlight indoors, or 
seem to change room temperature. 
And woe to the one who violates 
its rules. 

Color and light are closely re- 
lated, and it may be well to have 
some sort of idea as to the amount 
of light reflected by various colors. 
White is, of course, the highest on 
the list, reflecting 85 per cent of 
light. Ivory is next, with a 77 per 
cent, and cream next, with 66 
per cent. Buff has 56 per cent and 
light gray and light blue 50 per 
cent. Sage green and olive green 


reflect 40 per cent and 20 per cent, 
respectively, and bright red 20 per 
cent, with brown dragging the list 
to 9 per cent. 

Polished or highly glossed areas 
reflect a glare that is hard on the 
eyes when doing office work, and 
is supposed to cause muscular ten- 
sion. Buttermilking flattens and 
lightens shiny paint surfaces and 
also preserves the paint from dust 
and dirt. When this surface is 
washed off within a year or two 
the paint is usually fresh and 
clean beneath it, and a new coat 
of buttermilk can then be put on. 

Stippling, by means of which 
one color is patted in spots over 
the painted area of another color, 
often gives a wall a soft tone, and 
smears and fingerprints are not so 
apparent with this type of treat- 
ment. 

White, ivory, or cream are the 
usual colors used on ceilings where 
indirect lighting is used, because 
of their high light-reflecting per- 
centage. Some of the many ex- 
periments that have been made 
seem to indicate that the cool 
colors—light shades of green or 
blue or gray—are good for office 
walls, and that they create an 
illusion of spaciousness. 

An office furniture salesman may 
need to know how to introduce 
the accenting touches with his 
equipment that give an office a 
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real air of interest. Unrelieved 
monotones are apt to make the 
ensemble look so drab that it 
seems a failure at the start. Thus 
if light furniture is used with the 
same kind of walls, or dark furni- 
ture with dark walls, there is no 
contrast to give interest to the 
picture. 

In the photograph shown, which 
is of one of the Celotex Corpora- 
tion offices in Chicago, contrast 
has been introduced in a satisfac- 
tory manner. Since this firm deals 
with wall materials, the wall of 
this office was the starting point 
in its arrangement—and any office 
furniture salesman knows that 
this may be the case with many of 
his sales, so that furniture has to 
be sold to fit the existing back- 
ground. 

With a tan background the nat- 
ural choice would be furniture 
with dark woods and upholstery 
and curtaining in rich reds (as in 
this case) or deep blues—what 
some color people call jewel tones. 


Off shades in pastel colors are 
being worked with a lot, with ef- 
fects called flesh pink and morn- 
ing glory blue and warm yellows, 
and they are offering good substi- 
tutes for the more monotonous 
buff. 

At recent showings in the Amer- 
ican Furniture Mart much was 
said about “transitional” styles— 
a new trend intended to merge 
period and contemporary design. 
And as colors have been leaning 
toward the soft off shades that 
blend with many things, so the 
new woods—which will doubtless 
soon be seen in office furniture— 
tend to draw a middle line be- 
tween blonde and dark woods, in 
what are called half-tone effects. 
For instance, walnut has been 
given a soft, fawn tone in Many 
instances, and mahogany has 
taken on a warm toast color. Oak 
had a “limed” effect which has 
brought it down to a _ golden- 
brown. 

The term “bleached” seems to 
have created a false impression, 
and is expected to pass from the 
vocabulary of the manufacturers. 
The new finishes will stay closely 
to the natural tones of the raw 
wood, blended to a half-tone be- 
tween the light and dark finish. 


So—the salesman who is alert 
to these new basic trends and the 
coloring most likely to go with 
them is in a position to get the 
cream of the best business that 
demands up-to-the-minute equip- 
ment. 
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AT RIGHT.—Products of the Artility 
Metal Products, Inc., installed recently 
in the offices of the United Pacific In- 
surance Company, Seattle, Wash. The 
installation included Artility conven- 
tional chairs and seventy-five No. 371 
“Air-Float’’ posture chairs. Desks are of 
the Art Metal Construction Company’s 
Airline type. Installation was made by 
Trick & Murray, Seattle. Top to bottom 
the pictures show the firm’s automobile 
and casualty underwriting departments 
and the metropolitan department. 


TWO SHAW-WALKER INSTALLATIONS 
ADD SPEED AND SAFETY TO HAN- 
DLING OF RECORDS.—Below: The gen- 
eral office of the United Illuminating 
Company, New Haven, Conn., (left) com- 
bines attractiveness with utility as a re- 
sult of the installation of Shaw-Walker 
“Skyscraper” mahogany finished desks 
equipped with individually organized 
drawer interiors. The arrangement per- 
mits a rapid flow of papers from one 
desk to the next. Installation by Brad- 
ley & Scoville, Inc., New Haven. At right 
are shown seventeen Shaw-Walker Fire- 
Files installed in the offices of the Moor- 
man Manufacturing Company to house 
unpaid bills in the central filing depart- 
ment. DelaBar-Kiefer Company, Quincy, 
Ill., handled the installation for Shaw- 
Walker. 


BOARD ROOM BY SIKES STRESSES 
DIGNITY.—This handsome and impres- 
sively furnished board room of the Mo- 
tion Picture Theater Owners of Mary- 
land, Md., was outfitted with products of 
The Sikes Company, Buffalo, N. Y., and 
the installation was made by James T. 
Vernay & Sons Company, Baltimore. The 
Sikes soft cushion seat-and-back chairs 
blend perfectly with the handsome flush 
paneling of the room, the ceiling of 
which has b2en given acoustic treatment. 
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SIXTY-ONE AUTOMATIC EXPANDING 
AND COMPRESSING FILES.—This bat- 
tery of files photographed at the factory 
of the Automatic File & Index Company, 
Green Bay, Wis., was shipped as an addi- 
tion to a big installation previously made 
for a large consumer of Automatic files. 
One drawer is completely expanded and 
filled with guides and material. All 
units are equipped with lock. 


A WEST COAST INSTALLATION OF 
METAL OFFICE FURNITURE COMPANY 
PRODUCTS.—Shown here is the office 
of the McCallen Refining Company, 
Huntington Beach, Calif., after the new 
7000 line of Steelcase desks and 400 
line of Steelcase files manufactured by 
the Metal Office Furniture Company, 
Grand Rapids, Mich., were installed. 
Officials of the McCallen firm reported 
the furniture blended perfectly with the 
offices which are built in typical Cali- 
fornian style and construction and are 
extremely modernistic. 


TWO LARGE INSTALLATIONS MADE BY GLOBE-WERNICKE AT CINCINNATI AND HAGERSTOWN 


units working on suspension slides, charging compartment with 


Left top: Globe-Wernicke Co. equipment in the Oakley branch 
of the Cincinnati, Ohio, Public Library, after the installation 
was completed by Kelsall-Voorheis, Inc., GW dealers. A spe- 
cially-built desk was the feature and was designed with a 
recessed toe space faced with brown Masonite on the public 
side. Blue aluminum covers the top. Low shelving at right 
separates adult and children’s departments and tables are of 
a pedestal design with pedestals recessed from the end to 
permit convenient seating around the table. Wood equipment 
is white rift sawn oak with a natural wax finish. (Lower left) 


The work side of the desk. Catalogue unit, tables, etc., were 
The charging desk includes two book bin 


also GW-made. 


metal trays, one discharging and charging unit and cash 
drawer units with all necessary fixtures and trimmings. (Upper 
right) This Globe-Wernicke counter was installed by Lucas 
Brothers, Baltimore, in the Hagerstown (Md.) city hall, for the 
water, power and light departments. Counter is 90 feet in 
length, has a top of marbleized rubber with front and risers 
in walnut “’Realwood.”” (Lower right) The ‘“‘‘behind-the- 
counter’ view of the stock and special steel under-counter 
equipment installed by Lucas Brothers in the Hagerstown 
municipal building. The counter accommodates an unusually 
large number of customers and employes. 
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A LARGE INSTALLATION OF GENERAL FIREPROOFING COMPANY PRODUCTS IN PEORIA, ILL. 


The four pictures presented above show the results achieved Youngstown, Ohio. The installation was handled by the Ray 
in the offices of the Keystone Steel & Wire Company, Peoria, Defenbaugh Company, exclusive GF dealer in the thriving 
Ill., by a large installation of desks, chairs and incidental Illinois city. The private office at the lower left shows what 
pieces manufactured by The General Fireproofing Company, can be done in steel for the executive. 












AT RIGHT.—When representatives of the 
Yawman and Erbe Manufacturing Company 
went into the Lincoln National bank they saw 
the over-crowded condition of the working 
space with its unsightly wire cages and old- 
fashioned grilles. The section of the bank, as 
was, left but little space for customers, as the 
illustration shows. Now read the caption below. 





AT LEFT.—The same bank after the “Y and 
E’’ Washington branch got through with it, 
assisted by Sales Engineer Ward. Customer 
space nearly trebled, working conditions sys- 
tematized, equipment uniform and counter, 
grilles and customer tables handsomely de- 
signed in the most modern manner. Note ab- 
sence of unwieldy wire cages which cluttered 
up the scene in the picture above. 
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EDITORIAL 


Prison Competition 


@@ THE growing attention being given to 
prison competition and other forms of govern- 
ment competition with private enterprise was 
reflected in a bulletin of N.S.A.’s Institute of 
Industrial Opinion issued on June 13. Recent 
instances of such competition in different parts 
of the country were cited. 

An article from a Spokane, Wash., news- 
paper told of a sheet metal and woodwork shop 
being established in a school for National Youth 
Administration workers. Intentions were to 
“turn out desks and filing cabinets for use of 
non-profit organizations such as the NYA, the 
WPA, Social Security and other government 
agencies.” Thus came to light another evidence 
of government going into competition with busi- 
ness and the tax payers. 

In Ohio several dealers were asked to bid on 
additional bookcases for the Tuscarawas County 
Law Library Association, only to lose the sale to 
the Mansfield Reformatory. The library project 
is a division of the county bar association. In- 
quiry revealed that the association not only 
bought its equipment from the reformatory but 
that the funds were appropriated by the county 
commissioners. 

From Utica, N. Y., came the story of some of 
its merchants being sharply criticized for at- 
tacking the law generally prohibiting state and 
public institutions of the state from purchasing 
from outside sources articles of the types made 
available through prison manufacture. Mr. Al- 
fred Preston, president of the Utica Supply 
Company, was named to discuss the subject at 
a meeting of the Retail Merchants Council. Mr. 
Preston held that goods sometimes of inferior 
quality and at above average retail prices are 
forced arbitrarily upon the public for municipal 
use, and that the placing of such goods on the 
market creates a grossly unfair condition for the 
merchants. He gave details of several cases. 


The Institute bulletin then revealed hearten- 
ing information on two legislative measures 
which have been introduced at Washington per- 
taining to prison made goods. 

A bill, S. 3550, has been introduced to make 
unlawful the transportation of convict made 
goods in interstate and foreign commerce. It 
excepts, however, commodities manufactured in 
federal penal and correctional institutions for 
use by the federal government. This bill was 


reported by the Senate Committee on the Judi- 
ciary under date of April 8, 1940. The associa- 
tion suggests that members of the trade should 


now make known their attitudes on this bill to 
their representatives in Congress. 

The second bill, S. J. Res. 59, which has been 
passed by Congress and awaits the President’s 
signature, authorizes the Bureau of Labor 
Statistics to collect information which will make 
available to Congress the character, kind, type, 
amount and value of goods produced in state and 
federal prisons. An appropriation of $20,000 
would be authorized for the purpose of this 
report to be submitted to Congress. 

The National Stationers Association has for 
a long time been active in combating prison 
competition. Particularly under the leadership 
of Mr. J. S. Sprott, vice-president of the N.S.A., 
Manufacturers Division, and president of The 
Globe-Wernicke Co., who has given a great deal 
of time to the problem which exists in many 
states. In recent years Mr. Sprott has addressed 
numerous conventions and regional meetings on 
the thesis that business men pay a good share 
of the taxes which support the prisons and it is 
unfair—as well as unsound, economically—to 
employ their tax money in taking business away 
from them. 


_>-:-- aed 


WHILE we are speaking envious time will have fled. 
Seize the present day.—Horace. 


—_---- 


Office Equipment Sales Opportunities 


© THE special feature in this number with 
reference to the fifteenth anniversary of the 
National Typewriter and Office Machine Dealers 
Association prompts consideration of the in- 
creasing opportunities for business machine 
sales. And what we find in the market for 
mechanical devices applies to the wide variety 
of products of the office equipment industry. 

Viewed in terms of the immediate future, 
increased sales should be experienced because 
of the quickened commercial and industrial 
activity indicated for many months to come; 
aided by the continued presence of the factors 
necessitating the increased use of the most rapid, 
accurate, and economical means of performing 
the complex office routine of modern business. 

From the longer point of view the trend 
for original equipment demand should continue 
upward because: (1) The needs in all fields have 
expanded, and promise to remain large, for 
machines and equipment to handle the increased 
details required to comply with federal and state 
legislation. (2) The rising trend of wages puts 
a premium on labor-saving devices. (3) Improve- 
ments in products will be made to fill new needs 
and perform old tasks at lower costs. (4) Ma- 
chines are being offered to sell in lower priced 
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brackets to fit needs of small business. (5) Large 
enterprises are realizing success largely depends 
on how efficiently their offices integrate the 
production, selling, and financial operations of 
the business. 


—_:—-- 


CHANGE your pleasures, but never change your 
friends.—Voltaire. 


__~eo-- 


On Courtesy 


@@ EVERY once in a while a subscriber com- 
plains over not having received reply to letters 
written to advertisers in the journal. Explana- 
tions made in response to inquiries vary; from 
lack of interest for some particular reason to 
“it just got pushed aside.” But practically all 
admit lack of courtesy in failure to explain lack 
of interest. 
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asked how he accounted for his great fortune. 
“By one article alone,” he replied. “In which 
thou mayest deal, too, if thou pleaseth—it is 
courtesy.” 

Perhaps everyone is guilty of courtesy fail- 
ures at times. Maybe through lack of alertness 
to opportunity to express it. But very little re- 
flection is required to appreciate that courtesy 
is not only a great business asset, but a fine 
social quality as well. 


—_:-><--- 


British— 
@® EXCERPT from a recent letter by a cor- 
respondent in London. (Capitals our own.) 
“Mainly we are optimistic, although experiencing 
many difficulties. BUT THE SUN SHINES AND 


Long ago a successful Quaker merchant was 


HERE AND THERE 


HAMILTON TO HEAD CINCIN- 
NATI AD. CLUB 

In recognition of his fine work as 

vice-president and program chair- 

man of the organization, Clarence 











Cc. W. HAMILTON 


W. Hamilton, sales promotion man- 
ager of The Globe-Wernicke Co., 
last month was elected president of 
of the Cincinnati Advertising Club. 
He will serve for the 1940-41 season. 

Organized in 1904, the Cincinnati 
Advertising Club is the oldest or- 
ganization of its kind in the country, 
and maintains permanent headquar 
ters in the Hotel Gibson. 





LITTLE ROCK HONORS WIRTZ 
George O. Wirtz, a member of 
the firm of Allsop & Chapple, 307 
Main street, Little Rock, Ark., sta- 
tioners and book dealers, was pre- 
sented a living orchid May 26, was 
acclaimed that city's "person of the 
week" and was eulogized in a broad- 
cast from a local radio station. 
These honors are bestowed upon 
some outstanding Little Rockian 


each Sunday afternoon. The pro- 
gram is sponsored by a firm of flor- 
ists, who also present the orchid to 
the honoree. Selections of persons 
to be so honored, however, are made 
by a small committee of prominent 
and well-informed citizens. Their 
choices are always warmly ap- 
plauded by the public. 

Mr. Wirtz was selected, said the 
radio citation, because of his long 
record of devoted service to the 
general welfare of the community 
and his active participation in every 
public spirited enterprise. Among 
the many activities and accomplish- 
ments that won especial com- 
mendation were his former chair- 
manship of the Law Enforcement 
committee, membership on the 
board of directors of the Ada 
Thompson Home for Working Wo- 
men, elder of the Second Presby- 
terian church, president of the Little 
Rock Rotary Club, his interest in 
good literature, reflected by the 
many book reviews he had given be- 
fore various clubs and organizations. 


—ADR 





CROSSNO SHOWS TYPEWRITER 
ARTISTRY 


J. C. Crossno, of Oklahoma City, 
former editor of the Young Demo- 
crat, party organ, has developed a 
typewriter artistry in portrait work. 
That is, he makes typewriter por 
traits, utilizing letters and characters 
on the typewriter, to work out vary- 
ing degrees of light and shadow nec- 
essary to build an artistic portrait. 

Mr. Crossno, who isn't particular 
about the make of typewriter, can 


LIFE IS VERY GOOD.” 


do equally well on any standard 
make. 

Typewriter portraiture requires 
patience and precision, for, as Mr. 
Crossno points out, “the change of 
even one letter is enough to make 
@ person appear cross-eyed.”’ 

Sometimes to make an original 
draft of a subject requires as much 
as three weeks time. After an orig- 
inal is completed a "copy" can be 
run off in about three hours, he 
said.—EVH. 

Note.—The late George H. Pat- 
terson, founder of OFFICE APPLI- 
ANCES, was the first to compose 
pictures on the typewriter, becom- 
ing adept at portraiture. His most 





TYPEWRITTEN PORTRAIT OF 
PAUL V. McNUTT 


famous picture was of Major William 
McKinley, made shortly before he 
became president of the United 
States. The portrait was given wide 
publicity in newspapers about the 
country.] 
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Old-Timers in the Industry 
Carry On Vigorously 


MONG the “Plus-Forty” folk who have achieved 

distinction in the office equipment and commer- 
cial stationery industry through long and successful 
periods of service, men who are still “carrying on,” 
are those referred to in the following paragraphs. 
They are members of a great company. Each issue 
of this journal presents stories about old-timers who 
have functioned effectively for many years past the 
forty mark. 

Consideration of the policy, advocated by some 
employers, of hiring only men under forty years of 
age, in the light of the accomplishments of the “elder 
statesmen” in the industry, gives rise to speculation 
as to what would happen if all men and women over 
forty years old were withdrawn from active service. All 
the wisdom accumulated through experience of early 
years would be lost. The store, the school, the state, 
commerce, industry—all would be unnecessarily hamp- 
ered by the absence of the wise counsel and balancing 
conservatism that accrues in the last half of life. 

We realize that proponents of the under forty idea 
have no such thought in mind. They are concerned 
with the eventual replacement of employes and the 
consequently necessary training of young people to 
“take over.”’ There is much to be said in favor of the 
policy, but its rigid application often works an un- 
deserved hardship on a person seeking employment 
and frequently prevents an employer from securing 
the valuable services of a capable worker. 

Out of the experience of years there comes an 
intangible yet intensely important asset that is ex- 
pressed in sound judgment, accurate interpretation 
and persistent follow through. When we gather to- 
gether for advice and counsel, the elders are sought. 
They are recognized as possessing something that the 
younger men have not yet secured. Why not place 
the choice of employes upon the basis of individual 
capacity, without relation to age? 

a 
TWO WIN REMINGTON “50-YEAR SERVICE” PINS 

Two young old-timers, who have a half-century of 
honorable service with Remington Rand, Inc., behind 
them, last month were awarded fifty-year pins and 
were heaped with congratulations from their fellow 
workers and officials of the company. 

Floyd “Pop” Worden, connected with the Remington 
Los Angeles branch’s service department, was one of 
the happiest and proudest men alive when the entire 





JAKE GROTHE.—Is another 

who was the guest of honor 

and recipient of a 50-year 
service pin. 


FLOYD WORDEN.—Is pre- 

sented with 50-year pin by 

J. McManus. head of the 
service department. 


Los Angeles outfit moved to The Tropics, a Beverly 

Hills inn, to be present at a banquet in his honor. 
“Pop” was presented with the fifty-year pin by 

J. McManus, head of the service department, accom- 
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“I’m just as proud of 


x” 


panied by a simple sentence: 
you as you are of that pin, ‘Pop. 

The second Remington youngster who started on his 
second fifty years in 1936 is Jake Grothe, veteran serv- 
ice man of the New York office. One of his most cher- 
ished memories is the fact that as a mechanic for 
Wyckoff, Seaman & Benedict, he worked to improve 
the keyshift mechanism on the old No. 2. 





Sica’ 
PERRY STARTS SECOND HALF OF THE FIRST 
100 YEARS 


E. F. Perry, who graces the ranks of the Trussell 
Manufacturing Company, is another member of the 
industry who has just completed fifty years of service 
in the field and, his spirit undiminished and his en- 
thusiasm still hitting on all six, he looks forward to 
another half-century of endeavor. 

Mr. Perry started with the Neostyle Company in 
September, 1890, and it is recorded that he is one of 
the first men to go through the experience of lugging 





E. F. PERRY 


the unwieldly and cumbersome duplicating machine 
from door to door when it was produced in ’92. He 
describes the Neostyle as compared to the modern 
duplicator as “crude as the first automobile against a 
model of today.” 

In 1897 Mr. Perry and Mr. Numan formd the C. H. 
Numan Company, and the former began traveling the 
entire United States, one year later originating the 
Royal and Regal inkstand and starting the Regal Ink- 
stand Company. Litigation came as a severe set-back 
due to lack of funds to pursue a civil suit to the court 
of appeal and Mr. Perry consolidated his organization 
with that of Mr. Numan, the two men working to- 
gether until 1906 when the former sold his interests 
and joined the A. A. Weeks Manufacturing Company. 
In 1907 Mr. Weeks bought the business of Mr. Numan 
and a year later merged both business with the Hos- 
kins Company of Philadelphia, using the name of the 
Weeks Hoskins Company. In the interim Mr. Perry 
had invented the Victor line of inkstands which proved 
to be one of the largest selling lines on the market. 

In 1914 Mr. Perry joined the Samual C. Tatum Com- 
pany, staying with the firm after it was purchased 
by Charles C. Carpenter in 1916 and through the 
merger with the Wilson-Jones Company ten years 
later. 

He left that firm in 1930 when he joined Trussell, 
where, as he expresses it, “I hope to stay until I say 
‘au revoir’ to a long life of selling office supplies.” 

——————-o—_—_—_———— 
GRAND OLD MAN OF SEATTLE STATIONERY 
FIELD OVER 83 

James D. Lowman, Seattle’s oldest pioneer in the 
stationery field who entered the business in Seattle 
way back in 1881, although well beyond the eighty- 
three-year mark, goes to his office in the Lowman 
building every day, and furthermore indulges in vigor- 
ous sports activities despite his years. Few Seattle 
citizens have enjoyed such years of leadership as this 
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stationery executive planning to celebrate his eighty- 
fourth birthday on October 5. 

Looking many years younger than his age, and 
keener than hundreds of junior business executives, 
he is a living testimonial that “Youth is not a time of 
life—It’s a state of mind.” The octogenarian recently 
reminisced on his long and brilliant career in the 
Puget Sound capital, his early days as a school teacher 
and his later outstanding success in the stationery 
field. Harkening back to his first years in the station- 
ery business and when he kept Lowman & Hanford 
open from six o’clock in the morning until ten at 
night, he asked your correspondent: “Who would want 
to work those hours these days?” 

Although he has disposed of most of his stock in 
Lowman & Hanford, he takes the keenest interest in 
the steady progress of this large stationery concern 
which he himself developed in an earlier period. Alone 
since the death of the late Mrs. Lowman, he resides 
where he has lived for more than half a century, at 
320 Boren avenue—a home which is full of mementos 
and furnishings, reminding him of voyages abroad, 
journeys taken in younger years with Mrs. Lowman to 
other lands over the seas where some of the articles 
appealed and were gathered to be brought home to 
Seattle. 

In addition to teaching school when first coming to 
Seattle as a young man of eighteen, Mr. Lowman was 
for four years a wharf man. 

Then he turned to the stationery and printing field 
in which business he carved an illustrious career. His 
Lowman building, where he now has his offices, and 
the Lowman & Hanford Company, which has expanded 
to several locations in Seattle and out, stand as a 
distinct monument to his success. Although he has 
sold most of his stock in the company, his interest 
abides in the stationery organization with which he 
keeps in touch. Due to his having developed this out- 
standing business over many years and contributed 
thusly to the commercial progress of Seattle, he was 
a short time ago made an honorary member of the 
Seattle Chamber of Commerce and given a life mem- 
bership in that body without dues. 

Besides keeping in trim by golf, he is still an en- 
thusiastic disciple of Izaak Walton, an active fisher- 
man, preferring stream fishing, and recalling the days 
when he would get sixty or seventy fish before night- 
fall at his fishing cottage on Cedar river. These two 
sports are his hobbies which keep him on the firing 
line, looking forward to many more years of useful 
living —CML 

—->- 
MR. CREEVY ON THE JOB REGULARLY 

And then there is E. F. Creevy, who every business 
day is out on the street calling on customers and pros- 
pects on the south side of Chicago. For eighteen years 
a traveler for F. S. Webster Company, in recent years 


CONGRATULATIONS ON A HALF CEN- 
TURY OF SERVICE.—So said the guests 
seated around the table at a banquet in 
honor of James S. Ball, who attained his 
fiftieth year of service in the stationery 
and office equipment field. (Standing. 
left to right) Will J. Ortel, W. A. Momg- 
gomery, Mr. Ball, O. G. Bayless, K. K. 
Kubli and Charles H. Miller. (Inset) Mr. 
Ball. 
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he has been selling office supplies, Webster ribbons and 
carbons, as a dealer. Every forenoon is given over to 
personal selling. Mr. Creevy is something under six 
months short of completing four-score years. 

a 


BALL GUEST AT BANQUET ON 50TH ANNIVERSARY 


James S. Ball, vice-president and general manager 
of Kilham Stationery & Printing Company, Portland, 
Ore., was guest at a banquet on June 4 in the Benson 
hotel where fifty friends and associates from local and 
northwest stationers, printers and manufacturers’ 
representatives gathered at a celebration in honor of 
his achieving fifty years’ distinguished service as a 
stationer. 

W. A. Montgomery, The J. K. Gill Company, Port- 
land, as master of ceremonies presented Owen G. Bay- 
less, Lowman & Hanford Company, Seattle, and presi- 
dent of the National Stationers Association; Will J. 
Ortel, whose subject as speaker was “A Fellow Crafts- 
man”; and K. K. Kubli, a long time fellow-stationer 
whose talk was “Jim Ball, Stationer,” recounting his 
career in the stationery business from shipping clerk 
and delivery boy fifty years ago to his present status 
as dean of the Pacific Northwest stationers, affection- 
ately regarded by all who have had the opportunity of 
knowing him. 

The banquet held in Mr. Ball’s honor was a spon- 
taneous tribute to the man. It started originally with 
a few of his long-time friends planning a little to 
mark his anniversary but person after person on hear- 
ing of it expressed desire to attend and the result was 
the banquet with guests from California, Washington, 
many towns in Oregon and from far-away places, 
including H. R. Boyce, George B. Hurd, Inc., New York, 
and George A. Bistorious, Hall Brothers, Inc., Kansas 
City. 

Charles H. Miller, executive secretary of Oregon Sta- 
tioners Association, conducted an absentee roll call by 
reading telegrams and letters of greetings to Mr. Ball 
from all over the United States from those who were 
unable to attend. John B. Hibbard, The Globe-Wer- 
nicke Co., brought greetings and a gift from the Cali- 
fornia stationers. F. C. (Chet) Williams, Yawman 
and Erbe Manufacturing Company, pried open some 
amusing and quasi-secret incidents in presenting a 
gold-plated engraved shield from the Oregon Trail 
Travelers, and Mr. Bayless presented Mr. Ball with a 
radio, a gift from the stationers of the northwest. 

Mrs. Ball, the inspiration behind his success, on 
authoritative information from Mr. Ball., was not for- 
gotten on this momentous occasion, as she entertained 
some of the visiting wives of banquet guests. Some of 
the remembrances she received were flowers from Chet 
Williams, and from Charles R. Barry, manufacturers’ 
representative from San Francisco, and a large box 
of chocolates from Charles H. Miller —ATW. 
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RAND ENTERS KITCHEN UTENSIL 
BUSINESS FOR THE U. S. 

Remington Rand, Inc., Buffalo, N. Y., has received a 
contract from the War Department for the manufac- 
ture of 3000 army field kitchens, to be made at a cost of 
$180,000. Production will be at the company’s plants 
at Marietta, Ohio, and Tonawanda, N. Y., with de- 
liveries to begin in a short time. 

The extent to which Remington Rand is prepared 
to take a definite part in the country’s increased 
armament and protection program is seen with the 
announcement that it has manufacturing facilities 
at three plants which can readily and quickly be 
adapted to the manufacture of airplane parts and 
accessories. 


REMINGTON 


A POSTINDEX DISPLAY AT KANSAS 
CITY.—The Postindex Company, division 
of the Art Metal Construction Company. 
Jamestown, N. Y., recently made an at- 
tractive and instguctive display at the 
convention of the International Associa- 
tion of Public Employment Services at 
Kansas City. The booth was arranged 
to impress delegates with the many im- 
provements which can be made in their 
organization by the use of visible rec- 
ords. In front was a rotary file set up 
with records used by the Kansas City 
State Employment Office as well as a 
photograph of the actual installation. 
Other installations were also described 
including Postindex equipment in the 
Social Security Board and the Missouri 
State Employment Office. A Postindex 
Skope sign attracted a large number of 
visitors to the booth. 
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NEW CALIFORNIA OFFICE SUPPLY 
FIRM OPENS AT REDDING.—Harry F. 
Lintner, for the past fourteen years asso- 
ciated with the.office equipment busi- 
ness, last month opened his own store 
at Redding, Calif., under the name of the 
Redding Office Supply Company. The 
store is located at 1743 Market street. 
(Top) The entrance flanked by two large 
display windows. (Lower) Interior of 
the store with the new fluorescent dis- 
play case of the W. A. Sheaffer Pen Com- 
pany occupying a conspicuous place in 
the foreground. Mr. Lintner is well- 
known in the western field, having cov- 
ered, as a traveler, Oregon, parts of 
Washington, Nevada, Idaho, and north- 
ern California. He was associated with 
the D. C. Wax Office Equipment House, 
Portland, Ore. In addition to commer- 
cial stationery and office machines, the 
new store will also carry complete lines 
of office furniture, filing cabinets and 
safes. 


Coincident with the order from the government for 
the field kitchens it was learned that Remington Rand 
is making a definite effort to keep “fifth column” 
activities away from its factories. This move was 
heralded by an order to managers of all divisions in 
which they were told to have employes furnish proof 
of their American citizenship within ten days. 


Se 


IVAN ALLEN NAMED DEMOCRATIC 
COMMITTEEMAN 
Ivan Allen, Jr., of the Ivan Allen-Marshall Company, 
Atlanta, Ga., last month was selected as a Democratic 
national committeeman from Georgia and will repre- 
sent his state at the coming Chicago convention.—JHR. 
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The Guest Book 


Louis E. Hanson of Pacific Desk Company, Los An- 
geles, called at the office of this publication June 1. 
He is a man of thirty-five years office furniture experi- 
ence and a producer of real ability. While in Chicago 
he visited several manufacturers and also a nephew 
who was put in charge of a Chicago project by a Los 
Angeles manufacturer. Mr. Hanson’s customers are 
located not only in Los Angeles and vicinity but also 
in the northern part of the state and several other 
states as well. He reports an active office furniture 
market. 


R. C. Mishek of Mishek Sup»ly Company, Waseca, 
Minn., signed the Guest Book June 5. He has been 
specializing in the jobbing of duplicator supplies and 
thought that the outlook for the territory he served 
was attractive. 


John Loser of the Noiseless Writing Machine Service 
Company, New York, N. Y., and president of the Na- 
tional Typewriter & Office Machine Dealers Associa- 
tion, flew into Chicago on a trip devoted to advancing 
the affairs of the fifteenth anniversary convention of 
N. T. O. M. D. A., on Monday, June 10. The following 
morning he called upon us, inscribed his name in the 
Guest Book and charged us with greater enthusiasm 
for the coming Detroit convention and the activities of 
the association in general. 


James F. Vreeland, manager, Roytype division, Royal 
Typewriter Company, Inc., in Chicago for a meeting of 
the Royal portable group in the midwest, accompanied 
by Earl Wilkening, who travels out of Chicago for the 
Royal supplies division, looked in upon us on June 11. 
Enthusiastic over the reception of the new Roytype 
ribbons and carbons coming from the company’s fine 
new plant in Hartford. Some stops to be made on the 
return to New York. Not only encouraging to an old 
timer, but also patient listener to his “twice told tales” 
of the early days of the “Royal.” 


A. E. Harbord of the Harbord-Rogers Company, sta- 
tioners in Portland, Ore., and Mrs. Harbord signed 
their names to the Guest Book on June 11. They were 
on an extensive trip which was to take them to Detroit, 
Buffalo, Niagara Falls, New York, Washington, St. 
Louis and Denver before returning to Portland. The 
itinerary included calls at a number of factories of 
concerns whose goods he sells. Mr. Harbord has been 
in the stationery business for something over twenty 
years. He is a codperator and participates in the 
activities of the Pacific Northwest Stationers Asso- 
ciation. Mrs. Harbord is well known in the industry 
in her part of the country and is particularly popular 
with some who have been fortunate enough to visit 
the Harbords in their home and enjoy her southern 
cooking. 

William A. Metzger, sales manager of the portable 
division, Royal Typewriter Company, Inc., and J. L. Mc- 
Donough, western supervisor of Royal’s portable de- 
partment, inscribed their names in the Guest Book on 
June 12. Mr. Metzger was in Chicago on the special 
mission of personally introducing new promotion plans 
to the portable department men in the central west. 
He arrived by airplane Monday morning, June 10, in the 
company of W. H. Beckwith, advertising manager for 
Royal, held a meeting in the Bismarck hotel Monday 
afternoon and tried his best to start back home on 
Tuesday. Circumstances made a stay until Wednesday 
imperative, which resulted in pleasure for us in the 
form of a short but stimulating visit before the noon 
plane left for New York. Although now heading port- 
able activties for Royal, Mr. Metzger confesses to a 
strong love for advertising, with which he had been 
directly concerned almost from the time when he was 
secretary to George Ed. Smith, for many years presi- 
dent of the Royal Typewriter Company, Inc. Thor- 
ough-going belief in the value and power of adver- 
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tising has contributed largely to the character and 
effectiveness of the sales programs developed and 
launched under Mr. Metzger’s jurisdiction. 


I. A. Dehn, of Oakland, Calif.. manufacturer of 
parts for adding machines, called at the offices of 
this journal June 12. He was on a business trip which 
was to take him to St. Louis, Kansas City, Dallas and 
Fort Worth on his return. Business, he said, was good 
and further improvement was anticipated. 


Charles R. Barry of Chas. R. Barry Company, manu- 
facturers’ representative of San Francisco, affixed his 
name in the Guest Book on the nineteenth of June. 
He had come to Chicago several days earlier but hur- 
ried through to keep an appointment in Cincinnati. 
The trip was a busy one during which he conferred 
with several manufacturers whose wares are sold by 
his organization in eleven western states. He was 
optimistic about business in the Pacific Coast area. 


Francisco Trevino, resident of Monterrey, N. L., 
Mexico, and manager there for Proveedor de Oficinas, 
S. A., as well as Monterrey agent for Carr Bros., Inc., 
exporters of steel and steel products, complimented us 
with a call on June 21. In Chicago particularly to visit 
Ditto, Inc., for which Proveedor de Oficinas, S. A., is 
agent in Mexico, and Wilson-Jones Company, for 
whose lines Mr. Trevino is representative in Monterrey 
and other towns in the territory he covers. Making 
his first trip to this country, he arrived in New York 
two and one-half weeks ago. Keeping business ap- 
pointments with the Royal Typewriter Company, Inc., 
Monroe Calculating Machine Company, for which P. D. 
O. S. A. is also agent in Mexico. Much impressed with 
the factories of each of the companies represented. 
Could spend but one day to view New York Fair, which 
he enjoyed as an architectural ensemble and as a spec- 
tacle. Enthusiastic about New York City and delighted 
with his contacts there. Business of P.D.O.S.A. ham- 
pered a bit some time ago by the influx of German 
manufactures brought by the commercial arrangement 
between the two countries at the time, now going well. 
General business in Mexico quite active. Outlook en- 
couraging. Infectious enthusiasm for his country and 
the enterprise of his people. 


Frank H. Binney of Stockwell & Binney, San Bern- 
ardino, Calif., pulled our latch string on June 24 and 
made a bright spot in our day. With two boys, eighteen 
and sixteen, on the way back home from the Rotary 
International convention, at which there was an at- 
tendance of 4000 at Havana, Cuba, June 9 to 14. The 
three Binneys drove from San Bernardino to Miami, 
Fla. Upon return from Havana, drove north with 
Washington as the chief objective for the particular 
benefit of the two juniors, making their first trip east. 
There was a thrill for the group at Williamsburg, Va., 
where they left their footprints with those of George 
Washington, Thomas Jefferson, Patrick Henry, John 
Marshall, et al. Grand impression of Mount Vernon 
before crossing the Potomac into Washington for two 
days’ exciting experiences, one of them being to see 
Congress in session, and a pleasant visit with the 
secretary-general manager of the National Stationers 
Association, Charles P. Garvin. From Washington the 
party drove through to Muskegon, Mich., thence to 
Chicago for two days, where the juniors were shown 
twenty-five miles of lake front and other city attrac- 
tions. A visit with members of the Horder staff was 
one of Mr. Binney’s pleasures. Business on the Coast 
going along very well. No spectacular high spots, but 
what is more satisfactory, a reasonable day-by-day 
volume. The three Binneys were all much impressed 
with their visit in Havana. Going down Obispo street, 
observing the very attractive building of Cultural S. A., 
an impressive office equipment store, Mr. Binney made 
a fraternal call with pleasant reception. “Where”, said 
he, which was our thrill from the Binney trip, “I had 
the pleasure of seeing a recent copy of Office Appli- 
ances.” 
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NEW MACHINES AND DEVICES | 





L. C. SMITH PRODUCES NEW CORONA COMET 

L. C. Smith & Corona Typewriters Inc., Syracuse, 
N. Y., has introduced to the trade a new Corona port- 
able which has been given the trade-name of the 
Corona Comet. Among the features claimed for the 
new machine are the following: 

Floating shift, piano key action, automatic and 
manual ribbon reverse, one stroke ribbon reverse feed- 
ing on same stroke, right and left margin stops (fully 





THE CORONA COMET PORTABLE 


adjustable), margin release in keyboard, positive mar- 
ginal line lock, variable line spacer (locks on variable), 
all-around steel frame, back spacer, right and left shift 
keys, shift lock, single and double line spacing, carriage 
centering and protective escapement lock-out lever, 
large right and left platen knobs with sufficient finger 
clearance between them and other operating parts, 
black non-glare ripple finish, paper fingers, locking 
bounce-proof typebars, carriage bed, typebar segment 
raceways and ribbon mechanism anchored to frame, 
folding paper table, spring steel typebar anvil, right 
and left carriage release, line space carriage return 
lever, graduated line indicator, complete visibility, 
standard keyboard, pica or elite type, enclosed ribbon 
spools, non-glare keyboard, paper release lever (locks 
on release), all operating levers easily accessible. 


The Corona Comet retails at $44.75. 
hatte Rese Seman 


NEW SCHOOL DESK BY INDIANA 
The Indiana Desk Company, Jasper, Ind., has de- 
signed and introduced to the trade a new series of 





THE INDIANA SCHOOL OR LIBRARY DESK 


school and library furniture, of which the desk illus- 
trated here is one of the numbers. 


One of the principal features of the desk is a com- 
plete rounding of all corners and edges so that an 
attractive design is created and splintering of the edges 
is eliminated. The desk, which is of Indiana white oak, 
is equipped with six legs, generous drawer space and 
the usual book rack at the back edge. It is also avail- 
able in Northern birch or maple. 

Further details on the entire line will be submitted 
to dealers on request. 

9 
SHEAFFER’S “SKYBOY” PEN 

The W. A. Sheaffer Pen Company, Fort Madison, 
Iowa, has recently announced its new “Skyboy” foun- 
tain pen, which was designed to overcome the difficul- 
ties usually encountered in manipulating a fountain 
pen at high altitudes. 

It is a well-known scientific fact that fountain pens, 
filled in the air pressure at ground levels, undergo a 
drastic change when opened at altitudes encountered 
in flying. They can be expected to leak or even spurt 
ink as soon as the cap is removed. This difficulty, ac- 
cording to the Sheaffer organization, has been suc- 
cessfully overcome in the Skyboy, the achievement 
being accomplished by use of a new, patented feed and 





SHEAFFER'S “SKYBOY” PEN AND PENCIL SET 


a carefully calculated ratio of capacity-to-flow. The 
pen has been flown by plane pilots in various tests. 
The “Skyboy” comes in two sizes and in all colors, 
retailing at $8.75 and $10. Both are “White Dot” 
Sheaffer lifetime models. Further particulars on the 
entire line will be furnished promptly to dealers on 
request to the company’s home Offices. 
- —?-—— 2 


NEW THREADLINE PENCIL BY RITE-RITE 

The Rite-Rite Manufacturing Company, 1501 Polk 
street, Chicago, has announced a new and improved 
addition to its line of mechanical pencils with the 
advent of a Threadline model with break-proof 
mechanism. It is to sell at forty-nine cents. 

The special feature of the new mechanical pencil 
definitely prevents damage usually created by twisting. 
It consists of two safety idlers which automatically 
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disengage the mechanism when twisted beyond its 
normal limit. Thus when the lead is propelled or re- 
pelled to its normal limit any further twisting has no 
effect whatever and the mechanism will not operate 
until turned in the proper direction. 

Further particulars on the new item will be supplied 
immediately upon request to the company. 


—— So 
MICHIGAN ANNOUNCES EIGHT-DRAWER 
EXECUTIVE DESK 


Utilizing a completely new style of design to include 
in its construction eight drawers in place of the usual 
four, a new executive desk has been introduced to the 





THE MICHIGAN No. 2066 DESK 


industry by the Michigan Desk Company, Grand Rap- 
ids, Mich. 

Made with a beautiful walnut exterior and sturdy 
steel interior, the desk is available in a variety of pat- 
terns. The drawers are arranged four on the right side, 
one in the center and three on the left. These have 
been made in various depths to allow an efficient and 
systematic arrangement of cards, guides, folders, etc., 
to suit the requirements of practically any type of 
business organization. The desk illustrated here is 
listed as the No. 2066, and measures 66 by 36 inches. 

In the line, all executive desks in the 66 or 72 inch 
sizes are equipped with drawers for cap size filing and 
a double drawer furnished with sliding steel follower 
block. A letter size cross file tray is available if desired. 


ee 


COLE’S STEEL LETTER FILE 
The Cole Steel Letter Equipment Company, 349 
Broadway, New York, N. Y., has announced a new, 
steel letter file which is equipped with a sturdy lock 
and key. The line also includes a file of similar manu- 
facture made in legal size. In the New York area the 





THE COLE STEEL LETTER FILE 


letter size file, complete with lock and key, lists for 
$3.49. 


*—- 
ROYAL’S “COMPANION” PORTABLE 
The Royal Typewriter Company, Inc., New York City, 
has introduced a new, home portable typewriter which 
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has been given the trade name of the Companion and 
sells for $49.50. 

Features offered in the new machine are touch con- 
trol, paper bail, back spacer, two margin stops, mar- 
gin lock and release, ratchet release, variable line 
spacer, standard keyboard, finger comfort keys, dust- 





THE ROYAL “COMPANION” 


proof construction, automatic ribbon reverse, stencil 
device, pica or elite type, Velvetone finish, accel- 
erating type bar action, single and double line spac- 
ing, carrying case and instant typing chart. The 
portable is given a modern, streamlined design. De- 
tailed information on the Companion model will be 
furnished by any Royal fieldman on request. 
sassinsaiaseestitlialatina dt ticiie 


BATES’ NEW EYELETTER ANNOUNCED 
The Bates Manufacturing Company, 30 Vesey street, 


New York City, and Orange, N. J., has announced a 
new eyeletter listed as the No. 40. The device is made 





THE No. 40 BATES’ EYELETTER 


to sell for $8.50 and replaces the old model Bates 
eyeletter. ' 
Five major improvements are claimed for the ma- 
chine. It is equipped with a hopper which is 100 
per cent automatic and holds 150 eyelets. The depth 
of the throat is 244 inches — twice that of the previous 
model which it replaced — and redesigned side springs 
assure 100 per cent even feeding without “misfires,” 
each eyelet being inserted and crimped neatly and in 
perfect gauge located position. 
<7. 
TECHNYGRAPH’S NEW “RAINBOW” STYLI 
A new set of styli, featured by streamlined design, 
plastic handles and unusually light weight has been 
announced to the trade by Technigraph, Techny, Il. 
Packed in unbreakable transparent containers, the 
styli have been given the trade name of Rainbow, due 
to the fact that they come in a series of colors, each 
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of which indicates the fineness of the individual tip, 
making rapid selection easy. 

The handles are made of lightweight, non-breakable 
and non-fading Lumarith, smooth to the touch and 
easily cleaned and kept clean. Knurling near the tip 
gives the index finger a firm grip. 

Another special feature, and one which is said to 





TECHNYGRAPH STYLI 


be the first of its kind, is the self-oiling wheel of the 
wheel styli. This is accomplished by a self-oiling con- 
tainer and assures a smooth rolling wheel, longer life 
and finer service. 
oe © —- 
OLSEN’S WOODCRAFT DESK 

The O. C. S. Olsen Company, 2527 Moffat street, Chi- 
cago, has announced a new line of office desks under 
the trade name of the Woodcraft, and listed as the 
B-5000 series. 

The new number is a modern island base desk de- 
signed for grace as well as utility. The island base is 





OLSEN’S B-5000 DESK 


made to blend with the proportions of top and drawers. 
New features include rounded corners, built-in revolv- 
ing tray for pins, etc., or for use as an ash-tray. 
Drawer pulls are an integral part of the drawer itself, 
eliminating the use of hardware. 

Flat top models measure 52 by 32, 60 by 34 and 66 by 
36 inches and a model is available equipped with the 
Senglide typewriter pedestal. The series is available 





OFFICE APPLIANCES 


in walnut finished in medium dark brown and in light 
golden oak. Special finishes can be had on demand. 


———_e—a— 
TWO NEW HOTCHKISS STAPLERS 


The Hotchkiss Sales Company, Norwalk, Conn., has 
announced two new staplers added to its line of paper 
fasteners which have been given the designations of 
“Palmfit” Nos. 120 and 122P. 

The model 120 is a full-size desk stapler featured by 
an extreme adaptability, being actually four staplers 
in one. A new type anvil, given the name of the 
“Quadriclinch,” provides in simple form an anvil to 
make each of the four style clinches illustrated here: 
The standard Hotchkiss permanent clinch, the extra 
flatclinch, for up to six sheets; the temporary clinch, 
for easy removal, and the regular pin ticket type of 
temporary clinch. The machine has fewer working 
parts all specially hardened and is made of welded 
steel construction with plastic palm-fitting top lever. 
The finish is black crackle lacquer with chrome-plated 
base. 

The 122P is a plier type machine which uses stand- 
ard staples and has a capacity of 105 staples. With 
the base swung down and around the device may be 





NEW HOTCHKISS 
PRODUCTS. —(Upper 
left) The Palmfit 
model No. 120. (Lower 
left) The No. 122-P 
plier type _ stapler. 
(Above) Four styles 
of clinch listed in the 
accompanying item. 





used as a tacker. Of the Hotchkiss “Palmshift” con- 
tours, the 122P is without knobs or bumps and can 
easily be carried in pocket or purse. 


—-_-e-. — 


GRAFF ANNOUNCES NEW SIGNAL 


The George B. Graff Company, 54 Washburn avenue, 
Cambridge, Mass., has announced a new Graffco Nu- 
Vise signal. The device is similar to the Graffco Vise 
signal but is marked by improvements which leave the 
signal perfectly flat on the front, with no projecting 
edges to catch on other cards and sheets. It is easy to 





THE GRAFFCO NU-VISE SIGNAL 


attach and grips firmly, yet the overall thickness is 
not increased. The signal, protected by patents, is de- 
signed for vertical card records. The same type of 
construction has been applied to the Graffco Nu-Viz 
signal, a steel signal for visible record systems. The 
latter item is available in four styles, three widths and 
twelve colors. 
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NEW FLUORESCENT LIGHT BY GENERAL LAMPS 
The General Lamps Corporation, Muncie, Ind., has 
announced a new line of fluorescent lamps for com- 
mercial purposes of which the No. 868—a fluorescent 
desk lamp—is illustrated here. 
The No. 868 is designed for business desks, writing 





THE No. 868 FLUORESCENT DESK LAMP 


room tables, showcases, etc., and is streamlined, 
sturdily built and durably finished. It has a leather 
bronze finish. 

The shade is scientifically designed to distribute the 
maximum of light properly diffused. The lamp uses an 
eighteen-inch fluorescent tube and consumes fifteen 
watts. 

Complete details covering the fluorescent line may 
be obtained by writing to the company’s home Offices. 


TWO NEW SHIPMAN-WARD ITEMS 
The Shipman-Ward Manufacturing Company, 325 
North Wells street, Chicago, is introducing to the trade 
two new and useful items which are described as a 
newly-designed typewriter repair flashlight, and a de- 





TWO SHIPMAN-WARD PRODUCTS 


vice for handling hard-to-get-at parts during repair 
work. 

The flashlight is featured by a bent tip which is 
capable of illuminating intricate angles in and around 
machines. The curved cold light tip can be dis- 
connected to make the device a powerful flashlight 
of conventional pattern. The case is of unbreakable 
ebony plastic and it is sold with two batteries and 
a Mazda bulb. 

A second device is for picking up dropped parts dur- 
ing repair work on machines and re-attaching them. 


49 


Its picking-up ends can reach anywhere within the 
machine due to the fact that it bends, twists and 
turns in all directions and operates with a twist of 
the finger on a plunger at its end. 
R$ 
WEBSTER-CHICAGO’S NEW AMPLICALL SYSTEM 
Webster-Chicago, 5622 Bloomingdale avenue, Chi- 
cago, has announced an entirely new line of Amplicall 
intercommunicating systems, ranging from a popular- 
priced two-station unit to others handling as many 
as eighty-four stations. 
The W-424 master station illustrated here is con- 
tained in a handsome two-tone (birch and walnut) 





THE W-424 AMPLICALL MASTER STATION 


hand rubbed wood cabinet with the following dimen- 
sions: seven inches in height, six and three-quarter 
inches in depth and fifteen inches in length. 

This unit introduces a new feature in intercom- 
municating systems named the “Mute.” This permits 
combining master stations and remote stations on 
the same system without cross-talk between masters. 
By means of this new circuit the master stations re- 
main soundless except during conversation. Other fea- 
tures include individual locking type illuminated push 
buttons, balanced line circuit, new type tubes of low 
power consumption and incoming and outgoing vol- 
ume controls on each unit. 

The W-424 is also available with an earphone attach- 
ment for installation where privacy of conversation 
is desired. 

—< — 
SOROBAN, THE JAPANESE ABACUS 

The abacus or Japanese Soroban here pictured is an 
attractive and substantially built model made by 
Takashi Karima & Company of Tokyo. It is con- 
structed precisely of beautifully finished wooden bands, 
rods and counters. Three inches high and thirteen and 
a half inches wide, it is small enough for convenient 
handling, yet has almost unlimited capacity. 

This particular model is recommended by the manu- 
facturers (said to be the largest producers of the 
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THE JAPANESE ABACUS 


abacus in Japan) for use in the United States. In cer- 
tain banks, exporting houses and other commercial 
enterprises, where Japanese, Chinese and others who 
have had certain clerical experience in the Orient are 
employed, the abacus is used for many calculations. 
The manufacturers believe that if more were made 


New Machines and: Devices Section 
Continued on Page 86 
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SPEAKERS AT THE OFFICIAL OPENING OF THE WORLD’S FAIR OFFICES AT WORK.— 

(L to R) J. A. Zellers, vice-president. Remington Rand, Inc.; Grover A. Whalen, president, N. Y. 

World's Fair; Katherine B. Gray, office manager of the fair; F. W. Nichol, vice-president and 

general manager, International Business Machines Corporation; Robert D. Kohn, vice-president, 

the fair. (Inset) Harvey D. Gibson, chairman of the board of the New York World's Fair, and 

president, the Manufacturers Trust Company, at the microphone during the official opening 
of the Offices at Work. 


N. Y. FAIR’S “OFFICES AT WORK” 
OFFICIALLY OPENED 

Attended by a group of prominent business men and 
officials of the organization, the official opening of the 
New York World’s Fair offices at work display, which 
has previously been described in these pages, was held 
on June 14. 

Robert D. Kohn, vice-president of the fair organi- 
zation, was in charge of the program and introduced 
the speakers among whom were included the follow- 
ing: J. A. Zellers, Remington Rand, Inc.; Grover A. 
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FOUR VIEWS OF THE OFFICES AT WORK EXHIBIT.—(Leit) 
Collating department where a battery of ten Bates staplers is 
in constant use, handling all news releases sent out by the 
Fair. A Bates foot-power stapler is shown in action. (Upper 
center) Executive lounge in the Business Systems building in 
which literature of twenty-three participating companies is 


Whalen, president, the New York World’s Fair; F. W. 
Nichol, International Business Machines Corporation, 
and Harvey D. Gibson, chairman of the board of the 
fair. Each of these men spoke on matters of interest 
to the fair in general and the office equipment com- 
panies whose products were on display in particular. 

Preceding the speakers program the visitors were 
taken on a tour of inspection of the exhibit which is 
located in the Business Systems building in the fair 
grounds, and which is under the supervision of Kath- 
erine B. Gray, office manager. 





available. (Lower center) Part of the duplicating section in 
which a number of A. B. Dick Company Mimeographs are in 
operation. Since 1936, 27,000,000 pages have been prepared 
from Mimeograph stencils. (Right) Two Bates numbering ma- 
chines in operation in the collating department. At left is 
a combined dating and numbering machine operated by a 
lever. The other machine is an -ordinary numberer. 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office, 20 North Wacker Drive, Chicago and tke staff at 

the branch in charge of C. H. Everly at 418 Pershing Square Bidg., Pershing Square, 42nd St. and Park Ave., New 

Vork, will be happy to be of any possible service. While the facilities at New \Vork are not so many as at Chicago, 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 


By Mrs. S. S. Elliott 


Assistant Secretary, Office Appliance Trades Association of Great Britain and Ireland, 
C. 4 


6 St. Bride Street, 


London, E. 


Mr. Vincent Jackson, who served in the Royal Flying Corps during the World 
War, has been granted a commission in the R. A. F. volunteer service, where he 


will be connected with the administration department. 


Mrs. Elliott will take 


over Mr. Jackson’s work “for the duration.” 


London, 4th May, 1940. 


“Deflated.” That about sums up the reaction of 
industry to the recent essentionally drastic paper ra- 
tioning. To a certain degree, not wholly unanticipated 
and until the necessary adjustments have been ef- 
fected, it makes for certain difficulties. However, it is 
murmured “this fight is a Crusade,’ and business ac- 
cepts it in the orthodox Crusader spirit—a difficulty to 
be overcome. On the face of it, it appears to be par- 
ticularly difficult to curtail vital business records which 
tend to expand rather than decrease. 

The office appliance industry undoubtedly can do 
very much to educate in the “non-wastage campaign.” 
Unimportant letters can be replied to on the original 
document; envelopes may be used over and over again 
by the use of economy labels. I understand the record 
in the life of an envelope was set up during the 1914-18 
conflict, a particular envelope travelling no less than 
seventy-five times between London and West Brom- 
wich, each journeying of the envelope being a distance 
of one hundred and twenty-five miles. 

The junior office staff attaches no importance to the 
necessity for conservation of paper supplies and is un- 
able to grasp the meaning of paper shortage, tending 
to view it as the pet economy theory of some crank 
unknown and conservation of supply the necessary re- 
action to his foolish theorising. Paper consumption 
examined closely nevertheless reveals an appalling 
wastage. 

The eyes of industry are still turned in the direction 
of “foreign affairs,’ namely the export drive. Savour- 
ing of the unusual, it having been invited to “organise 
itself’ to this end, it wholeheartedly appreciates the 
novelty of the invitation and is one hundred per cent 
out to make it a success. The broad outlines having 
been suggested to it, it is now industry’s job to work 
out the scheme to a complete success—the expert 
finalises the details and marks out the road to the 
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achievement of the desired end. No defeatist pro- 
gramme this, but the Crusader fighting his holy war 
in humanity’s cause, the spirit that makes for victory 
no matter the odds in battle. He that takes the long 
view and keeps his balance goes steadily ahead. Petty 
competitive jealousies being forgotten in the best in- 
terests of all and agreement reached that it is the time 
for friendly codperation. 

An export group for the office appliance industry is 
now in being—styled “The Office Appliance and Equip- 
ment Industry Export Group.” Officially recognised by 
the government, the chairman of the group is the 
worthy chairman of the Office Appliance Trades Asso- 
ciation—W. G. Gledhill, T.D., M.A.—the honorable sec- 
retary being Edgar Smith of Block & Anderson, Ltd. 
Many things can be done by the group for the industry 
it represents; it remains to be seen what it can accom- 
plish. 

An interesting experiment for the war jaded citizen 
—the study of the game of equity as played by learned 
students of the law. Initiation into the rules of the 
game leaves one breathless but is not conducive to 
play. 

Less waste in advertising is to be publicity’s future 
policy. “Tell All” advertising, rather lengthy, expressly 
designed for the buyer, giving a comprehensive survey 
of the product, with sufficient detail to make the pros- 
pect decide to buy without added verbal sales talk.— 
SSE 

TWO NAUTICAL BODIES HONOR ROCKWELL 

Ira C. Rockwell, president and manager of J. & A. 
McMillan, Ltd., office equipment dealers, St. John, 
N. B., Canada, was recently re-elected to the presi- 
dency of the Seamen’s Mission Society, an organiza- 
tion for sailors which he had headed for the past 
seven years. At the same time, but at another annual 
meeting, he was elected to the executive board of the 
Navy League of Canada.——_WJM 





REPORT OF IMPORTANT EVENTS AND ACCOUNT OF 





NOTEWORTHY ACTIVI- 





TIES FOR THE MONTH IN 


EVERY DIVISION OF THE INDUSTRY 








MISCELLANY 





—i- 


NLRB DROPS CITATION AGAINST 
REMINGTON RAND 


An action of the National Labor Relations Board to 
have Remington Rand, Inc., penalized by the United 
States Circuit Court of Appeals for an alleged violation 
of a previous board order, was dropped last month 
when the court discontinued the hearing. The judicial 
action followed announcement that the company and 
the board were negotiating a settlement which is to be 
incorporated in a new order and submitted for 
approval. 

The labor board’s action was based upon an allega- 
tion that Remington Rand had violated a circuit court 
order of March, 1938, by announcing the closing of its 
Middletown, Conn., plant and the dismissal of 1200 
employes. NLRB charged that the plant closing, re- 
ported elsewhere in this issue, was designed to “defeat 
American Federation of Labor unions which had or- 
ganized the corporation’s workers.” This was denied 
by attorneys for the company. 

Oe 


GF APPOINTS MILLER ADVERTISING MANAGER 


William S. Miller, director of sales education for The 
General Fireproofing Company, Youngstown, Ohio, has 
been appointed advertising manager, succeeding the 
late Ralph S. Gildart. 

Mr. Miller is admirably equipped for his new duties, 





having advanced to the position by his achievement 
through more than nineteen years with the G. F. Com- 
pany in selling, district sales management, sales educa- 
tion, market analysis and sales promotion. Which 
last two may be considered as base and pinnacle of 
the advertising department. 


WATSON RETURNS GERMAN DECORATION 

Thomas J. Watson, president of the International 
Business Machines Corporation and for many years a 
tireless advocate of world peace, last month returned 
to the German government a decoration conferred 
upon him in June, 1937. The decoration was accom- 
panied by the following letter, signed by Mr. Watson, 
and addressed to Adolf Hitler, Reichsfuhrer and Chan- 
cellor of the Reich, Berlin, Germany: 

“At the time of the congress of the International 
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THOMAS J. WATSON 








Chamber of Commerce in Berlin, in June, 1937, at 
which I was elected president of that body, we dis- 
cussed world peace and world trade. You made the 
statement that there must be no more wars, and 
that you were interested in developing trade with 
other nations. 

“A few days later your representative, Dr. Hjalmar 
Schacht, in the name of the German government, con- 
ferred upon me the decoration of Merit Cross of the 
German Eagle (with star) in recognition of my efforts 
for world peace and world trade. I accepted this 
decoration on that basis and advised you that I would 
continue to codperate in the interests of those causes. 

“In view of the present policies of your government, 
which are contrary to the cause for which I have been 
working and for which I received the decoration, I am 


returning it.” 
—>- —- 


SWANSON JOINS HATTON LEATHER 
The Hatton Leather Company, Grand Haven, Mich., 
last month announced the appointment of Philip A. 
Swanson, of St. Louis, Mo., who will represent the 
company to the furniture trade in western New York, 
Ohio, southern Indiana, Kentucky and Missouri. 
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GF PROMOTES SOURBECK 
R. M. Sourbeck, for many years connected with The 
General Fireproofing Company, Youngstown, Ohio, has 
been promoted to the position of district manager in 
charge of sales for district No. 8. 
The appointment was announced by Assistant Ad- 





R. M. SOURBECK 


vertising Manager William H. Schafer, who reported 
Mr. Sourbeck, during his years with General Fire- 
proofing, has demonstrated a sales ability which well 
qualifies him for the position he takes over. 

REMINGTON CLOSES MIDDLETOWN PLANT 


As part of the company’s policy of concentrating its 
manufacturing to obtain increased production effi- 
ciency, Remington Rand, Inc., Buffalo, N. Y., has 
closed its Noiseless typewriter plant at Middletown, 
Conn., and will transfer all manufacturing operations 
at that point to Elmira and Ilion, N. Y. Employes 
of the Middletown plant were given an opportunity 
to apply for employment at the other plants. 


i 


SURROGATE COURT APPROVES WATERMAN 
MANAGEMENT 


Approval of the referee’s report denying charges 
that the late Frank D. Waterman had caused the 
L. E. Waterman Company to lose $3,520,467 through 
mismanagement and negligence in the conduct of 
the business, last month was handed down by Surro- 
gate George Albert Wingate in Brooklyn. 

The charges, filed by Elisha H. Waterman, one of 
the successor trustees of the estate, covered the pe- 
riod from Nov. 1, 1928 to May 6, 1938. They were 
directed against Frank D. Waterman, as sole trustee 
of the estate of Lewis E. Waterman and president 
of the L. E. Waterman Company, and specifically ob- 
jected to the accounting and supplementary account 


INTERIOR OF THE NEW STORE OF THE 
BILL SHAW COMPANY.—At the left are 
shown the partitions which separate the 
various furniture pieces on display. In 
the extreme rear a raised platform fea- 
tures a new desk of the Yawman and 
Erbe Manufacturing Company, which 
Mr. Shaw's firm represents. 
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on the estate of Lewis E. Waterman as filed by the 
executors of the estate of Frank D. Waterman. 

The referee reported that “this company’s difficul- 
ties were typical of all other large companies’ expe- 
riences during the depression period. This company 
was a national and international organization, and, 
unless it chose to close up its business, I can find no 
way it could have reduced its losses; in other words, 
it was in the same position as all other national 
organizations, it had a large machine which cost a 
minimum to keep going and if sales dropped below a 
certain point losses were necessarily resultant. 

“I find as a fact that the accounting executor (one 
of the executors of the estate of Frank D. Waterman 
having died) has, by clear and convincing evidence 
shown that there was no negligence on the part of 
the deceased trustee. In fact I find that there is no 
justification for the charge of negligence or mis- 
management, or for the charge that the operating 
expenses or cost of sales were excessive, or for the 
charge that the losses could have been reduced or 
eliminated by the exercise of prudent management.” 

——— 


MAYER CORPORATION MOVES 

The Mayer Manufacturing Corporation, makers of a 
number of office items, including the De Luxe memo 
pad and Kompakt desk organizer, has recently moved 
into a modern plant at 3130-3140 West Fifty-first 
street, Chicago. The new building provides 42,000 
square feet of space and is equipped with modern and 
efficient machinery. Theodore S. Mayer is president 
of the corporation. 

<< 


BILL SHAW IN NEW HOME 

The Bill Shaw Company, office outfitting firm of 
Charlotte, N. C., last month moved into a new home 
at 127 West Fourth street in the central section of the 
city’s business district. Prior to the move the building 
was completely remodeled and redecorated to make the 
interior more suitable for an office equipment firm. 

Mr. Shaw, who is recognized as an authority on 
office systems and has been connected with the in- 
dustry for eighteen years, opened his own business in 
January, 1937. At that time he was doing business 
solely as a representative of a number of companies 
but in a short time acquired a large stock of office 
furniture and supplies and leased premises in the 
Piedmont building. At the present time the company 
specializes in the designing of office layouts to suit 
individual needs of any type of business establish- 
ment. In the store there is a unique method of display- 
ing furniture which involved the use of partitions 
between the various pieces while, in the rear, is a 
raised platform where is permanently displayed the 
new Y and E Neutra-Tone desk, made by the Yawman 
and Erbe Manufacturing Company, Rochester, N. Y., 
which Mr. Shaw’s organization represents. 
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MEETINGS—CONVENTIONS—DINNERS 








BANQUET OF THE THIRD REGIONAL MEETING IN ATLANTIC CITY 


Third N. S. A. District Meets At Atlantic City 


Nearly 200 Register for Convention on June 14—A. W. 
Gill becomes New Regional Governor—NSA ''Troupa- 
dours" Welcomed With Enthusiasm 


HE 1940 annual gathering of the Third Regional 

District, held in the Claridge hotel, Atlantic City, 
on June 14 and 15, measured up in every way to the 
high standard set by other regional meetings this year. 

After the meeting was called to order by Regional 
Governor R. I. Thomas on Friday morning, the activ- 
ities of the gathering were carried through until 11:00 
p. m. without interruption other than to partake of 
food at luncheon and dinner. The ball was kept rolling 
at high speed with unabated interest, a crowded room 
at all times with Governor Thomas and C. P. Garvin 
alternating in the leadership of the presentation and 
discussions. There was genuine evidence of deep in- 
terest in the problems presented to the gathering and 
a definite evidence of enthusiasm for the accomplish- 
ment of those things that mean better business. 

“The Night Club of the Air” had to delay its open- 
ing performance because of the interest in the meet- 
ing holding the attendance until such a late hour. 
Ned Baynon, chairman of the Penn-Mar-Va Travelers 
Club entertainment committee, qualified as a post- 
graduate member of the master of ceremonies union in 
conducting this affair. The selection of talent by him 
and his committee was fine, and the able manner in 
which Mr. Baynon carried out the program is deserv- 
ing of special mention. Hats off to Ned! 

Governor Thomas is also entitled to special mention 
for the interesting program prepared and the manner 
in which he conducted the meeting. Here is a reai 
worker whose sincerity and industrious effort to serve 
his industry in the region in which his company oper- 
ates, and the industry as a whole as well, justly entitles 
him to the respect and esteem of all. The National Sta- 
tioners Association can well be proud of such members. 

All the various committees and their chairmen car- 
ried out their duties ably and codrdinated to the end 
that a most successful gathering was enjoyed. 

The regular paid registration was well up toward 175 
and there were many additional friends who attended 
the banquet on Saturday night. 


Following the opening of the meeting on Friday 
morning, Frank Shaner of Atlantic City, New Jersey, as 


ON OPPOSITE PAGE.—Visitors at the third regional meeting in Atlantic 
City. 

1. Mrs. Charles P. Garvin in foreground. L. to R. around table: Harry 
Tehan, Charles M. Higgins & Co.; Harold Hampton, Indianapolis 
Office Supply Co.; Paul Burbank, Eaton Paper Corp. (standing); 
Charlie Garvin; Harvey P. Rockwell, Yawman and Erbe Mig. Co.; 
Owen Bayless, Lowman & Hanford, Seattle. 

2. Bill Vogel. Sengbusch Self-Closing Inkstand Co.; A. W. Williams, 

Stationers Guild; Herb Walsh, Ace Fastener Corp.; W. E. Stockett, 

Stockett-Fiske Co., Inc., Washington, D. C. 

. Harry Tehan, Charles M. Higgins & Co.; Paul Burbank, Eaton Paper 

Corp.; Owen Bayless. Lowman & Hanford, Seattle. 

. Rudy Franz, Parker Pen Co. 

. Stan Woodruff, Weis Mig. Co.; J. G. Bainbridge, Bainbridge, Kimp- 

ton & Haupt, New York City; Ben Wachtel, Parker Pen Co. 

. Back row: Gene Risenberry, American Pencil Co.; C. E. Murphy. 
Johnstown Office Supply Co., Johnstown, Pa.; John G. Kolb, C. How- 
ard Hunt Pen Co. Front row: Joe Strauss, Automatic Pencil Sharpener 
Co.; W. T. Ridgeway. Esterbrook Pen Co. 

7. George S. England, L. M. Brown, Lynn Warwick, Carl P. Finck, all 
of Eberhard Faber Pencil Co. 

8. David Price, Eagle Pencil Co., second vice-president, Penn-Mar-Va 
Club; F. Burton Brewster. Boorum & Pease Co., Penn-Mar-Va pres- 
ident; Ned Baynon, Eberhard Faber Pencil Co., Penn-Mar-Va first 
vice-president. 

9. Governor-Elect A. W. Gill and Mrs. Gill. 

10. E. A. Keeling, Art Metal Construction Co.; C. E. Murray, Johnstown 
Office Supply Co., Johnstown, Pa.; John H. Griffith, Art Metal Con- 
struction Co. 

1l. Ben and Herb Grayston. father and son team, Ace Fastener Corp. 
Herb recently graduated from N. U. and will spend his time 
calling on the trade with his father. 

12. Thomas Stagg. Hoskin’s, Inc., Philadelphia; R. L. Thomas, Lucas 
Bros., Baltimore; Owen Bayless, Lowman & Hanford, Seattle. 

13. C. H. Everly, Office Appliances, and F. G. Reader, A. Pomerantz 
& Co., Philadelphia. 

14. R. N. Wood, Esterbrook Pen Co.; A. E. Peterson, Oxford Filing Sup- 
ply Co.; John G. Kolb, C. Howard Hunt Pen Co. 

15. Dan Smith, Jr., Smith Ptg. Co., Williamsport, Pa.; Archer Gibbons. 
A. Gibbons & Co.,. Newark, N. J. 

16. Harold Hampton, Indianapolis Office Supply Co.; F. H. Horner. 
National Blank Book Co.; E. R. Manning, Stein Bros. Mig. Co.; Henry 
A. Cox, Thomas Cox & Son, Newark, N. J. 

17. Mr. and Mrs. Otto Kretchmer, Peerless Key-imperial Mig. Co. 

18. George Swendeman, Oscar A. Wilkerson, Jr.. Security Steel Equip- 
ment Co.; A. O. Breinig. Business Supply Co., Philadelphia. 

19. Joseph Snitzer, Automatic Ptg. Co., Philadelphia; J. J. Dunn, William 
F. Murphy Sons. Philadelphia. 

20. Wilma Lipman and her father, Charles Lipman. George B. Graff Co. 

21. Camelie, Leon and Mrs. Banov. Clarotype Co. 

22. William F. Block, Victor Safe & Equipment Co.; Lou H. Hoelscher, 
Hoelscher Staty. Co., Buffalo, N. Y,. 
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OFFICE APPLIANCES 





RANDOM SHOTS AT THE THIRD REGIONAL CONVENTION 


1. Mr. and Mrs. Van Dorn and family, Joseph Dixon Crucible 
Co. 

2. Martin E. Escoffier, Clinton Office Supply Co., Newark, N. J. 

3. Henry Hendler and Otto Kretchmer, Peerless Key-Imperial 
Mig. Co.; Ray Williams, Acco Products, Inc. 

4. I. J. Meyer, Wilson-Jones Co.; Rhys Llewellyn, first regional 
governor: Lee Paddock, Wilson-Jones Co. 

5. Leo Wustner, William F. Murphy & Sons Co., Philadelphia. 

6. Ralph J. Moulton, Victor Safe & Equipment Co. 

7. John Kerns, Stationers Loose Leaf Co.; George Nitschke, 
Automatic Pencil Sharpener Co.; A. B. Abrams, Modern 
Stationer. 

8. Harold Wilkinson, Office Supply Co., Lancaster, Pa.; H. L. 
Heymann, Easton, Pa. 


a member of the local organization, welcomed those 
present, and in the absence of Mayor Taggert, who 
was unable to be present, Mr. Shaner introduced Alfred 
Patterson, the purchasing agent of Atlantic City, who 
officially welcomed the gathering and turned over the 
key to the city to the governor of the district. Mr. 
Patterson commented on the fact that as purchasing 
agent for the city usually he had to listen to the folks 
in our field talking to him, but that at this particular 
time the industry had to listen to him. He bade them 
all welcome and said, “Just remember this time you 
have to listen to me,” but the key to the city opens 
anything and he hoped those in attendance would 
benefit both in mind and body. 

Governor Thomas then presented Charles P. Gar- 
vin, general manager of the National Stationers Asso- 
ciation, to the group assembled. He also presented 
Owen G. Bayless, president of the National Stationers 


9. I. M. Levy. Art Steel Co., Inc.; Ben Josephson, Josephson 
Mig. Co. 

10. Dick Pomerantz, A. Pomerantz & Co. 

ll. Jerry McEvoy, Acco Products, Inc.; Herb Walsh, Ace Fas- 


tener Corp. 
12. J. W. McCormick and E. Russell Ashley, Ashley-McCormick, 


Bridgeton, N. J. 

13. Mrs. A. W. Williams, Mrs. A. W. Gill, Mrs. H. L. Heymann, 
Mrs. G. B. Van Schaick. 

14. Wash Jaques, Jaques & Co., New York City. 

15. L. M. Brown, Eberhard Faber Pencil Co.; Charles A. New- 
comet, C. P. Heller Bindery, Reading, Pa.; Ed. Johnson, 
Wilson-Jones Co.; Woodson P. Waddy, Everett Waddey 
Co., Richmond, Va. 


Association, who had come to the convention from 
Seattle. Mr. Bayless was called to sit at the head table. 
Mr. Garvin also presented Harold J. Hampton, former 
president of the national association and called him 
to the head table. 

Mr. Garvin then presented to the gathering the 
N. S. A. “Troupadours” who have been so active in 
work over the country at various regional meetings. 
These included Paul E. Burbank of the Eaton Paper 
Corporation; Harvey P. Rockwell of Yawman and 
Erbe Manufacturing Company; E. R. Manning of 
Stein Bros. Manufacturing Company; E. A. Keeling of 
Art Metal Construction Company; F. H. Caswell of the 
F. S. Webster Company; and Harry Tehan, Charles 
M. Higgins & Company, Inc. Mr. Garvin briefly ad- 
dressed the meeting, calling attention to the tremen- 
dous changes taking place in the world today and the 
fact that people are worrying. He also reminded those 
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present that we are in a day when people must have 
something to do things with and that our field sup- 
plied many of these things. 

Mr. Burbank was the next speaker and he addressed 
the gathering on the subject, “If It Can Be Sold in 
South America, It Can Be Sold Here,” which has been 
presented in these pages as given at previous regional 
meetings. 

At this point in the program, Governor Thomas pre- 
sented to the gathering Rhys Llewellyn, governor of 
Regional District Number One, who was in attendance. 

The next two speakers were Mr. Hampton and Mr. 
Manning, both of whom delivered addresses previously 
reported. 

After luncheon, Mr. Garvin took the chair and in- 
troduced A. W. Williams, general manager of the Sta- 
tioners Guild, whose subject was “What the Traveling 
Man Needs to Help Him.” 


Early Efforts Count 


Mr. Williams stated there were so many different 
types of men and many needs that he hardly knew 
what to suggest. He said the traveling man’s future 
prospect depended on his early efforts, and that as he 
became a veteran his needs differ. He characterized 
a veteran more as a sales promotion man, a dispenser 
of knowledge to the salesmen of the dealer and a se- 
curer of the cooperation of, the executive heads of 
dealer businesses. He urged the salesmen to gain the 
confidence of the customers, and to be a student of 
psychology. 

The next speaker was Harvey P. Rockwell of the 
Yawman and Erbe Manufacturing Company, whose 
address has also been previously printed. 

The next talk was by Louis H. Hoelscher, Hoelscher 
Stationery Company, Buffalo, N. Y., and was entitled, 
“Records Necessary to a Stationer.” Mr. Hoelscher 
handled a method of planning an accounting system 
in an able manner, illustrating his talk with many 
forms. The next talk on the program was by W. F. 
Block of Victor Safe & Equipment Company. This also 
was previously reported, as was that of Mr. Garvin en- 
titled, “Over the Desk.” 

R. L. Thomas was the next speaker on the subject 
of “Complaints and Suggestions from the Districts.” 

This proved to be an ingenious explanation of com- 
plaints met and corrected, spiced with suggestion for 
a better understanding between the dealer, the manu- 
facturer and their employes. The speaker said an 
analysis showed that 5.6 per cent of the total dealers 
make 52.3 per cent of the sales. He pointed out that the 
obvious answer to such a situation was to “make 
more good dealers.” Provisions, he added, should be 
made to build up these dealers. 

Under the subject head “We the People Speak” Dan 
Smith, Jr., of Williamsport, Penna., was the first of 
several speakers on the same subject. He explained 
that he was going to cross-examine himself as well as 
cross-examine the audience. He asked the following 
questions, then commented on each one briefly. Why 
do we do it? Why do we let our competitors shape 
our policy? Why do we let the other fellow tell us what 
to do? Why do we let the competitor set our price? 
Why do we buy from the “gip”? Why does the manu- 
facturer sell the “gip’? Why do we try to see how 
cheap we can sell? Why do we fail to recognize the 
potential market in our territory? Why don’t we think 
in terms of replacement as well as in terms of new 
offices? Why do we give discounts? Why do we do 
these things and continue to kid ourselves? 

The next speaker was Burton Brewster, Boorum and 
Pease Company, president-elect of the Penn-Mar-Va 
Club. In advising against a slipshod method of hiring 
salesmen, he said: 

“Don’t be too quick to hire. Make it difficult to get 
in the business by selective hiring. Give an applicant 
catalogues to study, then in two weeks give him an 
examination to determine whether his LQ. fits him 
for the stationery business. Give him a salary. Put 
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him in the stock room and behind the counter before 
he goes on the street. Then give him another examina- 
tion before you send him out.” 

Mr. Stagg, president of the Hoskins Company of 
Philadelphia, and president of the Philadelphia Sta- 
tioners Association, was the next speaker under the 
general heading “We the People Speak.” Mr. Stagg 
gave a brief review of the work done by the Philadel-. 
phia association and urged that all those engaged in 
business in our field make an effort to have the young- 
er generation realize they are to fill the places of the 
older generation. The younger men today, said he, 
are organized; but how can the dealer get a real or- 
ganization is the factor to study. Take care of your 
men, he urged, if you have good men. 

Owen G. Bayless, president of the national associa- 
tion, then delivered an address previously reported. 
Following this the meeting adjourned to participate in 
the “Night Club of the Air” entertainment. 

Saturday morning the meeting was called to order 
by Governor Thomas and the first item on the pro- 
gram was the showing of the movie prepared by the 
Eberhard Faber Pencil Company under the title of 
“Two Cents Worth of Difference.” A description of 
this movie has been given in previous issues of the 
journal, as has the next feature, “Information Please.” 

Howard Sanders, secretary of Stationers & Publishers 
Board of Trade, was the next speaker on the subject 
of “The Need for Good Accounting Records.” Mr. 
Sanders pointed out that it was pitiful to see condi- 
tions of some dealers’ records and also pitiful to see 
how some of the dealers operate. He gave a review of 
the operating plan of the Stationers & Publishers 
Board of Trade in handling credit situations and em- 
phasized the need for monthly balance sheets and 
monthly inventories and the need for management 
methods records by many of the dealers in the field. 


Gill Becomes Governor 


The next item on the program was the report of the 
nominating committee made through Mr. Stagg, chair- 
man of the nominating committee. Mr. Stagg pre- 
sented the name of A. W. Gill of Trenton, N. J., as 
the nominee for regional governor of the district to 
succeed Mr. Thomas. Upon motion, Mr. Gill was unani- 
mously approved and reported that his name be sub- 
mitted to the National Stationers Association for ap- 
proval at the annual meeting. 

The convention city committee then reported 
through Mr. A. Gibbons in favor of Atlantic City in 
1941 and Governor Thomas brought the meeting to a 
close by expressing his appreciation of the codpera- 
tion he had during his term of office. 

After an appetizing luncheon with the ladies in 
the main dining room, it was time for the enthusiasts 
of the royal and ancient game of golf to have their 
inning at the Atlantic City Country Club in North- 
field, a short distance from the hotel. 

After the tournament Richard Pomerantz, A. Pomer- 
antz and Company, chairman of the golf committee, 
announced winners of prizes and immediately turned 
the microphone over to Jack Kerns, Stationers Loose 
Leaf Company, who made the awards with appropriate 
comment. 

Low gross was won by Ted Caswell, F. S. Webster 
Company, and Bill Riley; low net was won by William 
E. Stockett, Jr., Stockett-Fiske Company, Washington, 
D. C.; longest drive of day was made by Owen Bayless, 
Lowman & Hanford Company, Seattle, Wash.; shortest 
drive of day was made by A. O. Brening, Business Sup- 
ply Company, Philadelphia, Pa.; highest score by Lou 
Obstfeld, Markwell Manufacturing Company; kickers 
handicap was won by William F. Block, Victor Safe & 
Equipment Company; Sy Lundgren, F. S. Webster 
Company; S. N. Woodruff, Weis Manufacturing Com- 
pany. While Fred Haines, Wilson-Jones Company; 
Carl Finck, Eberhard Faber Pencil Company; E. L. 
Carter, Columbia Ribbon & Carbon Manufacturing 
Company were runners up. 











First Regional Meeting Held at Boston 


James Feeley Elected Governor—Banquet Draws Attend- 
ance of 300—Spicer Is Guest Speaker from England 


HE New England stationers, under the headline 

of the N.ES. of the N.S.A. of the U.S.A., carried 
through in a typically thorough and well managed 
New England manner a most successful, beneficial 
and entertaining annual meeting at the Hotel Statler, 
Boston, on June 21 and 22. 

With an attendance at the banquet on Friday night 
of nearly 300, this dinner was one of the high spots 
of the gathering and was enlivened by the melodrama 
“The Stationer’s Daughter and the Traveling Sales- 
man” a heart rending story excellently carried out 
by a cast from the New England group, assisted by 
the audience with hisses for the villain and cheers for 
the hero. 

The particular high light of the meeting Friday was 
the visit of Lancelot D. Spicer of Spicer’s, Ltd. of 
London, who is the president of the Stationers Asso- 
ciation of Great Britain and Ireland. His talk, though 
brief, moved the gathering to the depths of their 
hearts and left a deep impression of esteem for those 
of our group in England who are going through such 
trying times these days and yet maintaining a courage 
and cheer and belief in the ultimate outcome, that 
create a respect and admiration beyond words to 
express. A review of his talk will appear later in this 
story in its proper place in the program. 

The meeting was called to order by Governor R. H. 
Llewellyn, who dispensed with all formal welcome and 
gave a brief outline of the high spots of the meeting 
and emphasized the need for promptness in carrying 
out the program, so that they might be able to finish 
it in the proper time. 


Feeley Nominated 


The nominating committee, which had been ap- 
pointed previously, was then called upon for a report. 
Stanley McGar of the J. F. Molloy Company, Meriden, 
Conn., reported as chairman of the committee, and 
presented the name of James E. Feeley of the Spring- 
field Office Supply Company of Springfield, Mass. as 
the nominee for governor of district number one for 
the coming year. Mr. Feeley’s name was unanimously 
accepted and instructions to the secretary were given 
to present the name to the national convention in 
September as a representative of this district for 
governor. 

Owen G. Bayless, president of the National Sta- 
tioners Association, was the next speaker. Mr. Bayless 
expressed his pleasure in being able to be present at 
the New England gathering and gave a brief review 
of his experiences in association work as he traveled 
through the different districts over the country. 

Charles P. Garvin, general manager of the national 
association, was the next speaker. He spoke under 
the heading “Our Industry.” Mr. Garvin first pre- 
sented the N.S.A. “troupadors” in attendance. They 
were Paul Burbank, vice-president of Eaton Paper 
Corporation; Mr. Louis Brown, sales manager, Eber- 
hard Faber Pencil Company; Ed Keeling, vice-presi- 
dent of Art Metal Construction Company; Jerry Sprott, 
president of The Globe-Wernicke Co.; Ed Manning of 
Stein Bros. Manufacturing Company; Harry Tehan 
of Charles M. Higgins & Company; and H. P. Rock- 
well, vice-president of Yawman and Erbe Manufac- 
turing Company. 

This is the time when people in our industry should 
take an extraordinary interest in what is going on 
in Washington, said Mr. Garvin. He also urged the 
dealer to handle advertised lines, not only because of 
the advertising but because of the quality in the 


supports the advertising. These are 
There is nothing wrong with this busi- 
ness, said he. If there be anything wrong, it is with 
the people in it. By mutual organization effort we 
can work together to solve the wrongs that exist. 

The meeting then adjourned for luncheon. After 
luncheon the first item on the program was the show- 
ing of the motion picture “Two Cents Worth of Dif- 
ference” by L. F. Brown, sales manager of the Eber- 
hard Faber Pencil Company. 

Governor Llewellyn then introduced George R. 
Hayes, of the Thomas Groom Company, whose subject 
was “Planned Selling Applied to Visible.” 

Mr. Hayes bluntly stated that in his belief the 
average stationer’s lack of success in selling visible 
equipment is due to an attempt to sell this specialty 
“without intelligent planning” and with too much 
dependence on “hit or miss” methods. The correct 
steps in selling this material, the speaker said are 
1: demonstrating equipment for a representative dis- 
play. 2: Selection of men who will make definite and 
specific efforts to sell. 3: The acquisition of an effec- 
tive sales kit for the salesman and 4: the whole- 
hearted codperation of the entire organization. 

The next speaker was J. S. Sprott, president of The 
Globe-Wernicke Co. of Cincinnati, Ohio, who spoke 
on the subject “Creative Selling of Office Equipment.” 
That phase of selling which when used convinces a 
prospect that a product will produce efficiency and 
reduce the cost of operation requires that the sales- 
man must be convinced of the product being of service 
to the customer. If American business is to enjoy 
the respect it deserves, this motive of service must 
be the governing motive in creative selling. 

The salesman must first understand what business 
is. Too frequently lack of this understanding is in 
evidence. Business was created by man through neces- 
sity and has, because of this, grown to its magnitude 
today. Business is a tool and salesmen should appre- 
ciate this. Business is not an evil, it is a creator of 
great things. Goods should be sold at a profit to the 
dealer. We should appreciate a job well done, for 
the more goods sold at a right price, the better off 
we all are. There is no creative work done in selling 
cheap and inefficient equipment. Mr. Sprott empha- 
sized the need for building up standards of selling. 

Harvey P. Rockwell, vice-president, the Yawman and 
Erbe Manufacturing Company, was the next speaker 
and delivered an address on the subject of “Color and 
Design in Office Equipment” which has been reported 
in previous issues of this journal. He was followed by 
William Eugene Hays, New England Mutual Life Insur- 
ance Company, who gave an illuminating and interest- 
ing talk on “We Are All Salesmen.” 

Mr. Garvin then presented to the gathering Mr. 
Spicer. Mr. Garvin referred to the courtesy shown him 
as representing our association when he was in London 
and remarked that it was significant that Mr. Spicer 
was able to be present at this particular time. Mr. 
Spicer, in acknowledging his introduction, stated that 
he felt honored at the request to be present at the 
meeting. He brought very warm greetings from the 
association of Great Britain and Ireland to the asso- 
ciation in the United States. He also brought greet- 
ings from the Canadian organization as well, whom 
he had recently met with in a visit to Canada. 

Mr. Spicer divided his talk into sections, one per- 
taining to our industry and another to the situation 
as it exists in England at the present time. He gave 
a brief review of the setup of the British association, 
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1. BA. ae. Art Metal Construction Co.; Miss May Sullivan, Sul- 
u 


livan Office pply Co., Taunton, Mass. 

Min Gen P. Nichols, Weis Mig. Co.; Ted Hargen. Yawman and Erbe 
f 

J. “+ Witte, Mittag & Volger, Inc.; O. T. Bracken, Dennison Mig. Co. 

. Arthur King, Ward's, Boston; W. P. Corbett. Hotchkiss Sales Corp. 

. Charlie Garvin talks it over with Lancelot D. Spicer, Spicer’s, Ltd., 

London, England. 

J. S. Sprott, The Globe-Wernicke Co.; Paul E. Burbank. Eaton Paper 

Corp.; F. H. Caswell, F. S. Webster Co. 

E. A. Berry. Loring, Short & Harmon, Portland, Me.; F. X. McQuillin, 

Boorum & Pease te A. C. Shearman, Boorum & Pease Co. 

Charles H. Ramsey, Ever Ready Calendar Mig. Co. 

. Harry Tehan, Charles M. Higgins & Co. 

. George Hayes, Thomas Groom & Co., Boston; Owen G. Bayless, 
Lowman and Hanford Co.; James E. Feely. Springfield Office Supply 
Co., Springtield, Mass., governor-elect of the third district: R. H. 
Llewellyn, R. H. Llewellyn Co., Manchester, N. H., retiring gover- 
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nor. 
ll. M. H. Chute, Bainbridge, Kimpton & Hault, New York; Frank H. 
Fargo, Frank H. Fargo Co., Bridgeport, Conn.; J. G. Bainbridge. 
Bainbridge, Kimpton & Haupt. 
12. Fred Salmen, manufacturers’ representative; W. R. Dolliver, Provi- 
dence Paper Co., Providence, J. G. Bainbridge, Bainbridge. 
Kimpton & Hault, New York. 


which in many respects is similar to our own. The 
chief difference lies in price maintaining such as they 
have in England and we do not have here. He stated 
that this factor had done much to hold the English 
and Irish association together. 

Mr. Spicer then took up briefly the general condi- 
tions existing in England at the moment. We are 
not hungry, said he. It is astonishing how far three- 
quarters of a pound of butter-in a week will go, with 
oleo margarine not so bad either. England is still 
mistress of the sea and England can win with the aid 
of supplies from the United States provided she can 
hold out for the next three months. He said that in 
England they were looking the facts in the face and 
keeping their chins up. He recommended that none of 
us have a blind faith and refuse to look things and 
facts in the face. There is a greater dynamic force 
at work in England today than for several years. He 
expressed confidence in future developments. Mr. 





13. H. R. Frisbie, Roberts Office Supply Co., Portland, Me.; A. C. John- 
son, Johnson Office Supply Co., Worcester, Mass.; James T. Towhill, 
James T. Towhill Co., Boston. 

14. Herbert A. Sweatt, G. C. Prince & Son, Lowell, Mass.; D. J. Casey, 

a Casey Paper Co., Haverhill, Mass.; E. Brigham, G. C. Prince 
°. 

. Cast of the “Stationers Daughter and the Traveling Salesman.” 
Seated: James R. Armington. manufacturers’ representative; Lilian S. 
Come, H. R. Llewellyn Co.; Robert W. Myers. Z. & W. M. Crane. 
Standing: Ted Hargen, Yawman and Erbe Mig. Co. (Inset) Paul 
Cheney. Southworth Paper Co., and Freddie French, baritone. 

16. C. H. Everly, Office Appliances; E. H. Knapp, Victor Safe & Equip- 
ment Co.; H. P. Rockwell, Yawman and Erbe Mig. Co. 

17. James Hobart, Eberhard Faber Pencil Co.; Miss L. G. Adams, Provi- 
dence Paper Co., Providence, R. I.; Hazel C. Willis, manufacturers’ 
> ona Walter C. Willis, George C. Whitney Co., Worcester, 

ass. 

18. James R. Armington, manufacturers’ representative. 

19. A. F. Rebhan, Blake & Rebhan, Boston. 

20. Cort Worth, Esterbrook Pen Co. 

21. J. A. Therriault, Nashau. N. H. 

22. George K. Slater, Eagle Pencil Co. 

23. Stanley McGar,. J. F. Molloy Co., Meriden, Conn.; H. L. Chandler, 
Adams, Cushing & Foster, Boston; P. E. McAuliffe. McAuliffe Paper 
Co., Burlington, Vt. 
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Spicer stated that he was intensely sorry for the 
French but nevertheless we must now face a problem 
of defending our own country.” It is obvious there 
will be an attempt at invasion of England, but I am 
sure it will fail, provided we can hold our own for 
the next three months. With the help and supplies 
this country can give, I am sure we can win.” He 
expressed great joy at the appointment of Mr. 
Churchill whom he described as the man for the job. 
He wished those of us in the industry in the United 
States all the good luck in the world and a freedom 
from the ravages of war and a continuation of the 
freedom to exercise the privileges we now possess. 

The next speaker was Mr. Bayless, who spoke on the 
subject, “Ramblings.” Mr. Bayless referred to Fair 
Trade agreements and their likeness to the English 
plan of operation and stated that they had fifty con- 
tracts in commercial stationery field in the state of 
Washington. 
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HORDER’S GLEE CLUB, UNDER THE DIRECTION OF CARL CRAVEN, LEADING IN 
SOME COMMUNITY SINGING. 


FOURTEENTH ANNUAL SUCCESS REGISTERED AT 
HORDER’S 1940 PICNIC 


Amid blare of horns, roar of motors and shouts of 
happy men, women and children, a motorcade of 
private cars and chartered buses left the Horder 
headquarters building at Quincy and Jefferson streets, 
Chicago, at 8:30 on the morning of June 15 and headed 
for Camp Hoffman at Park Ridge, Ill., where the 
firm’s fourteenth annual picnic was to be held. 

Upon arrival at the camp the families of employes, 
manufacturers and friends scattered to find favor- 
ite spots to establish as headquarters for the day. 
Then the clown, perennial fun-maker for the chil- 
dren (and adults) started the parade to the truck in 
which gift bags for the younger picnickers were 
stacked. Augmenting his own skill and facilities for 
entertainment, the clown had constantly at his side 
a trained monkey named “Mike.” 

While horseshoe pitching contests were in process 
at the north end of the grounds, the morning soft- 
ball game was played at the south end. Despite val- 
iant efforts by members of the stores’ team, the ware- 
house boys recorded another victory. 

At eleven o’clock a children’s gate prize of a side- 
walk bicycle was presented. A half hour later several 
races for children were run off and then everybody 
dug into baskets to see just what was available in the 
way of food. The sudden cessation of activity, except 
for eating, was almost startling. 

When 1:30 arrived the crowd responded to the 
call for watching and participating in the races for 
adults. Dashes, sack races, wheelbarrow races, broad 
jumps, egg races—all went off with precision, bespeak- 
ing the fine organization work which features every 
Horder picnic. In the final event, called “Musical 
Chairs,” E. Y. Horder, founder of the Horder organi- 
zation, was the winner. Only those manufacturers 
and Horder men over forty-five years of age were 
eligible. Lined up around a long line of chairs set with 
seats and backs alternated, the men marched slowly 
to the tempo of accordion music. When the music 
stopped, the men scrambled for seats, but there 
weren’t enough to go around. Those left standing 
gracefully withdrew and the music started again as 
another chair was removed from the line. When only 
one chair was left, the remaining contestants were 
E. Y. Horder and his son H. G. Horder. E. Y. proved 
still to be the better man by getting the seat when the 
music stopped. 

Following the girls’ 


ball game was the feature 


event of the afternoon, the Horder Glee club song 
festival, under the direction of Carl Craven. Present- 
ing a nicely balanced program of popular and classi- 
cal music, interspersed with community singing, the 


club’s performance was accorded enthusiastic ap- 


plause. 

Responding to the call of Walter Snelling, the 
crowd gathered at the prize table, each individual 
hoping to receive an award. In view of the fact that 
nearly 150 prizes were awaiting owners, a large per- 
centage of the hopes were realized. The gifts ranged 
from coffee sets and radios to toasters and electric 
shavers. Only one prize was awarded to any one 
person. 


ON OPPOSITE PAGE.—Parts of the great crowd snapped by 
the camera at the Horder’s picnic, Park Ridge, Saturday, June 15. 

1. Joy Soehrmann, Bill Johnson, Mrs. F. P. Seymour, Mr. 
Seymour. 

2. Bill Smith, Ace Fastener Corp., and a typical picnic con- 
veyance. 

3. Harry Calvin, Wilson-Jones Co.; Marvel Eckman, Marshall 
Ernd, Alyce Oelhafen. 

4. Bill Leineweber, Mrs. Leineweber; Bruce McCaleb, Asso- 
ciated Stationers Supply Co.; Mrs. McCaleb, Ed. Brockob, 
Mrs. Cannon, K. M. Todd, Ben Cannon, F. Mueller; Parle 
Cooley, Bates Mig. Co.; H. M. Peterson, G. Schori. 

5. F. P. Seymour, Horder’s, Inc.; H. E. Waldron, W. A. Sheaffer 
Per Co.; F. H. Jones. 

6. Janet Linden; Hy Linden, Ace Fastener Corp.; Louise Seav- 
erns. 

7. Joe Hildreth, Esterbrook Pen Co.; W. E. Smith, Ace Fast- 
ener Corp.; R. B. Gingland, Esterbrook Pen Co.; E. Y. Horder. 

8. Jack Lyng; George Mueller, Midland Paper Co.; Gordon 
Kickels, The Globe-Wernicke Co.; D. C. Frisbee, Midland 
Paper Co.; Hy Linden, Ace Fastener Corp.; Harry Calvin, 
Wilson-Jones Co.; Ed. Mendenhall, Jr.; Homer Sheets, Victor 
Safe & Equipment Co.; Ed Mendenhall, McMillan Co.; Ed 
Shapiro; Bill Adams, Gibson Art Co.; Dick Gingland, Ester- 
brook Pen Co.; W. E. Smith, Ace Fastener Corp.; Ben 
Gerber, George E. Fox & Co.; Joe Hildreth: W. I. Mackey, 
Cooke & Cobb Co. 

9. Mrs. Evelyn Fitzpatrick, former Horder employe: J. J. Lyng. 
holding the Fitzpatrick baby; Mrs. Owens, sister of W. L. 
Snelling; Mr. Snelling. 

10. Some of the traffic committee: C. Guthier, Fred Stedman, 
Marshall Palm, Irving Bowman, A. A. Sorenson. 

1l. John and Folger Fellowes, Bankers Box Co.; Mrs. Folger 
Fellowes; F. P. Seymour; Homer Schulenburg. 

12. Pick-a-back race with E. Y. Horder gleefully riding one of 
the younger men, second from right. 

13. Gordon Kickels, The Globe-Wernicke Co., far in advance 
in the egg race. ! 

14. Members af the orchestra were about the only ones at the 
picnic all dressed up. 

15. E. Ziehm, V. Dieter, Vince Dieter, J. Smith, R. S. Faulk. 

16, J. J. Lyng: C. F. Evans, Sanford Mfg. Co.; A. C. Van Horne, 
Eberhard Faber Pencil Co.; Carl Lang and John Hanley, 
Binney & Smith Co. 

17. Some baseball fans including E. Y. Horder, F. P. Seymour 
and Ed Shapiro. 

18. Seated: Gertrude Podol, Josephine Sullivan, Jean Urban, 
Sonia Splitberger. Standing: W. J. Goodman, Helen Asher, 
B. F. Cannon. 
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SOME UNUSUAL CAMERA SHOTS AT THE HORDER PICNIC ON SATURDAY, JUNE 15 


l. A. R. Skibbe, Associated Stationers Supply Company, and 
Parle Cooley, Bates Mfg. Co. 

2. Jim Bradley, Charles M. Higgins & Co., Inc., with Mrs. 
Bradley and their two children, Jim Jr., and Betty Jean, 
Mary K. Kickels. 

3. F. H. Jones, in charge of broadcasting from picnic head- 

quarters. 

The clown leads the children to prize headquarters. 

And here he helps Walter Snelling distribute prizes while 

C. H. Carlson looks on. 

6. W. J. Dalton, Geyer’s; H. L. Fellowes, Bankers Box Co.: 
A. R. Skibbe, Associated Stationers Supply Co.; Walter 
Nichols, Bankers Box Co.; Dick Gingland, Esterbrook Pen 
Co.; Mrs. Harry Balch, holding the hand of her youngster, 
Dorothy: Jack Johnstone, Wallace Pencil Co.; Mrs. W. J. 


ol 


To the fifteen hundred or more picnickers the day 
was a perfect success. Weather, program, prizes, re- 
freshments—all added up to a joyous time for all 
people of all ages. Credit for a large part of the 
pleasures of the day should go to the official picnic 
committee, headed again by Walter Snelling, with E. 
Y. Horder as honorary chairman and C. H. Carlson 
as vice-chairman. The names of the sub-committee 
chairmen and the particular responsibilities assigned 
to each are as follows: 

Ruth H. Rosie, program and prizes; Glen Schori, 
concessions and refreshments; F. H. Jones, Jr., events; 
J. J. Rauen, grounds; F. P. Seymour, reception; E. 
Shapiro, transportation; W. Leverentz, equipment, and 
M. J. Rauen, trucking service. 


Dalton; Gordon Kickels, The Globe-Wernicke Co.; Barbara 
Dalton; John Fellowes, Bankers Box Co.; Mrs. Johnstone; 
W. I. Mackey, Cooke & Cobb Co.; Harry Balch, Quality Park 
Envelope Co. 

7. An unidentified tot; Jaan Kaufman, Bobby Jeanne Wales, 
Peggy Rogers; John Pydlek, Blaisdell Pencil Co., and the 
trained simian. Back row: Mrs. Carl Kaufman; William Lip- 
ner, Koh-I-Noor Pencil Co.; Mrs. Lipner; Mrs. Hy Linden; 
Bill Cox, The Carter's Ink Co.; Carl Kaufman, Speed Prod- 
ucts Co.; Hy Linden, Ace Fastener Corp.; the clown, and 
E. Y. Horder. 

8. W. L. Snelling, general chairman of the picnic committee, 
broadcasting instructions. 

9. Gordon Kickels, The Globe-Wernicke Co., and family. 

10. Mrs. A. R. Skibbe. 


ST. LOUIS STATIONERS RE-ELECT OFFICERS 

Water sports and other recreation activities were 
indulged in by members of the Stationers’ Associa- 
tion of Greater St. Louis on June 22 and 23 at Carlyle, 
Ill., where two clubhouses were taken over for two 
days of fun. M. T. Weingaertner of the Egyptian Sta- 
tionery Company, Belleville, Ill.. a member and of- 
ficer of the association, arranged for facilities. 

The St. Louis association at a recent business meet- 
ing re-elected all of its officers for another year. The 
officers are: L. Walter Ruedy of the S. G. Adams 
Company, president; Mr. Weingaertner, vice-presi- 
dent; Chester Kennedy, William J. Kennedy Station- 
ery Company, secretary; and C. A. Spalding, Spalding 
Stationery Company, treasurer—HB 
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CAMERA SHOTS SNAPPED AT THE WIS-ILL CLUB OUTING 


l. Ray Eichenlaub, Service Steel Products Co.; Gordon Kickels, 
The Globe-Wernicke Co.; Ed Shapiro, Horder’s, Inc. (in 
front); Fred Cook, Just & Son; Hy Linden, Ace Fastener Corp.; 
B. J. Matthieu; Harry Burbery, Commercial Stationery Co.; 
W. E. Smith, Ace Fastener Corp.; Ed Rohrs, Eaton Paper 
Corp. 

2. H. Venet, Reyburn Mfg. Co.; A. W. Bullerman; H. Nelson, 
Just & Son: G. J. Aigner, G. J. Aigner Co.; Elmer Krumwiede, 
G. J. Aigner Co. and Art Steel Co.; John Rushmore, Reyburn 
Mig. Co.; Leonard Rose, National Blank Book Co. 

3. Jack Johnstone, Wallace Pencil Co.; A. R. Skibbe, Associ- 
ated Stationers Supply Co.; George Herrmann, The Heyer 
Corp. 

4. Homer Weber, Cooke & Cobb Co.; Joe Pritchard, Pritchard 
Stationery Co. 

5. Mrs. C. F. Underwood; Charlie Underwood, Fulton Specialty 


WIS-ILL CLUB MEETS AT BUNKER HILL 


The annual golf outing of the Wis-Ill Club was held 
on the afternoon of June 21 at the Bunker Hill Golf 
Club, Niles, Ill., which is a short distance north of the 
city limits of Chicago. Foursomes started to tee off 
about twelve-thirty. The day was clear and cool and 
the court in excellent condition. 

Following the dinner, Gordon Kickels of The Globe- 
Wernicke Co., chairman of the golf committee, pre- 
sided for the awarding of prizes. First he announced 
that George Herrmann of the Heyer Corporation, who 
had planned to participate and actually started to 
play, was called away unexpectedly by the sudden ill- 
ness of a member of his family. He also introduced 
William E. Block, president of the Victor Safe & Equip- 
ment Company, who was a guest. The first prize 
awarded went to Elmer Krumwiede of G. J. Aigner 
Company and Art Steel Company for the largest num- 
ber of strokes on any one hole. Ernie Lund of Engle- 
wood Blue Print Company took the honors for lowest 
score. The Wis-IIl Club trophy, competed for by mem- 
bers of the club and stationers, was won again by the 
travelers. Since Joe Sunderland of National Pencil 
Company, and Harry Balch of Quality Park Envelope 
Company tied for lowest score of the winning team, 
each is to keep the cup for six months. Several other 


Co.; Miss Kathrine Logan, Long Beach, Calif. 

6. George Cormack, Wilson-Jones Co.; Abe Kutok and Irving 
Anderson, Chandler's, Inc.; Benny Allen, American Pencil 
Co.; Harry Balch, Quality Park Envelope Co.; Russell Car- 
penter, Sanford Mig. Co.; William Boyd, Acco Products, Inc.; 
Joe Sunderland, National Pencil Co. 

7. Bill Spain; Tom MacCorkindale, Just & Son; Homer Weber, 
Cooke & Cobb Co.; Charles Jones, C. L. Barkley & Co.; Al 
Baugher, Carter's Ink Co.; Frank Guintini, Utility Supply Co.; 
Rudy Janovsky, Wilson-Jones Co.; Carl Peterson, Brentano's. 

8. W. E. Smith, Ace Fastener Corp.; Bill Schuster, Utility Sup- 
ply Co.:; Harry Calvin, Wilson-Jones Co.; Ralph Maneval, 
A. W. Faber, Inc.; John Gilbert, Office Appliances. 

9. Ray Eichenlaub, Service Steel Products Co.; C. H. Carlson, 
Horder'’s, Inc.; Bill Weber, Ace Fastener Corp.; W. S. Snel- 
ling, Horder’s, Inc.; William F. Block, Victor Safe & Equip- 
ment Co.; Tom Gillice, Rockwell-Barnes Co, 


prizes were awarded. Harry Calvin of Wilson-Jones 
Company, Benny Allen of American Pencil Company, 
Tom MacCorkindale of Just & Son, and Ed Rybak of 
Schiller & Schmidt were the winners. 

The outings of the Chico Club to be held at Navajo 
Fields Country Club on the twenty-sixth of June and 
the Utility Supply Company at Fox River Grove on the 
twenty-ninth were announced. 

a 


EDISON OF CANADA MEETS 


Thos. A. Edison Of Canada Limited, held their 
first convention at Toronto, May 24 to 26, when the 
field forces from Ontario and Quebec got together to 
discuss problems affecting their various offices. The 
company was formed June 1, 1938, to market Edison 
products, particularly Ediphone dictating machines, 
throughout Canada, the distribution having formerly 
been through agencies. 

The organization has been expanded considerably 
since its inception, and Walter Dandie, the manager, 
reports a very satisfactory volume of business. New 
offices have been opened at strategic points. 

A feature of the convention was a preview of the 
films, “Edison the Man,” and “Servant of Mankind,” 
through the courtesy of Metro-Goldwyn-Mayer.— 
WAM 
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(Inset) Officers and directors of the N. F. S. E—Seated: C. A. 
Netzhammer, Northwestern Furniture Company, Milwaukee; 
Harold C. Cummings, Minnesota Mutual Life Insurance Com- 
pany, president of the federation; Arthur W. Ramsdell, Borden 
Company, federation chairman; J. C. Aspley, The Dartnell 


OFFICE APPLIANCE MEN PROMINENT IN SALES 
MANAGERS’ CONVENTION 


The annual convention of the National Federation of 
Sales Executives was held June 6, 7 and 8 at Hotel 
Schroeder in Milwaukee. A number of men well known 
in this industry participated in various ways. H. C. 
Anderson of The Globe-Wernicke Co., and Hugo A. 
Bedau of Marchant Calculating Machine Company are 
vice-presidents of the organization. Mr. Anderson pre- 
sided at one of the sessions. Conrad Netzhammer of 
Northwestern Furniture Company, Milwaukee, served 
as chairman of the attendance committee. Robert 
Delehanty of the Multigraph Sales Agency in Mil- 
waukee was co-general chairman of the convention 
committee. Among others in this industry who par- 
ticipated were A. R. Skibbe of Associated Stationers 
Supply Company; C. H. Carlson of Horder’s, Inc.; C. D. 
Schmaltz of Dictaphone Corporation; Oscar Haase 
of Northwestern Furniture Company; C. B. Waters of 
Remington Rand, Inc., A. G. Schaefer of Sengbusch 
Self-Closing Inkstand Company; E. H. Jones of L. C. 
Smith & Corona Typewriters, Inc.; C. E. Thorne of the 
Milwaukee Addressograph Sales Agency; Layton Per- 
kins and H. E. Campbell of Remington Rand, Inc., and 
others. 

Outstanding business executives were included in 
the program. Among the high spots of the convention 
were addresses by Dr. George Gallup, president of 
American Institute of Public Opinion; Colonel Frank 
Knox, publisher of the Chicago Daily News, and Con- 
gressman Martin Dies, chairman of the committee in- 
vestigating unAmerican activities. Dr. Gallup said that 
the American people were at least five years ahead of 
their congressmen on the subject of preparedness. 
The Institute’s polls showed that the people were 
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ONE OF THE SESSIONS OF THE NATIONAL FEDERATION OF SALES EXECUTIVES CONVENTION 


Corporation. Standing: Hugo Bedau, Marchant Calculating 

Machine Company, vice-president; H. C. Anderson, The Globe- 

Wernicke Co., vice-president; W. K. Doggett, Irving Trust Com- 

pany, New York, chairman, educational committee; K. N. Mer- 

ritt, Railway Express Agency, Inc., vice-president; Warren 
Rishel, secretary. 


anxious to develop an adequate air force quickly and 
to pay for it. 

Colonel Knox, who heads the Civilian Aviation Pro- 
gram being developed as a national defense measure, 
advocated more substantial aid to the Allies and indi- 
cated that drastic steps were being taken for our na- 
tional security. 

Congressman Dies told of the work of his committee, 
particularly in locating Communists who hold re- 
sponsible positions in labor organizations. The Amer- 
ican people, he said, need a mental rearmament to 
weed out any “Fifth Column” elements which might 
weaken the nation. He also said that Americans must 
develop the same enthusiasm for democratic ideals 
that citizens of totalitarian countries had developed for 
totalitarian ideals if our democracy is to be preserved. 
Our safety lies in a strengthening of the ideological 
and spiritual defenses in the hearts and minds of our 
people. 

The general themes of the convention were the busi- 
ness outlook and better means of sales and sales pro- 
motion. Talks were made by a number of prominent 
business men including Mr. Waters of Remington 
Rand, who told of the improvement in business due 
to war orders. The general opinion about business was 
that it is swinging into greater activity anticipating the 
heavy expenditures for defense. According to comment, 
business is buying in anticipation of rising prices and 
higher taxes. The shortage of skilled labor is becom- 
ing serious; war hysteria is subsiding somewhat; 
economists are watching for a possible boom but are 
ready to caution against excesses. 

Mr. Waters has a forty year record with Remington 
Typewriter Company and its successor, Remington 
Rand, Inc., of which he was made sales manager a few 
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months ago. Business, he said, has ventured expansion 
all over the nation during recent weeks, as leaders view 
possibilities from orders for defense preparations and 
also possibilities of inflation growing out of current up- 
set conditions. Business, he added, is investing its 
profits in equipment and improvements fearing that 
both prices and taxes will be increased. 

Among the speakers who are not of the office ap- 
pliance industry but who delivered exceptionally inter- 
esting addresses were William K. Doggett, New York; 
Harrison Matthews, Los Angeles; O. E. Jones, Swift & 
Company; Arthur W. Ramsdell, Borden Company; Dr. 
J. Frederick Dewhurst, New York; C. S. Fletcher, Stu- 
debaker Corporation. 

Dr. Lyndon O. Brown of Lord & Thomas, and profes- 
sor of marketing and advertising at Northwestern uni- 
versity, spoke on “New Tools for Sales Executives.” He 
opened by stating that many business methods which 
were successful twenty-five years ago have no value 
today. There is no middle ground, he said. You either 
are modern, streamlined in your merchandising or you 
are not. The new tools listed were as follows: (1) 
Complete market facts, specific and general. (2) Com- 





INTERESTED DELEGATES AT THE CONVENTION.—Oscar 

Haase, Northwestern Furniture Company; Harry Anderson, The 

Globe-Wernicke Co.; Mrs. Netzhammer, Conrad Netzhammer, 
Northwestern Furniture Company. 


plete and accurate distribution facts. (3) Time and 
duty analysis of every salesman. (4) Scientific sales 
analysis. (5) The tool of market potentials. (6) Sales 
tests. (7) Coordination of sales with advertising. 

The consumer was represented in the program in 
the person of Mrs. Rudolph M. Binder, president of the 
New York Federation of Women’s Clubs. 

One of the most practical features of the convention 
was the session over which Mr. Anderson of The Globe- 
Wernicke Co. presided. The Jam Handy Organization 
in order to put it on, brought its troupe from Detroit 
at an expense of $2,000. Mr. Handy in his preliminary 
remarks quoted Mr. Kettering of General Motors as 
stating that the rarest thing in the world is a fact. 
This world, he said, will be a sad place during the 
next few years for those who do not like change, a 
very interesting place for those to whom change is 
welcome. He stated that the wider you distribute credit 
for a new idea, the more quickly you can sell it. 
Ordinarily twenty-five years are required to sell a 
new idea to the public. His task is getting sales ideas 
across, and his method is the dramatization of all 
stages of selling. The greatest selling job in the world, 
he remarked, was that of selling the Christian religion. 
The Master put it over by putting pictures into the 
minds of his audiences and by personal demonstra- 
tion. Mr. Handy reported that the time usually allowed 
a sales manager to put over an idea is a year, whereas 
it usually requires four or five years and that it takes 
longer to get a big idea over than a smaller one. 
Then followed ten skits, which he called Sales Manager 
Scandals, taken from programs his organization had 
prepared for Buick, Coca-Cola, Hoover, Frigidaire, 
Chevrolet, Blue Coal, Johns-Manville and Standard 
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Oil of Indiana. The first of these, announcing the new 
product, employed the pictures and supporting cast 
used in making a sound film. 

Next came one which could be of value to any busi- 
ness. It was entitled “Nine Salesmen in Need of Help,” 
and portrayed an unprepared sales meeting. Others, 
all impressive because of their dramatic presentation, 
covered such points as “Coming Attractions,” announc- 
ing new numbers to come; “The Attack for 1940”; 
“The Story of the Oak,” designed to sell the house to 
its customers; “Advertising,” and others. Several office 
appliance men after hearing the Jam Handy program 
expressed the hope that parts of it could be repeated 
before dealers in the office equipment field. 

On Saturday the convention became what might be 
called a sales clinic. John Wesley Coates, reported to 
be America’s most successful conductor of sales schools, 
led a condensed session of a typical sales meeting. A 
number of the convention visitors brought their sales- 
men to this session, including the Northwestern Fur- 
niture Company, whose entire sales staff were guests 
of Harry Anderson of The Globe-Wernicke Co. at 
breakfast before the meeting was called to order. 


IO 


ILLINOIS CARBON AND RIBBON MEN PLAY GOLF 


Nature codperated on Thursday, June 20, by pro- 
viding a crisp, cool day for the annual golf outing and 
dinner of the Illinois Carbon Paper & Inked Ribbon 
Association at the Medinah country club. The players, 
however, didn’t live up to their opportunities. A mer- 
ciful reticence in the matter of scores is hereby pro- 
claimed. 

Through arrangements made by Fred Neely of the 
F. W. Neely Company, genial and energetic chairman 
of the golf committee, all of the extensive facilities 
of the Medinah club were placed at the disposal of 
those present. 

Following attempts to master the tricky art of pro- 
pelling a little white pellet from tee to green in a 
designated minimum number of strokes, the group 
gathered in the locker room, where some late-comers 
joined in libations to the spirit of good cheer. 

At the dinner, which was served in the French room 





FRED NEELY, HIS PIPE, GOLFING COMPANIONS, AND 
TWO LATE-COMERS.—Left to right: Mr. Neely, F. W. 
Neely Company; J. A. Salisbury, Kee Lox Manufacturing 
Company; Ed. D. Roberts, E. D. Roberts & Company; 
O. J. Hinckley, Robert S. Leete & Company, and Leonard 
Kenney, Leonard D. Kenney Company. Inset: C. W. 
Allen, Allen Paper Company, and E. A. Whitney, Metro- 
politan Life Insurance Company. 


as the sun was dipping below the western horizon, Mr. 
Neely put the two prizes on display. E. D. Roberts of 
E. D. Roberts & Company figured the net scores and 
announced a tie for first place. Mr. Neely and Leon- 
ard D. Kenney of the Leonard D. Kenney Company 
were given permission to use any method desired to 
determine who should get which of the two prizes. 
Special consolation prizes in the form of gold buckled 
elastic glass belts were provided all others present by 
Mr. Neely. 
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MARKING DEVICE ASSOCIATION CONVENTION 
HELD 


With a registered attendance of more than 100 dele- 
gates, and the presentation of an attractive busi- 
ness show, the twenty-eighth annual convention of 
the Marking Device Association was held in the 
Hotel Pennsylvania, New York City, on June 12, 13, 
14 and 15. 

The first meeting was called to order by Associa- 
tion President William A. Force, III, and after the 
reading of the president’s, secretary’s and treasurer’s 
reports, Wilfred Farr.and E. M. Mellgren were intro- 
duced as leaders in a general discussion of the sub- 
ject “Improving Retailer-Wholesaler Relations.” Fol- 
lowing luncheon at 1 o’clock the delegates witnessed 
a sound motion picture entitled “Know Your Money,” 
presented by the United States Treasury department 
as a means of aiding business men to detect counter- 
feit money. 

The speaker for the second morning session was 
J. E. Thomas, of the F. B. Goodrich Rubber Company, 
who addressed the delegates on the subject of “Recent 
Developments in Rubber as used in the Marking 
Device Industry.” The address was preceded by a 
report and discussion on “The Philadelphia Marking 
Device Association’s Credit Exchange Bureau and 
Diary and Year Book,” followed by a round table 
session at which was held a general discussion of 
rubber stamps, seals, stencils, rubber printing plates 
and merchandise sundries. The afternoon was given 
over to an inspection of the display of products and 
for those who desired it, a trip to the New York 
World’s Fair. 

H. E. Replogle, Crucible Steel Company of America, 
was the third day speaker and his subject was “The 
Selection and Treatment of Steels for Marking De- 
vices.” As on the previous day the address was pre- 
ceded by a round table session to which was added a 
showing of a sound film entitled “Selling America.” 
The annual golf game was held in the afternoon at 
the Westchester Biltmore Country Club. 

Winners of prizes at the annual golf tournament 
were as follows: George R. Smith, Superior Type Com- 
pany, Hanson trophy for low gross 83; Bob Pannier, 
Pannier Bros., Pittsburgh, first prize, low gross 82; Al 
Davidson, Los Angeles Stamp & Stationery Company, 
second prize, low net 72; Herman Bloom, Hiss Rubber 
Stamp Works, Columbus, Ohio, third prize, second low 
gross. 

The closing session speaker was H. B. Gooderson, 
personnel director, Waldes Koh-I-Noor, Inc., whose 
address was “An America Worth Defending.” This was 
followed by the noon luncheon at which was presented 
an illustrated story of the industry’s pioneers by 
A. G. Fales. 

The annual banquet and dance, held in the South- 
east ballroom, brought an official end to the conven- 
tion which was described by Association Secretary 
W. S. Lord as one of the best in the history of the 
organization. 

The companies which maintained booths in the dis- 
play of products, and the merchandise exhibited were 
as follows: 

Acme Bulletin & Directory Board Corporation, 375 
Twelfth street, New York City—Bulletin and directory 
boards. 

Art Novelty Mfg. Company, 1515 West Cullerton 
street, Chicago.—Various types and sizes of seals. 

Atlantic Rubber Mfg. Corporation, 239 Fourth ave- 
nue, New York City.—Rubber for stamp manufacturers. 

Bates Mfg. Company, Orange, N. J.—A complete line 
of numbering machines and staplers. 

Cooke Time Stamp Company, Omaha, Neb.—Time 
stamps, rubber stamps, daters and inks. 

The Eagle Stamp Works, 162 North Franklin street, 
Chicago.—A full line of stamps and daters. 

William A. Force & Company, 216 Nichols avenue, 
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Brooklyn, N. Y.—Numbering machines, markers and 
daters 

General Stencils, Inc., 129 Lafayette street, 
York City—A wide variety of marking stencils. 

C. H. Hanson Company, 303 West Erie street, Chi- 
cago.—Seals, stamps and metal plates. 

Mark Specialty Company, 89 Westminster road, 
Rochester, N. Y.—X-Acto knife sets. 

Marking Devices Publishing Company, Chicago.— 
Showing copies of the official organ of the association. 

Meyer & Wenthe, Inc., 30 South Jefferson street, 
Chicago.—A complete line of seals, stamps, daters, 
numbering machines and other items of the industry. 

Pyramid Stamp & Tool Company, 2000 Porter street, 
Detroit.—Dies and stamps. 

Roovers Bros., Inc., 3611 Fourteenth avenue, Brook- 
lyn, N. Y.—Seals and metal embossers. 

Sigwalt Mfg. Company, 2011 Lawndale avenue, Chi- 
cago.—Several grades and sizes of seals. 

Superior Type Company, 1810 West Larchmont ave- 
nue, Chicago.—This was a large display occupying two 
booths and showing a complete line of rubber stamps, 
daters, inks, etc. 

Universal Fountain Brush Company, St. Petersburg, 
Fla.—Seal fountain brushes. 

A feature of the convention was the issuance of 
printed programs which were of interest from an his- 
torical viewpoint in that they carried a complete 
list of past presidents and the years they served as 
well as a list of previous conventions, their dates and 
places. 


New 





L. C. SMITHITES HAVING THEMSELVES A TIME IN OKLA- 
HOMA CITY.—(Top) Salesmen, office personnel and managers 
of Oklahoma branches of L. C. Smith & Corona Typewriters 
Inc., gathered at Oklahoma City recently for a picnic and 
frolic at Will Rogers park. Time out was taken for the above 
picture to be snapped. (Lower) The group picture here con- 
sists of dealers and salesmen from the area served by the 
Oklahoma City branch gathered for a one-day sales meeting 
and luncheon sponsored by Smith-Corona Branch Manager 
W. B. Christian, standing at extreme left. The meeting and 
luncheon were held in the Hucking hotel.—EVH 


a a 


INDIANA STATIONERS’ OUTING DATE SET 

The summer outing and conference of the Commer- 
cial Stationers of Indiana are to be held at Johnson’s 
resort hotel, Lake Wawasee, on July 14 and 15. A 
capital program of events has been made up including 
fishing, boating, swimming and golf. On the business 
side there will be a series of round table talks on 
matters of interest to the Indiana dealers. It is ex- 
pected a report of the gathering will be available 
for the August issue. 
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CROWD POSES FOR PICTURE AT L. C. SMITH & CORONA PICNIC AT OWASCO LAKE 


The Syracuse, Cortland, Groton and Geneva plants of L. C. Smith & Corona Typewriters Inc., held their annual field day 
at Enna Jettick Park, Owasco Lake, with employes and their families taking part. The event included the presentation by 
President H. W. Smith of service tokens to employes with employment records ranging from fifteen to thirty-five years. 


MONROE EMPLOYES STAGE HOBBY SHOW 


Employes of the Monroe Calculating Machine Com- 
pany, Orange, N. J., staged their annual hobby show 
May 20 and 21, with exhibits in nine classifications, in- 
cluding oil paintings, charcoal drawings, models of 
ships and airplanes, hunting and camping equipment, 
handmade household articles and clothing, and col- 
lections of guns, coins, bills, autographed photographs 
and old newspapers and magazine copies. 

Among the larger exhibits were a fully-rigged ice- 
boat which took Douglas Durgin two years to con- 
struct; a three-dimensional stereoptican set, skate 
sails, boat and outboard motor, a transmitting and 
receiving radio set, motion picture equipment, a sail- 
ing kyak, a twin-pontoon pedal boat and a handmade 
and hand-carved phonograph. 

First awards in the various classes were made as 
follows: Handicraft for women: Ruth Worth, em- 
broidered map of the United States; men: Mr. Durgin, 
for his iceboat; drawing and painting: Alex Cotlec; 
models: Eugene Rueff, tug boat; collections: Albert P. 
Ohr, old pistols and revolvers; woodworking: Quinto 
Larice; photography: Roy Westerberg; miscellaneous: 
Francis Klace and William Voorhees, for self-powered 
radio transmitting and receiving set. 

LeRoy Leaf was general chairman of the hobby show. 
Judges were Mrs. Edith Day, L. E. Barber, J. H. Smith, 
David Piggins, Kurt W. Luhn and Wallace M. Broad- 
bent.—NJNS 


CORRY-JAMESTOWN GRADUATES OUT 
OF SCHOOL.—This happy-looking 
crowd is the graduating class of the 
recently-conducted sales school of the 
Corry-Jamestown Manufacturing Com- 
pany, and includes dealers from every 
section of the East and Middle West. 


HEMINGER HONORED ON 50TH ANNIVERSARY 


In honor of his fiftieth anniversary in the pub- 
lishing and supply business, employes of the Findlay 
Printing & Supply Company, Findlay, Ohio, and of 
the Findlay Republican-Courier, gave a banquet for 
I. N. Heminger at the Elks Club on June 1.—AK 


——>2—_—. 


ARNOLD ELECTED OFFICER OF N. Y. SALES 
MANAGERS CLUB 


William F. Arnold, general sales manager of the 
Underwood Elliott Fisher Company, last month was 
elected vice-president of the New York Sales Managers 
Club. The election took place at the club’s annual 
meeting held in the Advertising Club of New York. 

—_><- ——- 


CORRY-JAMESTOWN’S SCHOOL “LETS OUT!” 


The Corry-Jamestown Manufacturing Corporation, 
Corry, Pa., recently conducted a highly successful sales 
school at the factory for a number of its dealers, 
graduating the class during the week of June 10. 

The school was in charge of Roy A. Edgren, Chicago 
manager of the company, and D. Armour Hillstrom 
and Bruce Ellsworth of the home office. The dealers 
present for the classes were all from the East and the 
Middle West. 

Features of the program were discussions and dem- 
onstrations of the “Steel Age” line of office equipment 
in which everyone participated, and displayed an en- 
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thusiastic interest in the sessions which was equalled 
by an optimism expressed by each of the visitors for 
increased business during the next few months. 

The “school” ended with an enjoyable outing at the 
summer home on Chautauqua Lake of David A. Hill- 
strom, secretary and general manager of Corry-James- 
town. 

pL Ree ES ne ee 
ROYAL PORTABLE MEN MEET IN CHICAGO 

On Monday afternoon, June 10, all field men of the 
Royal Typewriter Company, Inc., portable department 
located in the central west, met in the Bismarck hotel, 
Chicago, to receive an outline of summer promotion 
plans. W. A. Metzger, sales manager of the portable 





SMILES OF OPTIMISM.—(L to R) J. L. McDonough. Royal's 

western portable department supervisor, and W. A. Metzger. 

portable division sales manager snapped during the meeting 
in Chicago. 


division, and W. H. Beckwith, advertising manager, 
journeyed from New York for the express purpose of 
presenting the plans. J. L. McDonough, western super- 
visor of the portable department, with headquarters 
in Chicago, handled the local arrangements. 

Ten territory men, from Cleveland to Denver, were 
present. They participated in an interesting program 
of education, which featured ideas and products that 
will stimulate dealer business during the coming 
months. 

A meeting similar to the Chicago gathering was held 
in New York City on May 26 with Mr. Metzger in 
charge. Held at the Hotel Vanderbilt, the session was 
attended by all of Royal’s Eastern portable fieldmen. 


———@ =o 


DIEBOLD OFFICERS ELECTED AT MEETING 
At the annual meeting of stockholders of the Diebold 
Safe & Lock Company, Canton, Ohio, held on June 3, 
the following officers and directors were elected: 
Chairman of the board, Ralph K. Rex; president 
and general manager, A. J. Roos; vice-president, H. A. 
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Noble; vice-president, W. C. Miller, and secretary and 
treasurer, H. C. Weible. 

Members of the board of directors elected for the 
coming year are George H. Bockius, L. V. Bockius, 
S. H. Boyd, L. H. Clark, H. A. Noble, R. K. Rex, A. J. 
Roos, L. E. Souers and H. C. Weible. 

At the meeting it was reported that 1939 was con- 
sidered a quite favorable year for the eighty-one year 
old company, and the prospects for 1940 are regarded 
as good. 

= 
N. Y. OFFICE EQUIPMENT DEALERS GOLF OUTING 

Beautiful, rolling Elmsford Country Club in West- 
chester county adjacent to New York City was the 
locale of the second annual golf tournament of the 
Office Equipment Dealers Dinner Club of New York 
City last month. If ever an outing was frowned upon 
by threatening weather the morning of the event this 
was it. In fact there were a number of vacant places 
because of it. But spring proved capricious as ever. 

While the members and guests were consuming a 
tasty luncheon, the weather cleared. Sure the fair- 
ways were heavy and a shot in the rough provided 
a shower bath of sorts but all in all it was a splendid 
day for golf. It was over hill and down dale for three 
or fours for all but a few who insisted they weren’t old 
enough for the game. As the scores were being posted 
it was evident that old man par was not too seriously 
endangered. It was just all in fun. 

Everybody was on hand at the dinner table to par- 
take of another of Elmsford’s tasty dinners. After 
which President B. H. Nemlich, Regan Office Furniture 
Company, spoke briefly in welcome to all the group. 
To R. S. Fowler, Macey-Fowler Company, and to Moe 
Turman, Metwood Office Equipment Corporation, he 
expressed the gratitude of the Club for their sincere 
and earnest efforts in handling the outing. To I. M. 
Levy, Art Steel Company, Inc., their host, the presi- 
dent expressed the appreciation of the Club. 

Concluding the pleasant day, the presentation of 
prizes then took place as follows: 

Low gross—Charles Stettler, Berry, Dickie & Stettler; 
second low gross—R. S. Fowler, Macey-Fowler Com- 
pany; low net—A. J. Andrasick, Macey-Fowler Com- 
pany; the man who got the most out of the game— 
M. K. Cooper, Dexter Carpet Company; sweepstakes— 
George Wray, Jasper Office Furniture Company; Har- 
vey Bright, Bright Chair Company; R. J. Freeman, 
Jasper Chair Company. 

—_—_———_ o-oo 
CHICAGO OFFICE APPLIANCE MEN 
WESTWARD HO 

The first summer outing of the Office Appliance 

Managers Association of Chicago was held on the 
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N. Y. DEALERS AT ELMSFORD 


1. Charles Blad, Corry-Jamestown Mig. Corp.; 
R. O. Reilly and G. A. Howard, All-Steel- 
Equip. Co., Inc. 

2. Sherwood Gay. Blanchard Bros. & Lane; 
R. B. Hayward, A. J. Andrasick and R. S. 
Fowler, all of Macey-Fowler Co. 

3. M. K. Cooper and L. Sollinger, Dexter Car- 
pet Co. 

4. Moe Turman, Office Equipment Corp., chair- 
man outing committee. 

5. H. A. Clementsen, Office Furniture Ware- 
house, Inc.; Jack Stahle, W. H. Gunlocke 
Chair Co.; George Belzel, Blanchard Bros. 
& Lane. 

6. J. W. Sabin, Columbia Steel Equipment 
Co.; Ben Okin. Victor Safe & Equipment 
Co.; S. Rankin, Rankin Co.; M. Pollack. 
General Steel Products Co. 

7. R. B. Booth, The Leopold Co.; George Wray. 
Jasper Office Furniture Co.; James Wray. 
Guest. 

8. I. M. Levy. Art Steel Co.. Inc.; B. H. Nem- 
lich, Regan Office Furniture Co.; Harvey 
Bright, Bricht Chair Co.; J. S. Galan, Peer- 
less Steel Equipment Co. 

3. F. S. Blomepot. The Sikes Co.; R. J. Berry 
and Charles Stettler, Berry, Dickie & Stettler. 
Inc.; R. J. Freeman, Jasper Chair Co., and 
Hoosier Desk Co. 
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U.S. Highway No. 1 


“,..a natural and national 
return to this thoroughfare” 


:. nation loves quality. 


When we built a log cabin, it was built to beat 
the weather for a hundred years. 

When we wove “homespun” it was all-wool 
and a yard wide. 

When we put a railroad across a continent 
or a bridge across a river or a fence around a 
farm, they were put there to stay, and do the job. 

The desire for quality is inbred in most 
Americans. No matter what price class we’re 
in, instinctively we want the honest refrigera- 
tor, the true-blue fountain pen and the well- 
made car. 

As Benjamin Franklin said, “You get noth- 


ing for nothing and mighty little for ha-penny”’. 


They often tell us, ‘ 


It is true that many Mimeograph duplicators are still faithfully rolling 
out copies after ten or even twenty years of constant service. 
But modern conditions require new tools. To 
meet them we have produced a complete new 
family of Mimeograph duplicators which are 
rapidly becoming the pride and joy of offices, 


schools and institutions throughout the country. 


But we can’t sell you our service, and don 


you. One of our men will be glad to analyze your duplicating needs. Will you give us 
that opportunity sometime soon? ... A. B. Dick Company, Chicago, Ill. Distribu- 


tors 1n leading cities. 


Mimeograph_ duplicator 


registered in the U.S. Patent Office 


MIMEOGRAPH is the trade-mark of A.B Dick Company, Chicago 


“You make your machines too well—they never wear out.” 


n't want to, unless it solves a problem for 


Bx 





phe 





rh 
Bx 


Ww 


By 
ms 


Ww 






a x 


wr 


A man knows honest quality is worth a 
dozen “almost” all-wool, “almost” all-metal, 
“almost’’ full-weight, or “almost” genuine. 

It’s human nature to take an excursion now 
and then—to get off the main line and wander 
down the unmarked and devious trail of price- 
cuts and “just-as-good”’ substitutes. But we 
always get back on the track which goes where 
we want to go, marked with the signs we un- 
derstand—the good safe road of quality—U.S. 
Business Highway No. 1. 

In this country there is always a natural and 


national return to this proved thoroughfare. 
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afternoon and evening of June 14 at Westward Ho 
Golf Club, Melrose Park, Ill. James T. Stewart, presi- 
dent of the club, set a good example. He turned in 
the lowest score of the day. Dinner was served later 
at the clubhouse. 

— > 


FRIDEN PLANT ENTERTAINS VISITORS 


Officials of the Friden Calculating Machine Com- 
pany, headed by President Carl M. Friden, were hosts 
last month to a number of prominent visitors at San 
Leandro, Calif. 

During their stay, which lasted several days, the 
visitors were guests of Mr. Friden at his Castlewood 
ranch a few miles from San Leandro. There they were 
treated to an excellent beefsteak dinner and found 
at their disposal a number of horses and cowboy outfits 
for those who wished to ride. 

Among those who visited the Friden plant were the 
following: 

W. F. Riley, Detroit; H. E. Williamson, Los Angeles; 
J. Arthur Russell, Philadelphia; Bob Moodie, New Or- 





FRIDEN ENTERTAINS AT HIS CASTLEWOOD RANCH.—(Top 
left) Mr. and Mrs. Louis Ucros, Bogota, Colombia, South Amer- 
ica, with the former dressed for the occasion, “six-gun” and 
all. (Top right) Mr. Friden and his favorite horse, Exquisita. 
(Lower) Mr. Friden’s guests assembled for the photographer. 


leans; H. C. Hart, Houston; Albert J. Boyles, Spokane; 
W. G. Walker, Philippine Islands; Louis Ucros, Bogota, 
Colombia; C. C. Simons, New York City. 
elit telat aes ie 
SQUARE CLUB HOLDS JUNE 20 MEETING 
The Stationers Square Club of Greater New York 
No. 576 held a meeting and dinner on June 20 in the 
Greeley room of the Governor Clinton hotel which was 
the last gathering until next September. The guest of 
honor and principal speaker was F. I. Garraghy, of 
the Federal Bureau of Investigation and he delivered 
a talk which held the interest of his listeners for a 
major part of an hour. Notice of the resumption of 
meetings at the close of the Summer months will be 
sent out early in September. 
RO SO ae 
TORONTO STATIONERS HOLD GOLF MEETING 
A day of golf topped off by an enjoyable dinner were 
the highlights on June 10 of a group of Toronto sta- 
tioners who journeyed out to the St. Andrew’s Golf 
and Country Club for the occasion. 
A very disturbing period of wet weather lasting 
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almost until tee-off time preceded the play. However, 
old Sol came out with power about 11:15 a.m. and by 
the time some of the golfers reached the eighteenth 
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TORONTO STATIONERS AT ST. ANDREWS.—(1) Gord Lowe, 
Luckett Loose Leaf Ltd.; Jim Luckett, Eberhard Faber Pencil 
Co., of Canada Ltd.; Walt. Hardman, W. E. Hardman & Co.; 
Bill Fenton and Jim McCaa, National Stationers Ltd.; Gord, Moir, 
Venus Pencil Co., Ltd. (2) Charles McHardy and Jim Moir, Jr., 
Brown Bros., Ltd.; Dave Balfour, D. A. Balfour & Co. Ltd.; 
M. C. Charters, M. C. Charters & Co. Ltd. (3) Charles Parkin- 
son and Bud King, W. J. Gage & Co., Ltd.; Albert White, Grand 
& Toy Ltd.; Frank Schofield, W. J. Gage & Co. Ltd.; (4) Ivan 
Card, Viceroy Mig. Co., Ltd.; Andy Andrews and Bill Cole, Den- 
nison Mfg. Co. Ltd.; Stan Wilkins, Viceroy Mfg. Co. Ltd.; 
Jack Nixon, Howard Smith Paper Mills Ltd.; Art Morice, Fred 
W. Halls Paper Co. Ltd.; Alex MacEachren, Thorn Press; Bill 
Cronan, Wilson-Munroe Co. Ltd. (5) Bill Gibson, Grand & 
Toy Ltd.; Bob Cranston, Brown Bros. Co.; Ross Helwig, Grand 
& Toy Ltd. 


they were logical candidates for the use of one of the 
familiar emollients we see so regularly advertised. 

Ex-Alderman Dave Balfour, the popular carbon spe- 
cialist amongst the Toronto stationers, is chairman of 
the golf committee for this year. He has two hustling 
“aides” in the persons of Jim Luckett of Eberhard 
Faber Pencil Company of Canada, Ltd., and Bill Fen- 
ton of National Stationers, Ltd. They had things well 
planned and followed through the routine of handling 
the various details in A-1 tournament style. 

Gordon Moir, Venus Pencil Company, Ltd., just 
lasted to take low gross honors and win the first leg 
on the Preston cup. Bill Gibson, Grand & Toy, Ltd., 
headed the low net and the opportunity to play off for 
the Luckett trophy. Jim Luckett won the first leg on 
the new Hiram Walker trophy for low net 24 and over. 
Other winners were: 

Second low gross, Jim Moir, Jr., The Brown Bros., 
Ltd.; second low net, Bill Cronan, Wilson-Munroe 
Company, Ltd.; low gross first 9, Ross Helwig, Grand & 
Toy, Ltd.; low net first 9, Chas. Saunders, Index Card 
Company; low gross second 9, Ken Stewart, National 
Stationers, Ltd.; low net second 9, Bob Cranston, The 
Brown Bros., Ltd.; low gross, 24 and over, Bill Fenton, 
National Stationers, Ltd.; second low gross, 24 and 
over, Dave Balfour, D. A. Balfour & Co., Ltd.; second 
low net, 24 and over, Jack Nixon, Howard Smith Paper 
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The new 


GORONA COMET 


IS THE ONLY PORTABLE LISTING AT LESS THAN 
$45.00 WITH ALL THESE IMPORTANT FEATURES 





FLOATING SHIFT 


Automatic and Manual Ribbon Re- 
verse 

One-Stroke Ribbon Reverse Feed- 
ing on same Stroke 

Fully adjustable Right and Left Mar- 
gin Stops and Bell 

Margin Release in Keyboard 

Positive Marginal Linelock 

Variable Linespacer (locks on Vari- 
able) 

All-Around Steel Frame 

Back Spacer 

Right and Left Shift Keys 

Shift Lock 


Single and Double Linespacing 
Carriage Centering and Protective 
Escapement Lock-out Lever 
Large Right and Left Platen Knobs 

with sufficient finger clearance be- 
tween them and other operating 
parts 
Black Non-glare Ripple Finish 
Paper Fingers 
Locking Bounce-proof Typebars 
Carriage Bed, Typebar Segment 
Raceways and Ribbon Mechan- 
ism anchored to Frame 
Graduated Carriage Scale 


PIANO-KEY ACTION 





Spring Steel Typebar Anvil 

Folding Paper Table 

Both Right and Left Hand Carriage 
Release 

Line Space Carriage Return Lever 

Graduated Line Indicator 

Complete Visibility 

Standard Keyboard 

Pica or Elite Type 

Enclosed Ribbon Spools 

Non-glare Keyboard 

Paper Release Lever (locks on 
release) 

All Operating Levers Accessible 


L C SMITH & CORONA TYPEWRITERS INC 


SYRACUSE 


NEW YORK 








Welcome to the convention of the N. T. O. M. D. A., Detroit, July 22-24 
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HERE'S 
SHEAFFERS 
_ SKVYBOY 
‘| THE 


| AIRPLANE SPECIAL 







°° <a, 


Sheaffer's ‘‘Skyboy’’ is made to perform 
under the difficult temperature and altitude 
conditions of aviation usage—BUT THAT’S 
NOT THE BEST REASON why YOU should 
feature Skyboy! 

The best reason is—Skyboy puts freshness 
and romance and NEWS into your pen busi- 
ness—AND—here’s Skyboy’s sales-increasing 
angle: 


TRIAL PLAN EARNS BIG! 


Skyboy is a great door-opener 


NATIONALLY ADVERTISED for street salesmen, for most ex- 
IN FULL COLOR ecutives these days do some air- 


traveling. And when your man 





Swing into Skyboy sales—have 
your men carry Skyboy and a 
proof of the LIFE, July 29, with customers, Skyboy sticks 
full page four color inside front 
cover ad— it’s a potent combi- 


simply leaves a Skyboy on trial 


and sells. It’s a high-unit sale 


nation! that surely does boost volume, 





and brings other business as well. 





W. A. SHEAFFER PEN COMPANY, FORT MADISON, IOWA 
Skyboy—Another Achievement of Sheaffer Leadership 
. . . Deal With the Leader and Be One! 
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Mills, Ltd.; high score, Frank Schofield, W. J. Gage & 
Co., Ltd. 

Two friendly visitors also landed mementos to put 
“among their souvenirs.” They were Walt. Hardman 
of W. E. Hardman & Company and Jack Preston of 
Preston-Noelting, Ltd., Stratford, Ont. 

ee et 3 
N. Y. GOLFERS SEASON STANDING 

With the concluding game still three months away 
and a lot of divots to be dug in the meantime, the 
standing of members of the New York Stationers Golf 
Association for the season’s cups is as follows: 

Class A: D. G. Volkert, 10; J. W. Tamany, 9; F. G. 
Huber, 6.66 2/3; R. B. Sainberg, 5.50; I. Smith, 5; R. A. 
Weissenborn, 4; J. K. Clark, 3; T. R. Rudel, 2.50; E. G. 
Geehring, 1.66 2/3; S. Kahn, same; S. J. Grumbach, 1. 

Class B: G. W. Fairchild, 10; P. L. Elias, 5.66 2/3; 
H. Hein, 5; J. C. Musser, 5; G. Nicklaus, 5; J. Petchesky, 
5: J. G. Bosworth, 4; W. J. Bell, 3; Harry Levy, 3; G. W. 
Barber, 2.66 2/3; E. T. MacIntyre, 1.66 2/3. 

Remaining games scheduled for the season are listed 
as July 11, Metropolis; July 23, Glen Oaks; August 6, 
Pelham; August 20, Knickerbocker; September 10, 
Westchester County; October 1, Hackensack; October 
15, Yountakah. 

a 
PENN-MAR-VA HOLDS ANNUAL MEETING 

The annual meeting of the Penn-Mar-Va Travelers 
Club was held June 13 in the Claridge hotel, Atlantic 
City, N. J., and turned out to be one of the most 
enthusiastic and inspiring events in the history-of the 
organization. 

William H. Cravens of the Walcott Taylor Company, 
Washington, D. C., secretary of the club, opened the 
meeting when he read the minutes of the last annual 
meeting and they were approved. He also read a re- 
port on the annual summer meeting at Cedarbrook 
Country Club, Philadelphia, and the minutes of the 
midwinter meeting at Hotel Philadelphia, Philadelphia, 
all of which were approved by the club. 

A. W. Williams, retiring president of the club, then 
made his report and expressed his appreciation of the 
cooperation by the members in carrying on the organ- 
ization and said that he would accept responsibility 
for any shortcomings. He emphasized that they had 
done their best, that the interest in the organization 
had been kept alive, that they continue to endeavor to 
cooperate with the National Stationers Association in 
striving to improve conditions in the industry, that he 
had enjoyed his work as president of the organization, 
that he felt it was an honor to act in such capacity, 
and that he knew it was a pleasure. 

Charles P. Garvin, treasurer of the organization, 
then read his report showing at the close of the fiscal 
year a cash balance on hand of $188.74 with all in- 
debtedness cared for. 

Mr. Cravens then reported on the membership roll 
which showed 116 members, an increase of three over 
1939. He also commented on the growth of the organ- 
ization which started in 1929 with a membership of 
twenty-seven and had carried on a steady growth 
throughout the years. 

Ned Baynon, chairman of the entertainment com- 
mittee, then reported on the activities during the year 
and gave an outline of the plans for the 1940 con- 
vention. 

Stanley Woodruff, as a member of the executive 
committee, reported that he believed the organization 
had carried through a successful year. 

Owen G. Bayless of the Lowman & Hanford Com- 
pany, Seattle, Wash., and president of the national 
association, was then presented to the assembly. He 
was welcomed and introduced to the meeting by Presi- 
dent Williams, who expressed his appreciation of the 
attendance at the meeting, particularly in view of the 
difficulties in reaching there on time. Mr. Bayless flew 
to Atlantic City from Chicago. 

The presence at the meeting of Harold J. Hampton, 








WHEREVER 


there is work to be done, you will 
find Panama and Beaver products. 
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Ink and Fabric 
Products of 
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Dealers !—We 
Want You to know 


that 
“LITTLE 


UHL STEEL panoy- 
Typewriter Stands 


are backed up by 27 years of satis- 
factory service to hundreds of thou- 
sands of users. 








You can sell these 
stands as easily as 
you can sell cheap 
imitations, and make 
more profit. People 
gladly pay a slight 
difference in price if 
they are getting a 
very much better 
typewriter stand. 


No. 671 


A neat, good-looking little stand 
with excellent finish on wood and 
metal; strong, rigid. Built to last a 
life-time. 






Conservative 
business men do not 
buy trashy imita- 
tions. 

Wise dealers sell 
the UHL Steel ''Lit- 
tle Dandy" type- 
writer stands. 





No. 671-LSX 


Made in several sizes with varied 
equipment — |6 different combina- 
tions. 


... Send for Catalog... 
THE TOLEDO METAL FURNITURE CO. 


1698 Hastings Street Toledo, Ohio 
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of the Indianapolis Office Sppply Company, and former 
president of the national association, and the presence 
of Mr. Garvin, general manager of the National Sta- 
tioners Association, was also recognized. 

Mr. Williams then appointed a nominating commit- 
tee consisting of Stanley Woodruff, W. F. Vogel and 
Jack Emhoff. 

Then followed a general discussion regarding hotels 
in the district. Ned Baynon, of the Eberhard Faber 
Pencil Company, made the suggestion that the chair- 
man of the hotel committee be carried for two years 
so that he might render better service to the organ- 
ization. 

Upon motion made and seconded it was decided to 
put the names of the preferred hotels on the back of 
membership cards in the future. Motion was made 
and carried that a questionnaire be sent to the mem- 
bers asking what hotels they preferred in the differ- 
ent cities so that the list might be as accurate as 
possible. 

Governor R. L. Thomas then expressed his pleasure 
and satisfaction in the service he had been able to give 
the district while acting as governor and emphasized 
the opportunity for service by all the members in the 
region. 

The nominating committee then made its report and 
presented the slate as follows: 

Burton Brewster for president; Ned Baynon, first 
vice-president; David Price, second vice-president; 
William H. Cravens, secretary; Charles P. Garvin, 
treasurer. 

Upon motion that the nominations be closed, the 
secretary was instructed to cast one ballot for the 
ticket. The names given were declared elected. 

Mr. Brewster, the incoming president, accepted the 
post and expressed his gratification at being selected. 
He commented on how much he had learned from 
Penn-Mar-Va and the contact with its members. He 
stated that he had gained much information and had 
been able to use the knowledge gained to effective pur- 
pose. He expressed the value of impressing on the 
dealers in the district the value of the organization 
as an educational and social asset to the national body. 
He expressed the hope that he would be able to and 
intended to strive to codperate with the district as well 
as had the retiring president. He expressed the hope 
that in the present year it would be possible for the 
organization to do a real job. He expressed the hope 
there would be more educational work done among the 
dealers and that there would be more profit for the 
members. 

A unanimous vote of thanks was then passed and a 
standing vote expressing the appreciation of the work 
done by Mr. Cravens as secretary of the organization 
who has served in this capacity throughout a number 
of years. 

TENTH MID-WEST FILING CONFERENCE HELD 
IN CHICAGO 

Several hundred business women from more than 
eight states, who are filing supervisors for some of the 
largest business concerns in the country, attended the 
tenth annual Mid-West Filing conference, held at the 
Auditorium hotel, Chicago, on June 8. They met to 
consider new methods and theories for the efficient 
cataloguing of American business transactions. 

According to Miss Bertha Weeks, general chairman, 
who presided at the conference, these delegates arrived 
from New Jersey, New York, Maryland, Massachusetts, 
Iowa, Illinois, Indiana, Minnesota and Wisconsin. 

At the annual banquet held that evening at Nor- 
mandy house, State Representative Mrs. Bernice T. 
Vander Vries addressed the delegates on “The Future 
of Women in Politics.” 

Among the women executives to speak during the 
business sessions at the Auditorium were Miss Mar- 
garet C. Norton, superintendent of the archives divi- 
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‘rt ? if we had the dramatic singing gifts of Dorothy Claire we 
A, could do justice to two important announcements... . (1) 
that OLD TOWN research laboratories have developed 
the finest, richest, most enduring black record typewriter 
ribbon on the American market .... and (2) that OLD 
TOWN now presents something unique in two-color red 


and black record ribbons, the black portion giving nearly 





aa 










as much service as a complete all-black ribbon. Thus 
OLD TOWN meets and exceeds the demands of business 





Dorothy Claire for better quality, cleaner impressions and greater 
featured with Bobby Byrne 


asl tils neha economy through longer life. Your inquiry will bring you 


complete proof of the foregoing . . . . promptly! 





SOMPANY_ INCORPORATED 7 
MANUFACTURERS — 





# EAST VAN BUREN STREET, CHICAGO 750 PACIFIC STREET, BROOKLYN, N. Y. 788 MISSION STREET, SAN FRANCISCO 
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No. 3129 No. 3507 No. 3257 No. 2125—For those 





Comfort Master. Comfort Master DeLuxe. Comfort Master Jr. Who Contact Customers 
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GoodForm Aluminum 
Office Chairs. adjustable 
to the individual worker. 


xP 


Six styles that afford 





working comfort for 


No. 2121 No. 2123—For Typists and every office employee 
For Office Production Workers. Machine Operators. / dae hae! : 
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The advantages of offering GoodForm Adjustable 
Chairs are the advantages of having office chairs 
that provide individual comfort for every office 
worker. When you sell GoodForm Adjustable Office 
Chairs you sell the sound doctrine of more work 


and better work from every individual worker. 


Where there is working comfort. there is less 
fatigue; where there is less fatigue, there is more 
work. To sell management on these business factors 


is to sell what business needs. 











Zhe GENERAL FIREPROOFING @,——Proxtucts by GF: wm we 




















ALUMINUM CHAIRS, FILING CABINETS, 
STEEL SHELVING, STORAGE CABINETS, 


FILIN PPLIES. 
YOUNGSTOWN: O0O810 LING SUPPLIES 
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37th Annual 


NATIONAL 


BUSINESS SHOW 


America’s Efficiency Exposition 


GRAND CENTRAL PALACE 
NEW YORK CITY 


Week of October 28, 1940 


The greatest and most rapid mobilization of American 
industry moves forward. Men, money and machines 
are being utilized as never before to prepare this 
country for any eventuality. 


Few executives responsible for efficient and eco- 
nomical business administration are familiar with ALL 
available ways and means of insuring minimum loss 
of time, materials and money. Naturally, they will 
take advantage of a time and place to meet the 
people best qualified to explain and demonstrate the 
office equipment and services ready for instant 
adaptation. 


This year is the most logical time to use 
the long established and recognized 
National Business Show effectively. 


Manufacturers are invited to exhibit with 
the assurance that the management will 
exert efforts commensurate with present 
day needs to have the Show surpass all 
previous records for service. 


NATIONAL BUSINESS SHOW 


Frank E. Tupper, Manager 


50 CHURCH ST. NEW YORK CITY 
COrtlandt 7-1392 
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| sion, Illinois state library, Springfield, who described 


the services which state archives can render business 
concerns and also display letter heads from the time 
they first began to appear in the late 1840’s to about 
1900; Miss Ann Thatcher, Indianapolis, Ind., inventor 
of a new type of phonetic filing system, discussed 
“What’s in a Name’; Miss Ann Brewington, assistant 





MISS ANN THATCHER 


professor of business education, University of Chicago, 
described how clerical ability tests are given, and Mrs. 
M. C. H. Niles, Baltimore, Md., consultant in manage- 
ment. 

Other women speakers were the Misses Louise 
Dekker, Lucille Ickes and Virginia Savage, local filing 
supervisors who conducted round-table discussions fol- 
lowing the luncheon meeting. 

—————-  ——__——_ 


INTERNATIONAL SCHOOLS CONTEST HELD IN 
CHICAGO 

With representatives of nearly every state in the 
Union present, the 1940 International Commercial 
Schools contest, staged by W. C. Maxwell of the Hins- 
dale (Ill.) high school, was held at the Sherman hotel, 
Chicago, on June 20 and 21. 

As in previous years there were a number of events 
for the contestants, including speed tests in shorthand, 
bookkeeping, dictating machine operation and type- 
writing. These were divided into various classes such 
as university, high school and business school and 
novice. 

Winners of the various classes, their number of words 
per minute, and the typewriter used were as follows: 

Marion Healy, Chicago, 46, L. C. Smith; Freda Day- 
hoff, Cleveland, 39, Woodstock; Hedwig Petroff, Gary, 
Ind., 35, Royal; Georgia Jones, Danville, Ind., 42, Royal; 
David Kelley, Kansas City, 44, Woodstock; Mildred 
Shere, Fargo, N. D., 31, Royal. 

Velma Crimson, Tacoma, Wash., 86, IBM; Janey Me- 
Barron, Minneapolis, 47, Royal; Claude Smith, Seattle, 
58, IBM; Velma Crimson, Tacoma, Wash., 86, IBM; 
Claude Smith, Seattle, 58, IBM; Sophie Michas, Regina, 
Canada, 81, Underwood; Violet Evers, Buffalo, 78, IBM; 
Thelma Barnes, Danville, Ind., 70, Royal; Velma Crim- 
son, Tacoma, Wash., 113, IBM; Jeanne Monson, Cleve- 
land, 79, IBM; Georgia Jones, Danville, Ind., 72, Royal; 
Velma Crimson, Tacoma, Wash., 113, IBM; Floyd 
Swink, Chicago, 104, Underwood; Mary M. McCoun, 
Danville, Ind., 91, Royal; Margaret Hamma, Brooklyn, 
116, IBM; Margaret Faulkner, Toronto, Canada, 121, 
Underwood; Stella Pajunas, Cleveland, 106, IBM. 

sna eames 

COLTON TO REPRESENT JAMESTOWN METAL 

George A. Colton, manufacturers’ representative of 
Chicago, Ill., has been appointed local representative 
of the Jamestown Metal Corporation, Jamestown, N. Y., 
manufacturers of metal furniture. Mr. Colton, who is 
well-known to the industry in the Middle West, main- 
tains offices at 168 West Monroe street. 








JULY, 1940 


79 


HERE’S WHAT YOU GET IN 
THIS ADDING MACHINE 








MODEL 6K 


Extremely low price, portable—but every ad- 
vantage and convenience which made famous 
the larger capacity Corona Adding Machines. 

All visible keyboard...complete feature keys 
—Toral, Sub-Total, Repeat, Correction, Column 
Release, Non-Add, Non-Print—all conve- 
niently located for easy use...automatic signals 





KEYBOARD 999.99 
TOTAL 9,999.99 


for Clear, Total, Sub-Total, Non-Add...auto- 
matic ciphers... large, legible printing, punctu- 
ated... original Corona method of printing... 
modern appearance . . . conveniences to make 
your work easy... portable, too. 


LC SMITH & CORONA TYPEWRITERS INC 
Adding Machine Division, Syracuse, N. Y. 


CORONA ADDING MACHINE 
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STEEL ”’’Cancelled Check” CABINETS 





14 DRAWERS 


372” high, 232” wide, 252” deep 
No. 2414. A heavy gauge steel cabinet, no higher in 
price than ordinary corrugated board storage files. Re- 
duces fire hazard, will last as long as your building. Can 
be interlocked into solid batteries and stacked to the 
ceiling. Used for storing cancelled checks, deposit slips, 
or 2 rows of 3” x 5” cards. Olive green baked enamel 


finish. 
(Inside drawer, 101%” x 434” x 24”) 


$91» 


or $1.57 per drawer 


STEEL CARD CABINETS 


$9 75 


These high grade steel cabinets were made to sell at a 
much higher price. Equipped with rubber feet, spring 
compressor, solid brass hardware and a build up feature 
which permits additional files to be added when needed. 
Finished in Olive Green, Grained Walnut and Grained 


Mahogany. 
Olive Walnut 


No. Card Size Capacity Depth Green or Mah. 
2-123 3x5 2000 Cards 12” $2.75 $5.25 


2-153 > 2800 15” 3.50 6.00 
2-183 ss 3600 " 18” 4.00 6.50 
2-124 4x6 2000 " > 4.00 6.50 
2-154 * 2800 " 15” 4.50 7.00 
2-184 e 3600 ° 18” 5.00 7.50 
2-125 5x8 2000 °° iz 5.00 7.50 
2-155 2 2800 " 15” 5.50 8.00 
2-185 # 3600 ° 18” 6.50 9.00 
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COLE STEEL TRANSFER CASE 





LETTER SIZE $49 


Made of a high grade steel, 20 gauge front. Can be inter- 
locked and stacked as high as the ceiling. Not to be con- 
fused with low priced, light gauge steel transfer cases 
that have flooded the market. Olive green, baked enamel 
finish, brass plated card holder and solid steel handle. 
Electrically welded throughout. Cabinets equipped with 
locks $1.00 additional. 


No. C 112 No. C 115 
LETTER SIZE LEGAL SIZE 
1219" x 10l/9” x 24” 1515" x 10!/9” x 24” 
$2.49 $3.29 


STEEL CARD CABINETS 





These high grade steel cabinets were made to sell at a 
much higher price. Equipped with rubber feet, spring com- 
pressor, solid brass hardware and a build up feature which 
permits additional files to be added when needed. Finished 
in Olive Green, Grained Walnut and Mahogany. 


Olive Walnut 
No. Card Size Capacity Depth Green or Mah. 
123 3x5 1000 Cards > a $1.50 $3.00 
153 7" 1400 15” 1.75 3.25 
183 7 1800 " 18” 2.00 3.50 
124 4x6 1000" iz 2.00 3.50 
154 i 1400 " 15” 2.25 3.75 
184 “ 1800 18” 2.50 4.00 
125 5x8 1000" iz” 2.50 4.00 
155 ¥ 1400 ' 15” 2.75 4.25 
185 1800 ° 18” 3.25 4.75 


ELECTROS OF THE ABOVE ITEMS AVAILABLE FOR YOUR CIRCULARS. 


PRONTO FILE CORP. 


349 BROADWAY, 
NEW YORK, N. Y. 
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N. C. A. HOLDS TEXAS MEETING 


The office equipment field was well represented in | 


the displays arranged at the annual convention of the 
National Retail Credit Association held in San Antonio, 
Tex., June 17-20. The following firms, together with 
the men in charge, had booths at the convention: 
American Automatic Typewriter Company: Effective 
demonstration of these machines was made by Miss 
Ruth Poole of San Antonio. The display was in charge 


of B. L. Child, sales manager, assisted by Ed. C. Oliver, | 
Jr., North Texas representative, Dallas, and Gus | 


Rutherford, South Texas representative, Houston. 

A.B. Dick Company: This display was featured dur- 
ing the convention by having the important speeches 
recorded on the Dictaphone Telecord, transcribed on 
an Underwood typewriter, and reproduced on the 
Mimeograph duplicator. The exhibit was in charge of 
J. O. Barnes, representative from Chicago, assisted by 
Robert Heye, Lee Upshaw and Robert Ellis of The 
Clegg Company of San Antonio, local distributors. 

Dictaphone Corporation: Featuring the Cameo dic- 
tating and transcribing machines, under the super- 
vision of Fred L. Haynes, district manager, Fort Worth, 
and George D. Smith, Jr., district manager, San An- 
tonio. 

The General Fireproofing Company: Filing equip- 
ment and office furniture, including the new line of 
aluminum chairs. Exhibit in charge of Tom McClure, 
district sales manager, Dallas. 





Monroe Calculating Machine Company, Inc.: This | 


exhibit was made up of representative models of three 
general types of Monroe equipment, including calcula- 
tors, adding and posting machines, and check writers. 
In charge were R. W. Cage, San Antonio district man- 
ager, and E. L. Sacket and C. A. Holaday, representa- 
tives. 


Remington Rand, Inc.: A complete display of mod- | 


els from the systems, adding and bookkeeping machine, 
typewriter and tabulating machines divisions. In 
charge were Al Sears, sales promotion manager, Buf- 
falo; S. N. Morris, department store specialist, New 
York City; J. A. Hoeffler, branch sales manager, adding 
and accounting machine division, Houston; R. M. Ives, 
sales manager, systems division, Houston; John Froe- 
lich, district manager, systems division, San Antonio; 
M. R. Parks, district manager, adding and accounting 
machines division, San Antonio; C. H. Scott, district 
manager, systems division, Dallas; Frank Heller, dis- 
trict manager, systems division, Fort Worth; S. L. Gib- 
bons, district manager, systems division, El] Paso; and 
Jack Hawley, representative, systems division, Dallas. 


Royal Typewriter Company, Inc.: Showing a com- 
plete line of Royal typewriters, including the all pur- 
pose model, wide carriage model, and special purpose 
models for billing, photo-offset copy reproduction, etc. 
Demonstrations were made by Miss Anna Cox, and the 
exhibit was in charge of G. L. Davis, San Antonio 
manager for this company. 

TelAutograph Corporation: Demonstrations show- 
ing how TelAutograph Store-Bureau System cuts time 
in half in making inquiries and getting reports. Ex- 
hibit in charge of Leo Ennis, branch manager, Dallas; 
A. Fava, assistant to the president, New York City; 
J. J. Lucas, division service manager, Dallas; and Roy 
Keller, district manager, St. Louis. 


Underwood Elliott Fisher Company: Showing a 
Sundstrand Class A low cost automatic accounting ma- 
chine, and an Underwood standard accounting ma- 
chine, as well as Underwood Master and portable type- 
writers. The exhibit was in charge of F. C. Hall, San 
Antonio branch manager; O. H. Cook, Houston branch 
manager; and C. F. Campbell, Houston representative. 


There were a number of group meetings of stationers 
and office supply firms held during the convention 
under the direction of R. F. Cire, credit manager, The 
Cargill Company, Houston.—BCR 
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Yours For- 





e More Sales 

















e Faster Turnover 
A e Satisfied Users 


e Better Profits 


You will find the entire VAIL line 
of Paper Clips, Pins, Brass Fas- 
teners, Staples, Thumb Tacks and 
other metal paper fastening de- 


vices the finest obtainable. 
) 


Rely on VAIL for 
QUALITY and SERVICE 


elaiial P. rice List 


on Request 





VAIL 


MANUFACTURING 


COMPANY 
900 E. 95th St. Chicago 





“MAge it TO VAIL’ 
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IMPERIAL'S 
INTELLIGENT 
MODERNISM 


beeMEANS MORE PROFITS FOR YOU! —mi 








Today’s modernization-minded executives are spend- 


ing money for products that are truly “modern” in 
the best sense of the word—not the extreme or the 


faddish. 


Imperial’s sound use of modernism means that, as | 


an Imperial dealer, you will get your share of this 


design-conscious market. 


Imperial’s many smart new designs . . . Imperial’s 


sound craftsmanship .. . Imperial’s pricing policy 


. all these spell year-round sales volume and extra | 


profits for you. 


No. 4065 Flat Top Desk— 


60” x 36” x 30” high 

series is 
beautifully designed Walnut. 
Functional design—no dust-catching ledges. Round 
to clothing or furniture. 
opening. 
guard 


GROUP—This 


figured 


“ISLAND-AIRE” 


THE 
, 


richly 


Corners—prevent damage 
Wide Chrome Drawer Pulls 
Recessed Island Bases—give extra foot room, 
against kicks and scuffs. This group is typical of the 
will find in the Imperial line. 


permit easy 








“plus” values you 





ACT NOW. WRITE TODAY! 


Get complete information on Imperial’s fast-selling line. 


iMipetial 


DESK COMPANY 


EVANSVILLE, INDIANA 











| part played by the salesmen. 
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ROYAL SALES DRIVE TO HONOR MILLER 


“March Ahead With Miller” is the theme of the sum- 
mer Sales drive of the Royal Typewriter Company, Inc., 
New York City. 

This sales contest coincides with the tenth anni- 
versary of Vice-President Maxwell V. Miller as sales 
manager of the company. In honoring Mr. Miller, every 
salesman is paying tribute to his leadership and in- 
spiration. In the ten years he has led the sales or- 
ganization he has shown himself to be a dynamic, 
inspiring leader, commanding respect and admiration. 

In this spontaneous tribute to Mr. Miller, a specially 
built gold typewriter will be presented to him at the 
completion of the contest on September 1 marking the 
date of his anniversary. 

Every part of the typewriter is being specially built 








M. V. MILLER 


by the Royal factory in Hartford, Conn. The gold 
work is being done by Cartier, Inc. 

Of unusual significance in the contest, which runs 
from June through July and August, is the prominent 
Every salesman who 
makes one-third of his contest quota will have a fac- 
simile of his signature engraved on the gold typewriter 
as a permanent record of his achievement. 

As part of the summer dealer sales promotion plans, 
Royal has designed and prepared for immediate ship- 
ment to its dealers a new motionized electric clock. 
Utilizing the full effectiveness of neon lighting, the 
new Royal portable clock has brilliant visibility and 
“stopper” attention value. 

Measuring eighteen inches across and from top to 
bottom, the glass face of the clock is mirrored silver 
around the edge, colored a maroon red on the face 
with chrome yellow numerals and white hands. 

-_ a 
LARKIN NAMED MANAGER OF CROCKER 
S. F. STORE 

Clarence Larkin, formerly retail sales manager for 
the H. S. Crocker Company, last month was named 
manager of the firm’s retail store in San Francisco 
to fill the vacancy caused by the death of the late 
Henry Le Sassier. 

Mr. Larkin joined Crocker last April as retail sales 
manager, going to San Francisco from Portland, Ore., 
where he had been manager of the commercial sta- 
tionery department of the J. K. Gill Company. During 
his stay in Portland he was active on behalf of the 
Pacific Northwest Stationers Association and possessed 
a great number of friends in that section of the West. 

The passing of Mr. Le Sassier is reported elsewhere 
in this issue.—SS 





—>- —— 
BATES FACTORY ADDITIONS COMPLETED 
The Bates Manufacturing Company, 30 Vesey 
street, New York, N. Y., and Orange, N. J., has com- 


pleted two important additions to the Orange plant. 
They consist of a new and enlarged shipping room 
and a two-story section to the back part of the factory, 
which provides much needed space for expansion. 
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3S TOGETHER” — 


In almost every type of business there is one or more opera- 
tions which can be performed either better or more economically 
by the use of NEVA-CLOG Stapling Machines and preformed 


staples. 








These devices will fasten together any material which can be 
penetrated with a sharp pointed wire. 




















There are many uses for NEVA- 
CLOG Stapling machines in of- 
fices, stores, shipping rooms. 
warehouses, manufacturing 
plants, greenhouses, dry clean- 
ing establishments, laundries; 
from fastening correspondence 
to assembly operations in man- 
ufacturing. 





A colorful 6-page NEVA-CLOG 
folder in three colors will stim- 
ulate your sales volume. Free, 
imprinted. A variety of display 
cards to send you for use with 
NEVA-CLOG stapling ma- 
chines, FREE. 








SOME OF THE USES OF 
STAPLING PLIERS 


LING PLIER $3.00 





are demonstrated in the illus- MODEL J-30 is light in weight, yet rugged. Requires but 
trations, but if you desire in- little space and can be put into the desk drawer or pocket 
formation on specific uses or on when not in use. Indispensable for vertical filing or for 
a special fastening problem, attaching material to a permanent card. Uses DJ340 
write to us. NEVA-CLOG Staples. 








STAPLING PLIER $4.50 


A rugged. powerful Stapling Machine with 4 to | lever- 


For heavy duty and for fastening of tough materials, this 


machine 1 yes a broad flat staple. Fastens such materials 
as fibre, softwood baskets, veneer wood, leather and 
belting. Used for sealing heavy paper or cloth bags, 
packages of corrugated board, and similar difficult op- 
erations. 


Features: Powerful leverage, durable, fool-proof. Sta- 
ples used: NEVA-CLOG B-%. 





age. Will fasten all materials that the staple will pene- 
trate without bending. Particularly designed for produc- 
tion work and hard usage, but can be used for any 
stapling operation within its capacity. Delivers a strong 
sharpened staple and clinches it securely even in light 
material. Safety Lever and Ejector Bar make it clog-proof 
so that it will give constant production. Easily and 
quickly loaded with NEVA-CLOG A-1000 or L-1000 
Staples. Guaranteed. 
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This end IDLES 
when mechanism 
is turned too far 


backward. 


Two SAFETY IDLERS now eliminate 99% of mechanical = EXCLUSIVE RITE-RITE 
pencil breakage. The new Threadline mechanism can't PATENT 
This end IDLES be damaged by turning or twisting. It merely idles when forced, instead of breaking. 
when mechanism For the first.time the public is offered a pencil precise enough to handle the new THINNER 
ie aay ules leads, yet absolutely free from danger of damage by twisting. It's the final touch to a 
EXCLUSIVE RITE-RITE perfect pencil, and fittingly, is offered first by Dixon Rite-Rite, creators of the famous 
PATENT 


thinner lead idea. 


INCREASED NATIONAL ADVERTISING! 


Cracking open in August comes another big campaign THE Sarr — 
in the Saturday Evening Post, Liberty and Collier's to 
tell the public about this splendid improvement, to again 
remind buyers that Threadline Thinner Lead does the best 
writing job, is the best quality product. Big cards in buses 
and street cars throughout many leading cities will rein- 


once |S 
force the big guns, do a close-to-your-customers job. 4 a ee 


—_— 


AGAIN AMERICA’S BEST PENCIL 
SELLER FOR SCHOOL OPENING! 


B EF [ I E T J % Feature the new Break Proof Threadline at 49c for 


NEW: VIEWPOINT 


a special stainless steel long tip that 
lets you see what you write. The 






volume sales during the peak pencil period from 









August 20th on through school opening. Plan a big 
pencil window, reserve front row space for the 
latest sensation — Break Proof Threadline at 49c 


with Threadline Thinner Leads, the standard of 
sharpest mechanical pencil ever 
made. Sells fast to stenographers, 
bookkeepers, draftsmen, all who want 
sharp points! 


quality. 


RITE-RITE MFG. CO., CHICAGO, ILL, U.S. A. 


Subsidiary of Joseph Dixon Crucible Co. 


Vs at- 49 NOw | 


WRITE AT ONCE FOR DETAILS 
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ADVERTISING AT POINT OF SALE 
(Continued from page 32) 

The gift habit is something that should be encour- 
aged, for I think it makes for a better nation to have 
a giving instead of a receiving disposition. It takes a 
long time to form a habit, but once formed it is very 
hard to break, and it is our opinion that there will be 
more gifts purchased during the coming year than 
were bought last year. But it is certain also that the 
gifts will be less expensive and more practical. We 
expect to sell far more of our products for gifts dur- 
ing the coming year than ever before, for the reason 
that we have made a fine product that is suitable for 
all occasions and have refused to cheapen it in any 
way, even to the extent of refusing to distribute it 


through many channels that would give us a very | 


great increase in sales. 

Much has been said about advertising increasing the 
cost of merchandise. We have definitely proved to our- 
selves and to the public that our advertising, though it 
has been large in comparison to our sales, has not in- 
creased the cost of our product. It might be of interest 
to you to know, however, that we believe it is best to 
fix a fair price on a product, advertise it extensively 
so that the public will know the price, and then stay 
with it. Obviously, if and when production increases, 
advertising and selling costs are less, and consequently 
the public is entitled either to have the same product 
at a lower price or have a better product at the same 
price. We have elected to improve our product rather 
than to lower the price. While it is true that we get 
$8.75 today for our most popular pen, which was the 
price when it was first brought out, there is a vast dif- 
ference in this product and it is much finer and worth 
a great deal more. It will be our purpose to continue 
selling this pen at the present price. 

I would like to tell you about another one of our 
advertising policies, and that is, that regardless of the 
importance we attached to any new products that we 
produce, we never advertise the product until we know 
that the dealer’s stock is in such condition that we 
can advertise it without interfering with his present 
stock. As a result, we are not called upon to make 
exchanges and we have no obsolete merchandise. If all 
manufacturers would adopt that program, a lot of 
expense and waste in merchandising could be elimi- 
nated. 

—>-—— 

SHEPPARD OPENS RETIREMENT-BONUS PLANS 

C. E. Sheppard, president of The C. E. Sheppard 
Company, Long Island City, N. Y., last month an- 
nounced completion of a departmental executive and 
workers bonus, a profit-sharing and a retirement plan 
at sixty for all employes with twenty or more years’ 
service. The retirement plan will be linked with the 
Federal Old Age Benefit Pensions. 

“This is a part of our fortieth year celebration,” 
Mr. Sheppard said in announcing the plans, “it being 
my desire and the policy of this company to have all 
executives and workers share in the earnings of the 
company on a planned basis, together with provisions 
for retirement.” 

The fortieth anniversary celebration of the Sheppard 
organization is reported elsewhere in this issue. 

i © = 
SPEED-O-PRINT ENTERS ADVERTISING IN “TIME” 

Speed-O-Print Corporation of Chicago entered the 
national consumer advertising field with a page in the 
June 17 issue of “Time.” Reprints of the advertise- 
ment on a sheet which folds to four and one-half by 
five and three-fourths inches—reprint of a “Time” 
cover—was a part of the company’s notice to its deal- 
ers. Another mailing was a copy of “Time” containing 
the advertisement, attached to which was an attrac- 
tively printed announcement informing the dealers of 
the company’s intention to continue the national con- 
sumer campaign as part of their codperation with their 
agents. 





FILING 
CABINETS 
ARE 
NOT 
ALL 
ALIKE 


COLUMBIA 


A Columbia filing cab- 





inet is distinctly a Co- 
lumbia product — de- 
sign, material and 
manufacture are co- 
ordinated to create a 
product which is defi- 





nitely outstanding and 


satisfactory. 
COLUMBIA 
A Columbia agency 
offers many opportu- 


nities for establishing 
pleasant and profitable 


relations. 


We shall be glad to 


send you complete de- 





tails. 





COLUMBIA STEEL EQUIPMENT CO. 


LINCOLN-LIBERTY BUILDING 
PHILADELPHIA, PA. 











FIGURE IT OUT YOURSELF! 


Can you afford to buy "Rough" Noiseless Machines and 
condition them suitable for today's critical customers? 
Remember, to the first cost of the "rough" you must 
add the extra cost of parts, your mechanic's time and the 
finished appearance. 

Check up on your possible profits both ways. You'll soon 
see why it pays to ~ Premier Factory Rebuilt Noiseless 
No. 6 and No. 10, and the Factory Reconditioned Noiseless 
No. 6, both with factory seal and guarantee. 

Today's trend is to "quiet" offices. Show "Noiseless" 
at every opportunity. Close the door to competition. Sell 
"QUIET" and MAKE MORE MONEY with guaranteed 
"Noiseless". 





Premier Rebuilt No. 10 
is the most modern 
Premier Factory Rebuilt. 
Combines famous Noise- 
less features with superb 
appearance. It's a value 
hard to beat. Has all the 
exclusive features of the 
new No. 10. It's the in- 
dustries greatest rebuilt 
value. 





MONARCH PORTABLE ADDING MACHINES | 

Are you getting your | 
share of Portable Adding | 
Machine business? Investi- 
gate the profit possibilities 
of a Monarch Adding Ma- 
chine dealership. Business 
and Professional men In 
your territory are prime 
prospects. Write now 
about our dealer franchise 
and plans for carrying de- 
ferred accounts. 





| 





AMERICAN WRITING MACHINE CO. 


115-117 WORTH STREET NEW YORK, N. Y 


Est. 1880 








OFFICE APPLIANCES 


New Machines and Devices Section 
Continued from Page 49 


familiar with the simplicity of its operation sales could 


be greatly expanded. 
In the foreword of a text book entitled “The Japan- 


| ese Abacus Explained,” by Mr. Y. Yoshiro, is this inter- 


esting comment: “In the pages that follow, methods 
of calculation on the abacus, in use in Japan from 
ancient times to the present, are described. The abacus 
is more accurate and a quicker instrument of calcula- 
tion than the use of figures written down.” 

The book, in simple and plain English, was written 
for high school and college students. Its production 
was in part impelled by the author having found, when 
a visitor to the United States a few years ago, many 
friends who desired to know about the abacus. 

Of the six chapters in the book, four are devoted to 
illustrated explanations of the arithmetical processes 
of addition, subtraction, multiplication and division. A 
special chapter deals with division by abbreviation. 

The opening discussion names the parts of the 
abacus, indicates the values of the counters, tells how 
to place and return counters, and describes the proper 
use of the fingers. The crosspiece running the width 
of the instrument separates the counters into “Heaven” 
and “Earth” groups. Each of the Heaven counters. in 
the upper group has a value of five. Each Earth coun- 
ter is valued at one. Before starting a calculation, all 
the Heaven counters must be pushed up to the top of 
the abacus and all Earth counters down to the bottom. 
How to shift the counters from place to place to desig- 
nate the numbers for any calculation is readily ac- 
quired. 

From this simple basis arithmetic problems are reck- 
oned with speed and ease by those who have been 
trained in operation of the abacus. Study and practice 
result in a proficiency that amazes users of the paper 
and pencil system of arithmetical computation. Abacus 
operation requires a combination of manual dexterity, 


| retentive memory and alert mentality. In Japan and 


other countries in the Orient abacus adepts are 
numerous. 

The “Soroban” and text book may be seen at O.A. 
headquarters, Chicago. 

———7_ =o —_—_ 
NEW FOUNTAIN PEN BY KAHN 

David Kahn, Inc., North Bergen, N. J., manufacturers 
of the Wearever line of pens and automatic pencils, 
has recently introduced to the trade a new fountain 
pen, listed as the No. 290, and made to retail for 


twenty-five cents. 
The No. 290 has a visible ink section and a stainless 


| steel, gold-plated point. The ends of the pen are black, 





THE KAHN NO. 290 FOUNTAIN PEN 


with a two-band effect on the cap. Trimmings are 
gold-plated. Round in shape, the pen comes in a 
number of attractive pearl colors including blue, gray, 
green, morocco and solid black. It is packed in one- 
dozen lots mounted on a window or counter display 
card. 

The manufacturer announces that a pencil to match 
the No. 290 pen is available to retail at the same price. 


ES ———— 


NORTHWEST’S TRANSFER CASE NOW AVAILABLE 
IN LEGAL SIZE 


The Northwest Metal Products Company, 1337 East 
Mason street, Green Bay, Wis., has recently announced 
its line of steel transfer cases will include a new legal 
size. The new number, which completes the line, has 
all the pertinent features of sturdy construction, super- 
rigidity, self-stacking contained in the model No. 200 
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BRANCHES 


New York City 
1 Park Ave., Room 514 


Chicago, Ill. 
666 Lake Shore Drive 
Amer. Furniture Mart 


Pittsburgh, Pa. 
1005 Liberty Ave. 


Los Angeles 
2155 E. Seventh St. 


Miami, Fla. 
609 N. Miami Ave. 


| oO” CHROME Mens , 


37 
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TUNIINGNI Taig cos 


PPEARANCE, comfort, cleanliness and durability 

all contribute to efficiency in office work, and 

efficiency is a purchasable commodity when you buy 
Troy metal furniture. 


Troy office furniture possesses the beauty inherent 
in functional design, permanently attractive chro- 
mium plate and pleasing dignified upholstery. 


Investigate the possibilities of Troy Equipment in 
the outfitting of your customers’ offices— you will be 
pleased to learn that modernization with Troy need 
not command a premium in price. 


Write for new 1940 catalog —a copy is yours for 
the asking. 


THE TROY SUNSHADE COMPANY 
DEPT. P-400 TROY, OHIO 








COOPERATES 


‘ah 
Lhe WORLD is flying! Improved machines, improved 
methods, improved supplies must keep pace—and do! 
In the air, TWA announces its Stratoliner. On the ground, 
Columbia supplies TWA with typewriter ribbons and carbon 
papers — cooperating closely with TWA to insure the maxi- 


mum of safe, legible, fast typing and clear, clean quantities 


‘of carbons. 


Long life and superlative service are built into Columbia 
products just as they are built into a Stratoliner. Put them 
to the test with your customers and let them show you the air 


line to profits. Write us now. 


COLUMBIA RIBBON & CARBON MANUFACTURING CO., INC. 


Main Office and Factory: Glen Cove, L. I., N. Y. 


New York Sales and Export: 58-64 W. 40th St. 
Kansas City, Mo.: Dwight Bldg. 


Factories London, England; Sydney, Australia 


WITH 
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TWA recently introduced the Strato- 


liner (illustrated) into transport 
service. Said to be the most modern 
airplane, it has 4 engines, carries 33 


passengers and will fly at altitudes 
of approximately 16,000 feet between 
New York and California. 


Sell COLUMBIA-MADE 
TELETYPE RIBBONS 


For Durability and Legibility 


T elet pe messages come quic k asa 
flash. On-the-instant impressions 
carry many an important message 
and the ribbon MUST 
be RIGHT to record it! 
100% legibility — and 


to work and 
charac - 


resistance 


terize Columbia's Su per- 
teletypes! 
information 


ribbons 
i rite 


ind prices. 


for 
for 








COLUMBIA 


TYPEWRITER RIBBONS & CARBON PAPERS 
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which was pictured and fully described in the April 
issue. It also possesses interlocking features and side- 
to-side locking provisions as well as a welded steel 
handle and attractive label holder. Finish is olive 
green. 
ee 
BEACH’S NEW EXPENSE SHEET 

The Beach Publishing Company, 7338 Woodward 
avenue, Detroit, Mich., has recently designed and intro- 
duced to the trade a new type of expense account 
record under the name of the Common Sense travelers’ 
weekly expense sheet. 

Like previous items of a similar nature manufac- 
tured by the company over a period of many years, 




















THE NEW TRAVELERS’ EXPENSE SHEET 


the new Common Sense sheet contains all the neces- 
sary sections providing the same ample space for rec- 
ords. It differs from previous issues, however, by its 
unique folding. The pages are joined alternately back 
and front so that each individual sheet may be opened, 
much in the same manner as a railway time table, 
or the entire total of the sheet can be opened from end 
to end and thus disclose every page at the same time. 

The new sheets, made to retail at $2 per hundred, 
are of the same high quality as that of previous issues 
and a sample will be sent to dealers on request. 


— ><. — 


SIMPLIFIED BOOKKEEPING SYSTEMS 


A. L. Johnson, Publisher, 719 North Twenty-first 
street, Milwaukee, Wis., is introducing to the trade 
a new line of simplified bookkeeping systems for the 
smaller business or store. The line consists of seven 
separate books, ruled and printed to fit the needs of 





SEVEN SIMPLIFIED BOOKKEEPING SYSTEMS 


beauty shops, service stations, taverns, restaurants, 
drug stores and farms. The set also includes a gen- 
eral book known as The Modern Merchant, which can 
be made to fit the needs of other types of businesses 
by inserting the necessary headings. 

Each system covers a two-year period and retails 
for $2. The line is sold only through stationery and 


| business. And each 
year will show an 


More profits 


NOW! 


Quick sales and 
profitable repeat 
business now 

by selling the 
right stand first. 
Ideal Stands truly 


satisfy. They carry 
business machines 





properly and safely. 


Model 23A 
Tubular Steel Stand 
with 1 shelf 


The demand is con- 
stantly increasing. 


By stocking and 
pushing Ideal 
Stands now, you 
start right in on 
this profitable 


increase in your 





Ideal profits. Model 41C 
All Metal Stand 


Write for catalog 
and stock-carrying 






proposition. 


SHERMAN-MANSON 
MFG. COMPANY 


625 South Kolmar Avenue 
Chicago, Illinois 





Model 33AAX 

Tubular Stand with 

stationery cabinet 
and 2 shelves 


Pacific Coast Representative: 
C. J. Schubert, ir., 
339 East Third Street, Los Angeles 


We sell only through dealers 


IDEAL 


STANDS AND STOOLS 











Your Profits Stack 


When You Feature 


STAX ON STEEL 


‘ew 2 


i ee as a eo 
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Sell an idea ... an idea 
that will save time and 
money and increase ef- 
ficiency in the office is a 
profitable item for you, Mr. 
Stationer. 


STAX ON STEEL is a new 
idea. What's new about 
it? PLENTY! 


STAX ON STEEL is a 
drawer type transfer file 
that has a complete steel 
frame around the whole 
unit... actually stacks on 
steel columns. Yet it comes 
knocked down flat (less 
stock space for you), is 
easily assembled. 


Here is a trouble free stor- 
age file that can really be 
stacked to the ceiling .. . 
rigid columns, solid bat- 
teries that utilize space to 
full advantage. 


That steel frame is some- 
thing no other transfer file 
can offer... its an idea. 
Remember, ideas are your 
profit. 


Display STAX ON STEEL 
in your store. Demonstrate 
it to your customers. 


IT SELLS ITSELF 
ON COMPARISON 


DEMONSTRATORS FURNISHED 


Free 


WRITE FOR YOURS TODAY 


BANKERS BOX CO. 


936 SOUTH CLARK STREET 


CHICAGO 
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office supply stores and is not accessible directly to the 
user. Each book contains the proper spaces for vari- 
ous entries such as pertain directly to the business 
the book covers. 

Further details will be furnished dealers on request. 


2 


NEW BASE FOR M. & W. SEAL 


Meyer & Wenthe, Inc., 30 South Jefferson street, Chi- 
cago, manufacturers of the “Official” pocket seal, has 
announced a new base attachment which quickly con- 
verts the item into a desk seal. With the base the user 





PATEN'ED 


THE “OFFICIAL” SEAL AND DESK BASE 


has an attractive nickel-plated desk seal which may 
still be carried in the pocket when necessary. No tools 
are necessary to attach the base which clips into the 
lower edge of the Official seal and slides into place. 
The base is nickel-plated and weighs two ounces, re- 
tailing for one dollar. 

et 


UNIVERSAL’S NEW DRINKING CUP 


Universal Paper Products Company, 1104 South 
Wabash avenue, Chicago, manufacturers of the Veecup 
line of drinking cups, has announced a new mel 
listed as the No. 450 Universal. 

The new Universal cup is a one-piece, flat-bottom 
model made of a single piece of dry waxed, white 
paper without seams or joints and therefore leakless. 








LEFT TO RIGHT.—The Universal self-dispensing package, the 
Universal cup, and the streamlined metal dispenser. 


Accurately formed pleats present an attractive appear- 
ance and are rolled tightly at the top to form an 
extra rigid rim. 

The cup is to be sold in a modern, self-dispensing 
package in use for the Veecup line. For the regular 
user of Universal cups, however, the company has 
designed a new and handsome metal dispenser which 
includes the principal features of the metal dispenser 
for Veecups. It is all-metal with chromium and black 
crinkle finish and stresses the “feathertouch” dis- 
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Ware 
IBDAY 


bays 


owdy 


to Members and Friends 


of N. T. O. M. D. A. 








¢ 











TAG DAY 


For Dealers’ Benefit 





Every day is TAG DAY for your benefit Ps O 7 


THOROUGHLY CLEANED 


if you insist on this AMESWAY BY THE 

APPROVED 
PROCESS TAG when buying ma- 
chines from your wholesalers. It is our 


guarantee that your machines have 


all been thoroughly cleaned, dried 


TYPEWRITER LAUNDRY 





and oiled by the 


Pat. No. 2,121,361 


INSIST ON THIS TAG 


AMESWAY PROCESS Ee. 3 











TRY IT ON YOUR NEXT ORDER—-SEE HOW IT SAVES 


AMES SUPPLY COMPANY 


Manufacturers and Distributors of Typewriter and Adding Machine parts, 


platens, tools, equipment, ribbons, carbons, and supplies. 


564 W. RANDOLPH STREET, CHICAGO 


37 Murray St. 583 Market St. 206 Lane St. 11 Pryor St. 
NEW YORK SAN FRANCISCO DALLAS ATLANTA 
BOSTON DETROIT MEXICO CITY PITTSBURGH 
CINCINNATI INDIANAPOLIS MINNEAPOLIS ST. LOUIS 
CLEVELAND LONDON, ENG. NEW ORLEANS SEATTLE 


DENVER LOS ANGELES PHILADELPHIA WASHINGTON, D. C. 

















p Sales Opportunit 


Na. 700 
HARTER PRESIDENT ARM SWIVEL CHA 


HEIGHT — Overall—Minimum 35 inches—Seat to top 18 ind 

SEAT — 21 inches wide, 20 inches deep, 4% inches thick. De 
moulded foam rubber padding in seat and back. Seat adjy 
able 18 inches to 21 inches. 

ARMS — 3 inches wide, tapering, with foam rubber paddj 
Width between arms 20% inches. 

UPHOLSTERY —Fine Velmo Mohair in selected colors. 

BASE — Streamlined formed sheet steel. 

CASTERS— 2 inches soft rubber, ball bearing. 

WEIGHT — 55 Ibs. net—shipping 70 Ibs. Packed one to a cart 


“Colorful” is the right word in refer- 
ring to the new Harter Presidents. 
The upholstery used exclusively on 
these chairs is Fine Velmo Mohair, a 
rich fabric which comes in a wide 
selection of colors—in both brilliant 
and pastel shades—dependably fast. 
Grained or flat baked-on enamel fin- 
ishes are used on the metal parts. 





Na. 710 
HARTER PRESIDENT SIDE ARM CHAIR 


HEIGHT — Overall—33% inches—Seat to top 18 inches. 

SEAT — 21 inches wide, 20 inches deep, 4% inches thick. Deep 
moulded foam rubber padding in seat and back. 

ARMS — 3 inches wide, tapering, with foam rubber padding. 
Width between arms 2042 inches. 

UPHOLSTERY —Fine Velmo Mohair in selected colors. 

GLIDES — Rubber cushioned hardened stv 

WEIGHT — 34 Ibs. net—shipping 45 Ibs. Packed one to a carton. 
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@ The smartly styled, deep seated, 
steel chairs shown herewith are the 
most comfortable and most colorful 
we have ever produced. They are 
the new leaders in the Harter Line. 


Naturally we are proud of these 
Harter Presidents, proud to present 
them, in this way, to Harter Dealers, 
and through the dealers, to the busi- 
ness public. We are sure these steel 
chairs will open up new sales op- 
portunities. We believe they will be 
in real demand by business leaders 
who want to work in comfort and 
and who also like smart styling and 
colorful office surroundings. 


When two of these new chairs were 
finished and being tested we called 
in an interior decorator and asked 


No fe — Our new catalog, entitled “Harter Steel Chairs” will be ready soon. 
~ Send for it—write us—if you are not a Harter Dealer. We would like 
to tell you in detail about the Harter Line, also about Harter co-operation. 


EN THE STEEL CHAIR FIEL 
by HARTER of course 





for his opinion. Here is the verdict: 
“They are ‘exactly what the modern 
office needs in comfortable and easy 
seating. They are so well propor- 
tioned and upholstered they could 
grace a living room—so balanced, 
so designed for efficient support, they 
may well add hours to a desk-day. 
Also, judging from your color chart, 
just the right color note may be 
added to an otherwise austere office.” 


Sincerely we believe this is a fair and 
just verdict. Moreover, we believe 
you will agree when you see and try 
these new steel chairs—the Harter 
Presidents. Better 
order now — 
these new 
chairs mean 
business. 





THE HARTER CORPORATION 


Sturgis. Michigan 


BRANCH OFFICES: New York, 354 Fourth Ave.; Chicago, 14 East Jackson Blwd. 
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type Keyboards 
Cushion Feet « 


We make Peerless Rubber Keys for all Office Keyboard Machines © Peerless Tuch 
for all Office Keyboard Machines ¢ Rubber Twirler Rings, all sizes © Rubber 





Volume Orders? 


Imperial Ribbons 


Molded Rubber Goods to customer's specifications * Rubber Typewriter Pads « 


Rolls for all uses 


and Carbon Paper of every description and for every purpose * Carbon 





New York City, 321 Broadway 
Detroit, 803 American Radiator Building 


There are scores of large volume buyers of ribbons 
and carbons in your city. How many of them do you 
sell? Have you ever wondered why these big orders 
have always been out of your reach? 


Possibly your carbon manufacturer told you it wasn't 
possible for an average dealer to get these orders— 
that they had to be sold direct. PEERLESS-IMPERIAL 
takes issue with this view. We believe that the local 
Dealer should have this business. Within the past 
months we have enabled a number of Dealers to get 
the biggest volume business of their careers. If you 
have entree to a large buyer get in touch with us at 
once. We will positively put you in line to get such 
orders. We promise to give special consideration to 
special problems and show you how you can enjoy 
some of the big, desirable profits of this industry. 


“MEET CAPABLE 
HENRY HENDLER 


who covers the southern 
territory. For the past 
couple years he has done 
a magnificent job in as- 
sisting dealers in build- 
ing up their sales on 
carbon paper, typewriter 
ribbons and Peerless 
Keys”. 





PEERLESS KEY-IMPERIAL MFG. CO., INC. 


General Office & Factory: 409 Mulberry St., 
THE KEY MEN OF AMERICA Manufacturers with the dealers’ viewpoint. 


Newark, N. J. 


BRANCHES: 
Chicago, 19 South Wells St. 


Los Angeles, 827 S. Main St. 
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pensing. Cups are inserted quickly and easily from the 
top without dismantling the dispenser or taking it 
apart. 

2 ee eee 
VARAT EXTENDS “MARBLEHEAD” LEATHER LINES 


The Murray Varat Company, 27 South Market street, 
Chicago, last month announced that its newest cre- 
ation, the “Marblehead” type of leather used in their 
zipper cases, is now available in the Varat lines of 
brief bags and catalogue cases. The marble effect in 
the leather is a new process obtained by blending 
aniline dyes by a special treatment. 

a otis 
NEW TABLE LINE BY EFFICIENCY 

The Efficiency Equipment Company, Inc., 360 West 
Superior street, Chicago, has announced a new line of 
tables under the trade name of “The Big Three.” The 
tables are made in three top styles, linoleum, Masonite 
and wood, and all have a three-quarter-inch plywood 
base, are substantially braced and are available in a 
number of convenient sizes. 

The finishes available for the three styles are as 
follows: for the green linoleum, green baked under 
construction; brown tempered Masonite, green or 
brown baked under construction; natural wood grain, 
green under construction. The forty-eight sizes range 





ONE OF THE “BIG THREE” TABLES 


in width, length and height from 24 by 30 by 26 to 
36 by 96 by 30 inches. 

Additional information as well as illustrative litera- 
ture is available to the dealer on request. 


a 
ROYAL’S “FINGER-FLOW” KEYBOARD 


The Royal Typewriter Company, Inc., New York City, 
has introduced on all its standard machines a new 
type of keyboard—named the Finger-Flow—which is 
said to produce increased speed of typing and comfort 
and accuracy for the operator. 

The Finger-Flow keyboard changes the design of 
four important keys—the left and right shift keys, back 
spacer and tabulator key. Each of these is rectangular 
in shape and measures 13/16ths by 9/16ths of an inch. 

The advantages of the new keyboard include offer- 
ing a greater striking surface and the distance between 
the “guide keys” and the rectangular keys is decreased 
allowing the typist to cover them faster and with 
greater ease. The operator has more than one-third 
again as much space on which to rest her finger, and 
the decreased width of the rectangular keys provide 
ample room for finger clearance. 

It is explained that the rectangular keys are in 
the same position as formerly occupied by the orig- 
inal circular keys so that the operator does not 
need to relocate them on the Finger-Flow Keyboard. 
A demonstration of the new keyboard will be made 
to dealers by Royal’s fieldmen on request. 
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EW GREAT: 
IT'S 

NOW 15c & 25c TEXCEL 
CELLOPHANE TAPE 


WITH THE 
DOUBLE DUTY CUTTER 

















You'll be delighted with Texcel in the 
new, novel handy dispenser. There is 
nothing else like it. Its greater utility and 
attractiveness will help zoom your sales 
and profits. Now, Texcel, the accepted 
cellophane tape will be even more ac- 
ceptable in this ideal dispenser — be- 
cause it is new, modern, keyed to the 


times and to the needs of the consumer. 





Texcel Cellophane Tape seals without 
moistening. The accurate, clean edge 


prevents diagonal tears. It is famous for 








its all around use in homes, stores, offices, 


This side of cutter for 
cutting Texcel after ap- 


plying. 


This side of cutter for 
aati — - libraries, art departments, drafting 


rooms, schools, industries, etc. 





Profitable Sellers 


25¢ Roll with double duty cutter 34” x 300” 


Texcel Dispensers for 


Commercial and Office Use 


No. 1 Commercial Dispenser holds 2592” rolls. 
No. 2 Office Dispenser holds 1296” and 792” 


rolls. 


25¢ Roll with double duty cutter !/,” x 360” 
15¢ Roll with double duty cutter |/,” x 180” 
10c Roll—without cutter 


Packed in attractive Counter Display Cartons. 


Complete Range of the Popular Sizes. Price Schedules on Request. 


INDUSTRIAL TAPE CORPORATION 


CHICAGO, ILL. . 





NEW BRUNSWICK, N. J. > 


SAN FRANCISCO, CAL. 
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®@ Non-Sag Chair 
Seats 

@ Electrically Weld- 
ed Frames 

@ Die-Formed Inde- 
structible Bases 

® Ball Bearing Rub- 
ber Tread Casters 

@ Genuine Leather 
Upholstery 

@ Baked Enamel 
Finishes 

@ Reasonable in 
Price 





Send today for the new 
illustrated EASYREST 
Chair folder. It will point 
the way to profits for you. 


A WINNING PROFIT COMBINATION 


\ larger number of complete outfitting contracts 


is a certainty when you are in a position to sup- 
ply the new Easyrest Lifelong Steel Chairs. The 
great line of Steelcase desks, files, cabinets, etc., 
plus these outstanding chairs, provides an un- 
beatable sales and profit combination. 


Easyrest posture type chairs, with their many 
exclusive features of design, comfort and easy 
adjustment, are a revelation to all who see them 
Easyrest executive chairs — un- 


comfort and utility — are 


demonstrated. 
excelled in beauty, 
receiving a welcome acceptance wherever shown. 











STEELCASE 


Business Equipment, 














METAL OFFICE FURNITURE CO., GRAND RAPIDS, MICH. 
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Cc. E. SHEPPARD CELEBRATES 40TH YEAR OF 
COMPANY AND 65TH BIRTHDAY 

The fortieth anniversary of The C. E. Sheppard Com- 
pany, manufacturers of loose leaf equipment and sup- 
plies, was marked last month at the Long Island City 
plant with an “open house” celebration and luncheon. 

A pioneer in loose leaf binder manufacture, Charles 
E. Sheppard, president, was feted on his sixty-fifth 
birthday, which coincides with the milestone attained 
by the company he founded in 1900. 

A commemorative bronze plaque was presented by 
the staff as a token of their esteem and affection, 
marking the fortieth year of cordial and cooperative 
associations with Mr. Sheppard. 

In making the presentation on behalf of the organ- 
ization, before a group of several hundred visitors, em- 





FORTY YEARS OF ENDEAVOR.—C. E. Sheppard stands be- 

side plaque presented to him by his associates in The C. E. 

Sheppard Company to commemorate the fortieth anniversary 
of the loose leaf equipment and supplies firm. 


ploves and associates, Albert A. Goldstein, vice-presi- 
dent, said: 

“It has been a privilege for us, gathered here, to 
serve under your able leadership. Therefore, we could 
hardly let this occasion pass without some token of 
appreciation for your wise counsel and ever kindly 
interest in both our business and personal welfare. 

“It is indeed an honor and pleasure to present, for 
the entire Cesco family—factory, office and field—this 
little memento to commemorate your  sixty-fifth 
birthday as well as the fortieth anniversary of the 
company. 

“Inscribed on this plaque is our message to you on 
this double anniversary. It truly reflects the sentiment 
of each and every one of us. From the bottom of our 
hearts we extend to you sincerest congratulations, good 
wishes and the hope that the future has in store for 
you many, many years of good health, success and 
prosperity.” 

Following Mr. Goldstein’s presentation speech C. H. 
Everly, of OFFIcE APPLIANCES, offered a few words of 
congratulation to Mr. Sheppard. Mr. Everly said in 
part: 

“It is a privilege to state that throughout the years 
we have continued to have continued respect and 
esteem for Mr. Sheppard and his place in the industry. 
He has gone ahead and performed his job, keeping 
abreast with the times from year to year, and has 
made substantial contribution to the industry of which 
he and all of you are a part. 

“We hope for more birthdays for Mr. Sheppard and 
his continued well-being, and many more anniversaries 
and well-being of those associated with him in this 
organization. 

Mr. Sheppard replied happily and returned the good 
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NO BULGE AT 
MA THE BINDING 
\ EDGE 













Re THERE ISA 
NON-SKID EDGE 
ON EACH COVER 


~ ant 






e Patented special method of SPRING BINDING 
permits pages to turn rapidly and easily, without 
tearing or catching. Books open flat... every 


»age can be used from top line to bottom. 
pag 


e Patented NON-SKID EDGES on the covers 
keep the books standing upright at any angle 
convenient to better sight and comfortable posture. 
Non-Skid Easel Notebooks don’t creep or collapse. 
e Available in the three standard rulings in either 
eye-tint paper ruled in green, or white paper ruled 
in red . . . quality of paper suitable for pen or 


pencil notes. All books contain eighty leaves. 


Samples and price information will go 


forward promptly to interested dealers. 


ROCKWELL-BARNES COMPANY 


1515 West 38th Strect Chicago 
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PRODUCTS BY DARNELL 
ARE EASY TO SELL 


le of quality 

continue 

ell name 
_ Write 
sition. 


The Darn 


\f you are wna 


quainted with Dar- 
nell products, send 
for our free 192- 
page informative 


manual—it will pay 


you to investigate. 


DARNELL CORPORATION, LTD. 
STATION B, LONG BEACH, CALIF. 
24 E. 22ND, NEW YORK 
36 N. CLINTON, CHICAGO 
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wishes to all. Speaking of marketing difficulties due 
to unsettled conditions both at home and abroad, he 
voiced the belief that “when the political world returns 
to its senses, progress in the office equipment industry 
will attain new heights in sales and development that 
will out-distance the achievements of the past.” 

Mr. Sheppard has been the directing head of the 
company during the four decades which saw the 
revolutionary development of business accounting 
practices which have resulted in the widespread appli- 

_ cation of loose leaf devices and forms by modern busi- 
ness, large and small. Keenly interested in current 
development he envisions an even greater future for 
the industry in which he has taken so prominent a 
part. 

Products of The C. E. Sheppard Company are 
marketed under the trade-mark “Cesco” and are sold 
nationally through retail trade channels throughout 
the world. Export business is carried on extensively, 
with agents in every part of the world. A wide range 
of binders of every known type is carried as plant 
stock. With supplementary ruled and printed stock 
forms, they comprise the accounting system installa- 
tions which have won generous approval by account- 


| ants, business executives and the supply trade. 


Particular attention is devoted by Cesco to specially 
designed items, the staff of accounting and production 
experts cooperating with purchasers to develop new 
answers to old or current business problems. 

Officers associated with Mr. Sheppard are Edward A. 


| Gould, executive assistant; Albert A. Goldstein, vice- 
president; John W. Sheppard, treasurer, and son of 


the founder; and Joseph A. Murray, secretary. Sales 
offices are located in Philadelphia, Boston and Newark, 
in addition to the main sales and factory office at 
4401 Twenty-first street, Long Island City, N. Y. 





NEW PACKAGING FOR COLUMBIA RIBBONS.—This uniform 
packaging for its line of typewriter ribbons, recently adopted 
by the Columbia Ribbon & Carbon Manufacturing Company, 
Glen Cove, L. L, N. Y., was described in the June issue. 
‘acini lala 


PECK COMPANY MOVES 

The J. B. Peck Typewriter Company, Gloversville, 
N. Y., has recently moved into a ground floor location 
at 5 Spring street where, besides much additional 
space, the firm has a large display window at its dis- 
posal. The company, headed by J. B. Peck, handles 
Royal typewriters, Shaw-Walker steel office equipment, 
Victor and Allen adding machines, and a number of 
other well-known lines. 
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5 Stars to Brighten 
YOUR SALES PICTURE! 


Art Metal Dealers are ready at all times to meet 
the specific requests of their customers. No matter 
how much or how little a prospect wants to spend, 
there is an Art Metal file to fill his needs. 


Pictured here are five files in five different price 
ranges—each a champion in its class. Just think of 
the sales advantage of having five files in five price 
classifications on hand to show your customers! It 
means that Art Metal Dealers can meet a// competi- 
tion on both price and quality basis—and still main- 
tain the prestige advantage of the Art Metal name. 


With a full Art Metal line, each item compet- 
itively priced, your sales picture is bright and will 
continue so. Sales results will repay your sales 
efforts on the Art Metal line. 


There are a few Art Metal franchises still avail- 
able for qualified dealers. For information write 


AGENCY DIVISION. ART METAL CONSTRUCTION CO. 
Jamestown, New York 


» Art YNetal 


STEEL OFFICE EaawtPMENT 
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MAKE TRANSFER TIME Saale 
FOR YOUR CUSTOMERS- 


Sell them 
SLeathernoid File Pockets 
and. 
Double-top Fule Jackets ! 
























































Quality Park makes the finest line of 
file pockets and file jackets obtain- 


able. 
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FILE POCKETS 





Assure yourself continued repeat 


MADE IN LETTER ND LEGAL SIZES 
“ ion. 


with 134", 344” axana? H 
reinforced corners an d foldover gusset tops .- HY H a 
with double fronts and backs, glue welded business from satisfied users by sell 


throughout. 


ing these ideal containers for bulky 


Sf 1§) __ correspondence, contracts, orders 

















and grouped letters, now! 





Samples and prices 








a — on request. 


‘ts cate, QUALITY PARK ENVELOPE CO. 








MADE IN LETTER AND LEGAL SIZES == Genter 1 Office & Factory Chicago Offic 
with 1°, 114” and 2” expan ding gussets 
Reintorce d tabs insure greater wear ' Quality Park Warehou 


St. Paul, Minnesota 11-116 Merchandise Mart 
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HENRY C. YEISER, SR. 

Henry C. Yeiser, Sr., for many years an outstanding 
personality in the office equipment industry, and who 
retired as president of The Globe-Wernicke Co. twelve 
years ago, died at Holmes hospital, Cincinnati, Ohio, 
May 27. He was eighty-seven years old. Mr. Yeiser had 
been ill for several weeks, but apparently was on the 
road to recovery when he suffered a heart attack which 
caused his death. Since his withdrawal from the busi- 
ness in 1928, he had lived in pleasant retirement spend- 
ing most of the time at his home in Cincinnati. 

Commenting upon Mr. Yeiser’s death, J. S. Sprott, 
president of The Globe-Wernicke Co., stated: “The 





THE LATE H. C. YEISER. SR. 


industry has lost one of its real pioneers. He helped 
make business conscious of the need for equipment, 
systems and accessories that make and preserve rec- 
ords and speed up business routine, with a minimum 
of work and expense. While he severed his relationship 
with this company before I became a member of 
the Globe-Wernicke organization, business associates 
always spoke of him as a man of great force and 
energy. He was an important factor in the growth of 
the company until it became one of the largest indus- 
trial plants in southern Ohio and one of the greatest 
in our industry.” 

Attaining the age of twenty-one in 1873, he went 
to Cincinnati and for a while was associated with 
W. B. Carpenter & Company, soon thereafter forming 
the Globe Files Company, with a small plant to manu- 
facture filing boxes to which a number of stationery 
specialties were added and success achieved. Some 
years later the business was merged with that of the 
Wernicke Company, makers of “Elastic” bookcases, to 
form the present company over which he presided for 
forty-six years. 

During his presidency “Globe-Wernicke” moved to 
its large plant at Carthage and Ross avenues, Norwood, 
occupying 1,300,000 square feet of floor space, with 
branches in New York, Washington and Chicago, and 
manufacturing more than 4000 items, mostly office 
furniture and stationery equipment. 

In 1886, Mr. Yeiser married Anna Thiesing, Cincin- 
nati, who survives him. They celebrated their golden 
wedding anniversary four years ago. He is also sur- 
vived by a son, Frederick Yeiser, and a daughter, Mrs. 
Derrick T. Vail. 

bok oF 
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R. W. WALLACE 
Roy W. Wallace, for many years operator of a sta- 
tionery store in Simcoe, Ont., died recently in Western 
hospital, Montreal, Que., where he had been under- 
going treatment. The deceased, who was popular and 
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It’s selling every- 

where—the new Victor 

full-duty portable adding 
machine. 





























Filling stations, groceries, drug 
stores—all types of independent 
merchants . . . corporation offices 

. chain stores . . . warmly wel- 
come this marvel of engineering. 


The Victor full-duty portable 
thrives on work . . . weighs only 
nine pounds . . . is so compact you 
can balance it in the palm of your 
hand . .. is priced so low that even 
the smallest corner store can 
afford it. 

There are Victor sales waiting 
for you in every business block. 
Imagine offering so much quality 
at only $47.50 for 9,999.99 total- 
ing capacity; 99,999.99 at $55.00; 
and 9,999,999.99 at $70.00—all in 
10-key or full keyboard! 


Let Victors add up bigger 
sales and profits for you. Your 
territory may still be open for 
adealership. W rite for dull in- 
formation to Victor Adding 
Machine Co..] Jept.A-5,3900 
N. Rockwell St., Chicago. 








“WHERE 
y2u need it— 
WHEN 

you need it” 


VICTOR 


ADDING MACHINES 
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PLIERS 
$450" 


HUNDREDS of THOUSANDS 
In Daily Use... because 


FIRST: Every customer is re- 
ceiving 100° Stapling Satis- 
faction. 


SECOND: Their famous all- 


steel structural perfection 
makes them troubleproof and 
jamproof. 


THIRD: Their Lifetime Guar- 
antee is assured when using 
the ACE Super Undulated 
Staples. 


DEALERS! This Trio produces 
Controlled Staple Sales. 


East of Rockies 


ACE FASTENER CORPORATION 


SLOUWT 
GLIDER 
LLIPPER 


ACE 
GLIDER 





ACE SUPER 
UNDULATED STAPLES 


Made of specially 
treated wire to pro- 
vide greater tensile 
strength, penetrating 
power, and holding 
qualities. It's wavy 
contour also gives 


sepol m daam 


ACE 
STAPLE 
REMOVER 


Saves finger nails, 
Prevents torn pa 
pers. Every stapling 
machine operator 
should have one 





3415 N. Ashland Ave., Chicago 


Makers 
STAPLING 





ret Beste Ss Best 


MACHINES 
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highly esteemed in Simcoe, was born in Beachville, 
Ont., sixty-one years ago. Beginning his career as a 
relief operator for the Grand Trunk Railway at the 
age of fourteen, he gained promotion, finally becoming 
agent for the company in Simcoe. Leaving the employ 
of the G. T. R. he purchased the Tomlinson Book 
Store in Simcoe, and brought it up to a high stand- 
ard.—SJL 
+ - +k 


WILLIAM HOWE 

William Howe, president and general manager of 
Pioneer, Inc., office supply and printing firm of Ta- 
coma, Wash., died last month at the home of a sister 
in Seattle, where he had been staying during an illness. 
He was in his sixty-seventh year. 

Two brothers, the late A. B. and Mortimer H. Howe, 
who were associated with Mr. Howe in the company he 
headed, passed away some years ago, as did another 
sister, Mrs. Louise Martin. Mr. Howe was a native of 
Moravia, N. Y., and went West with his parents. For 
a while he lived in Walla Walla where he managed 
a bookbinding and printing establishment before going 
to Tacoma to launch his own organization. 

In addition to his sister, Mrs. Harold B. Thompson, 
Mr. Howe is survived by four nephews, George Gunn, 
Jr., Jack Barnett, William H. Thompson, and Alvah B. 
Howe, Jr., and four nieces, Mrs. Emily Gunn Schick, 
Mrs. Phoebe Thompson Bass, Mrs. Marion Long, and 
Mrs. Bessie Holdridge. 

+; + |& 
Cc. C. CLIFFORD 

Charles Condit Clifford, inventor and manufacturer 
of office supplies, died June 8 at Overlook hospital, 
Summit, N. J., after a four months’ illness. A resident 
of Millburn, N. J., for the past fourteen years, he 
formerly lived in New York. 

Mr. Clifford was president of Charles C. Clifford 
Company, Inc., Newark, N. J., which manufactured 
and distributed typewriter supplies and office special- 
ties. He was inventor and manufacturer of the Clifford 
notebook and stenographic shields. 

Born in Fortress Monroe, Va., Mr. Clifford was grad- 
uated from the University of Pennsylvania as a civil 
engineer. 

Surviving are his widow, Mrs. Lillian M. Hartman 
Clifford, and a brother, Alfred Clifford of Westboro, 
Mass. 

Funeral services were held June 11 at Maplewood, 
N. J., with burial in the Fairlawn mausoleum.—NJNS 


+; | + 
MRS. E. H. SHARTLE 

Mrs. E. H. Shartle, wife of the owner of the Shartles 
Stationery Store, Meadville, Penna., died May 19, at 
the family residence, following a stroke of paralysis. 

Associated with her husband in the management of 
the store since its opening in 1916, Mrs. Shartle had a 
large circle of friends, many of whom were connected 
with the industry. She was a lifelong resident of Mead- 
ville and had been married for forty-eight years. Mr. 
and Mrs. Shartle had recently returned from a three- 
month stay in Florida. 

Funeral services were held on Wednesday, May 22, 
followed by interment in Greendale cemetery, Mead- 
ville. 
tok F 
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MRS. C. A. H. THOM 

Failing to rally after a brief illness, Mrs. Charles 
A. H. Thom, whose husband is vice-president and sec- 
retary of the Gregory, Mayer & Thom Company, died 
May 25 in the Grace hospital, Detroit, Mich. 

Mrs. Thom was well-known in stationery circles, 
having attended a number of annual conventions of 
the National Stationers Association with her husband. 

In addition to her husband, Mrs. Thom is survived 
by three sons, George H., who has been associated 
with his father’s company for twenty-eight years as 
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ROW AFTER 
ROW 
STACK AFTER 
STACK 
TRANSFILE 
CORRUGATED 
FILES ARE 
WELDED INTO 
STURDY BAT- 
TERIES WITH 
EXCLUSIVE 
2-WAY 
INTERLOCK 
NO SWAY, SAG 
OR BUCKLE 








There is a TRANSFILE FILE for 


every purse and purpose. 
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TRANSFER 
TIME 


Right now—this midyear transfer season is 
your chance to UP those lethargic July sales in 
a big way. Each business has made more rec- 
ords the past six months than ever before. Busi- 
ness has to have a place to put these records 
and they must be kept where they can be 
reached in a jiffy. 


Right now enterprising dealers are carrying on 
real sales campaigns to sell all their customers 
TRANSFILE FILES for their semi-active and in- 
active records. Every time they convert a 
new user they make a sound friend, for 
TRANSFILE FILES although made of corrugated 
board are reinforced by steel. They can stand 
the gaff. They keep records at the fingertips 
always. TRANSFILE FILES look and act like reg- 
ular steel filing equipment with steel roller and 
ball bearing drawer operation. File clerks ''go 
for them. 


Right now is the time to get this business. Con- 
centrate for the next ten days on TRANSFILE 
FILES. 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET NEW YORK, N. Y. 






The DE LUXE MODEL 
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ACME VISIBLE RECORDS INC. 


122 SOUTH MICHIGAN AVENUE * CHICAGO, ILLINOIS S.A. 
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manager of the furniture department; Kenneth C., and 
Charles A. H. Jr., who was formerly a member of the 
firm and also of the Thom-Kager Company, Dayton. 
Mrs. Thom also leaves a daughter, Mrs. Arthur W. 
Greenfield, and seven grandsons, one of whom, George 
H. Thom, Jr., is also associated with the company. 

Funeral services were held at St. John’s Episcopal 
church on Tuesday, May 28, followed by interment in 
Woodlawn cemetery, Detroit. 


tt F 
H. LE SASSIER 


Henry Le Sassier, manager of the San Francisco 
retail store of the H. S. Crocker Company, died on 
May 5 following a major operation brought about by 
an illness of more than a month. He was in his forty- 
second year. 

Mr. Le Sassier was a native of New Orleans, La., 
and went to San Francisco in 1928, joining the Crocker 
organization five years later. In 1935 he became 
manager of the furniture department and when the 
company opened a splendid new store at Second and 
Market streets he was elevated to the managership, 
holding that position at the time of his death—SS 


+t F + 
GEORGE SULLIVAN 
George Sullivan, forty-two years old, a veteran in 
the typewriter field, and for some time with the Add- 
ing Machine & Typewriter Exchange of Seattle, Wash., 
died in June, in Portland, Ore., whence he had been 
taken to the Veterans hospital for the Pacific North- 
west section. Death came to the well-known typewriter 
man after a five weeks’ illness. Surviving are a widow, 
Mary, and a daughter, Margaret, at the family home, 
310 Lynn street, Seattle, as well as three sisters and 
three brothers of Butte, Mont., and California. Funeral 
services were held in Seattle at St. Anne’s church, fol- 
lowed by interment in Calvary cemetery, under direc- 
tion of the Booth-Ashmore mortuary.—CML 
ole cle ole 
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A. C. HAFELY 


Alfred C. Hafely, former treasurer of W. C. Horn 
Brother & Company, stationery manufacturers of New 
York City, and noted as an American secret service 
agent during the World War, died last month in his 
Brooklyn home at the age of eighty-one. He is sur- 
vived by his widow, Mrs. Caroline L. Hafely, and three 
sons, Dr. Warren L., Girard D., and Schuyler R. Hafely. 


ol< vl< rl« 
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D. M. BASSETT 

D. Marion Bassett, a member of the firm of George 
R. Bassett, stationery company of Baltimore, Md., died 
last month in the University hospital of that city. He 
was forty-six years of age and since graduating from 
the Polytechnic Institute has been an official of the 
firm which was founded by his father fifty years ago 
Mr. Bassett is survived by his mother, Mrs. Mollie Bas- 
sett, and a brother, D. Mellinger Bassett. 


Pe | 
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D. W. SNYDER 

Well-known in the stationery fields of Washington 
state, Don W. Snyder, fifty-six years old, Walla Walla, 
Wash., stationery and paper company executive for 
many years, died recently in that city after a two 
months’ illness. He was born on December 13, 1883, at 
Richland Center, Wis., and received his education 
there. 

On first going into the Pacific Northwest, he became 
associated with the Walla Walla Paper & Stationery 
Company of Walla Walla, entering the wholesale paper 
business on his own in the year 1911, with a partner, 
R. A. Nichols. 

This business was established as the Nichols-Snyder 
Paper Company. In 1918, when Mr. Nichols retired 
from the paper field, he sold his personal interest to 
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Dont Let the \ 


SOMMER Je UMP 
Get You! 











Dealers who can take on more business—who 
would like to beat the summer slump—are 
The Royal line adds many 
possibilities for new business—better, more 


the kind we want. 


profitable business—from professional and 
business offices, retail establishments, indus- 
trial organizations, institutions, municipali- 
ties, clubs, lodges, hotels, places of amuse- 
ment, etc. 





DISTINCTIVE FURNITURE 


is definitely modern, popular and profitable 
to sell. It’s staunch, attractively styled—your 
salesmen will enthuse, sell more with less ef- 
fort and repeat orders will come easier. 

e Ask for our dealer proposition on this much adver- 


tised line (more than fifty magazines and trade pa- 
pers display Royalchrome, folding chairs and factory 


Royal 


ROYAL METAL MFG. COMPANY 


187 N. Michigan Ave., Dept. A, CHICAGO 
New York — 


chairs). 


Los Angeles — Toronto 




















a MM Ml Ml Ml Ml Ml Ml Mi 








The Dealers Yow Summer 
Profit Maker! 


The Remarkable New S-W 
Testing Platen for Typewriters 
and other Office Machines is 
helping many dealers open new 
accounts and revive old ones. 





Superfine Testing Platen 


| Density Density Density Density Density 
1 2 3 4 5 

Adding 1 to 3 2to6 6to9 | 9tol2 

Machines Copies Copies Copies | Copies 


Have YOU investigated this new ideal in Platen Sell- 
ing? If not, write today for complete details on how you 
can get this Testing Platen FREE!! 

By using the Superfine Testing Platen you can prove to 
your customers the necessity of “the right platen for every 
typing job.” It’s so easy to insert the Testing Platen in a 
customers machine and try it out under exact working 
TRY IT 


conditions. Really a convincing sales argument. 


that’s all we ask. 
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WELL SEE YOU 
AT DETROIT _.u 22-24 


Stop at our Booth while at the NTOMDA 
Convention—we'll prove the value of using 
the Testing Platen. 





—_ 


lla i i i 
_~-T-TewewerewrewreorwereewywS 
_~ws7S 








~~ wTewewewewreweewrevwrewrewrewrewrewewrevwrewevwrevwevwevwewevwewewevwevwevwvwy" 
i i i i 


SHIPMAN-WARD 
MFG. CO. 


325 N. Wells St. 
CHICAGO 


“The Dealers’ Quality Supply House” 





Consolidated buying on Adding & 

Calculating Machines, Typewriters, 

Parts and Platens saves you money 

and time. An Exclusive S-W 
Service. 





SHIPMAN WARD 
MFG CO CHICAGO 





| years. 
_the residence on Washington street with interment 





OFFICE APPLIANCES 


A. C. Crecelius, and the business since then has been 
known as the Snyder-Crecelius Paper Company. 

Mr. Snyder was married on November 22, 1912, 
shortly after he became established in the paper field, 
to Miss Blanche Parke, who died January 1, 1927. Two 
years later he was married to Miss Florence Parke, who 
survives him. He also leaves two brothers and four 
sisters in the Pacific Northwest. 

During his career in the stationery and paper field, 
Mr. Snyder found time to take part in civic matters, 
and was a member of the Elks and Odd Fellows, the 
Walla Walla Country Club, Rotary Club, and a direc- 
tor of a large financial institution. In memoriam, the 
paper company which he ably headed was closed the 
entire morning of his funeral day —CML 


- + + 


J. W. SIMMONS 
Joseph W. Simmons, printing department superin- 
tendent of Montag Brothers, stationery company of 
Atlanta, Ga., died last month at the age of sixty-four 
Funeral services were held on June 4 from 


in West View cemetery. Mr. Simmons had been con- 
nected with his company for many years.—JHR. 
- - & 
W. W. BOYKIN, SR. 

William W. Boykin, vice-president of the American 
Bank Stationery Company, Baltimore, Md., died June 
9 at his home in Charlotte, N. C. He was in his sixty- 
fourth year and had been in ill health for a con- 
siderable time. 

+: + & 


MRS. F. C. WALTZ 

Mrs. Frank C. Waltz, wife of the owner of the Waltz 
Typewriter & Adding Machine Company, Cincinnati, 
Ohio, died June 6 following a brief illness brought 
about by a cerebral hemorrhage. Mrs. Waltz was well- 
known to members of the typewriter industry, having 
attended a number of annual conventions of the Na- 
tional Typewriter & Office Machine Dealers Associa- 
tion. 

acnacioppillgiillitia tatiinaindis 
SHEAFFER WORKERS RECEIVE LARGEST 
YEAR BONUS 

Employes of the W. A. Sheaffer Pen Company, Fort 
Madison, Iowa, received a midyear profit-sharing bonus 
on June 28 of fifteen per cent of their individual earn- 
ings during the six months ending May 31. The profit- 
sharing was paid to each employe of the company, re- 
gardless of length of service. 

C. R. Sheaffer, president of the company, stated, 
“This is the largest midyear profit-sharing payment 
we have ever paid, both in total dollars and cents and 
in percentage of employes’ earnings. The midyear 
profit-sharing payment in 1939 was based on a ratio 
of twelve and one-half per cent of each employe’s 
previous six months’ earnings, which we were able to 
increase to fifteen per cent in the December profit- 
sharing payment. Our employes’ profit-sharing plan 
works hand in hand with the dividends paid to stock- 
holders. As earnings increase, dividends increase, and 
so does profit-sharing to employes in definite ratio. 
Vice versa, when dividends go down, profit-sharing 
payments must necessarily also go down.” 

The June 28 payment was the tenth profit-sharing 
bonus Sheaffer employes have received. The plan is 
designed to encourage craftsmanship. 

————-<7“_—= oe ——__ 
DOPPELT LAUNCHES NATIONAL CAMPAIGN 

Charles Doppelt & Company, 412 North Orleans 
street, Chicago, has launched a national advertising 
campaign on the firm’s line of Dop-Kit all-purpose 
utility kits. The drive is designed to get maximum 
coverage for the dealers, whereby they will benefit 
by the popularity of Doppelt leather products. The 
company is using nationally-known magazines, in- 
cluding Esquire, Time, Harper’s Bazaar and Fortune. 


MID- 
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ASE Dead Storage _ 
FES Ae 


-iness or- 
_ ganization 
needs this 
low-cost — 
equipment 
for filing permanent and 
inactive records. — 









ASE STORAGE and 
WARDROBE __., 

CABINETS 
Fifty-seven 
models for high 
quality—low 
cost. 






DESKS and 
TABLES 


Two complete lines— 
modern and 
convention- 
al designs, 
built in all 


popular sizes 
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All-Steel-Equip Company 
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607 John St., Aurora, Hl. 


Mail complete information about A-S-E Aurora ( ) Files 
( ) DS Files ( ) Cabinets ( ) Desks and Tables. 





Name 
i 
Address ; 
DS FILES © STORAGE AND WARDROBE CABINETS e 
DESKS & TABLES @ LOCKERS Picci sae State 
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Vhw there are 4 Winners 


in the 


HOTCHKISS /.tnfit’ Series 


Here are the brand-new streamlined models, each using 
standard staples, each supreme in its price class. 


Modern Design—Latest Engineering—Low List Prices. 


Tried by use in thousands of busy offices List Price 
HOTCHKISS everywhere, this husky little machine $150 
66 I ”? gives you a chance for volume sales. l 
Pa mfit There should be a Model 122A on every 
desk. At the list price of only $1.50, here's 
Model something to talk about to your quantity 





1 9 9 A buyers. 
Features: Uses standard staples, extra 
easy action, full length rubber base pad 
—welded steel] construction. 





A stapler and tacker combined, this 
HOTCHKISS brand new Hotchkiss model fits in purse 


“ I Pg or pocket and works with the reliable 
almfilt easy action that Hotchkiss dealers and 












Model users have learned to expect. 

Swing the base down and around. Then 

122P it's ready to drive twinpoint tacks for 

—_——— dozens of uses. This tacking feature plus 

bic <—-—,, the low list price of $1.50 opens a vast 

"aa opportunity for home sales in addition to 

USED AS A TACKER business and industrial sales prospects. 

The most adaptable machine you can . : 

H O * H K I SS y offer your customers. A vcore 2 head List Price 
makes it an efficient tacker holding 210 $350 







és ” 
Palmfit twinpoint staple tacks. The new patented 
Hotchkiss quadriclinch anvil makes it 


Model really four staplers in one. It will staple 
in any one of the four ways illustrated. 
It has fewer working parts, all of them 
fully hardened. 
CDS 














USED AS A TACKER he 
H OT C H K IS S The world’s foremost stapler. Hotchkiss pan 
Palmfit fast front loading and distinctive knob- = 4 
less contour makes it the finest machine — \ ap 
Model you can offer your customers. 


FRONT LOADING 


101A 
es “WE FAST 














THE HOTCHKISS GUARANTEE PROTECTS YOU AND YOUR CUSTOMERS 


HOTCHKISS °°? !225,, co2MSUE" 
“Pioneers in all that’s best in stapling” 
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REMODELING CREATES “NEW” STORE FOR 
COLEMAN 


Modernized display space, more convenience for the 
customer and staff and increased space for executives 
are the features recently acquired by Nathan Coleman 
& Son, 9 Bay street, West., Savannah, Ga., through 
an extensive remodeling program for the store. 

The principal change was made to the store front. 
An old, double door was taken out and replaced with 
a V-shaped and tiled vestibule leading to a single door 


eats 
es ria ean 


a Tad 


a 


INTERIOR VIEWS OF THE RENEWED “NEW” COLEMAN 

STORE.—(Upper) Henry I. Coleman in his private office, 

which is equipped throughout with Art Metal furniture. 
(Lower) Main section of the store. 


six feet back. This is flanked by two large windows 
with openings in the front and on the vestibule. The 
window floors are covered with green marbleized 
linoleum, and there are panels in the back equipped 
with doors and which may be lifted out entirely if 
desired. 


The ceiling of the store was completely changed with 
light-colored rectangular Celotex boards covering con- 
duits, boxes and piping. The entire first floor has 
been rewired and modern fluorescent lighting installed 
in an effective and pleasing pattern. One 500-watt 
and one 300-watt lamp have been replaced by three 
fixtures requiring only 240 watts, but giving more 
light and less heat. Five other fixtures are installed 
for use when desired. 


The office of President Henry I. Coleman also came 
in for its share of treatment. Previously measuring 
eight by eighteen feet, it now boasts dimensions of ten 
by eighteen feet. Diamond shaped Celotex blocks form 
the ceiling with eight-inch strips of Blendex insulating 
board reaching to within three feet of the floor. At 
this point brown Masonite is used with a six-inch base- 
board. Black marbleized linoleum on the floors matches 
rubber desk chair tongue mats at each of the two 
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THE SHERATON SUITE 





SLOANE 
EXECUTIVE OFFICE 
FURNITURE 

Now Shipped From Stock! 


NOT EVERY business man you interview feels that he 
can afford office furniture custom-made in Sloane’s 
masterful interpretations of period styling. 

BUT PLENTY OF business leaders in your territory 
would like to...if they could afford it. 

FOR THEM, Sloane has developed a new line of period 
suites. All are done in fine woods...all superbly made 
and finished in every detail of workmanship...all 
available for prompt shipment at budget prices. 
SLOANE MAKES thse suites under their strictest speci- 
fications, with Permo-Weld panels that defy age, 
checking, warping and weather. 

SELLING — new Sloane line offers you more profits 
with less effort. We’ll be glad to give you details on 
handling nade stock office furniture. 


lllustrated: Sloane’s Sheraton executive suite. Desk, 


$214; swivel chair, $86; armchair, $76; typewriter 
desk, $194; wastebasket, $29. 
Send for our literature, prices, and details on 


il discount and protected dealer policy. 


Wholesale Office Furniture Division 


wsi Sloane 


575 FIFTH AVENUE+ NEW YORE 
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This Counter Display of 





#06. v 6.Pat OFF 


IL-KLATIER 


THE SCIENTIFIC TYPEWRITER PAD 
will bring you new sales 
and additional profits! 


Set one or two of these smartly packaged type- 
writer pads on the counter and you'll quickly 


make new sales and friends! 


KIL-KLATTER is 


the fastest selling typewriter pad because it 
REALLY deadens noise and absorbs the shocks 
of typing. Made of Genuine OZITE All-Hair, 
stays springy for a lifetime. Non-slip bottom. 
Machine legs won’t dig into specially treated top. 
11 x 13, in., fits all typewriters and many other 


office machines. 


Free Helps for Dealers 
With orders for a dozen or 
more, we'll send you FREE a 
colorful display card (shown 
above) and a reasonable quan- 
tity of 2-color mail enclosures, 
imprinted with your name. 








Retails at 


75< 


Fits All 
Typewriters 








FOR DEALERS ONLY: Pin this coupon to your 
letterhead for a FREE SAMPLE PADI 








AMERICAN HAIR & FELT COMPANY 
Dept. D-7, Merchandise Mart, Chicago 


Send Free sample of KIL-KLATTER Typewriter 
Pad and information about prices and discounts. 
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desks. Fluorescent lighting is used and the office offers 
a perfect setting for demonstration purposes. 

The furniture consists of an executive and secre- 
tarial desk of the Art Metal Airline style for Mr. 
Coleman and his secretary. The desks, together with 
the other furniture, including filing cabinets, are fin- 
ished in walnut. The secretary’s desk has the center 
back panel set back twelve inches with a shelf placed 
Seven inches from the floor. This offers more knee 
space and allows stock control visible record books 
and catalogue media, in constant use, to be placed 
on the shelf in an inconspicuous but accessible man- 
ner. Five-drawer filing units provide the maximum 
of filing equipment in the minimum of space. 

Rearranged showcases in the store create an illusion 
of greater width. Open display pyramids on tables 
are in the center and eye-level displays are maintained 
on shelves. 

ee 
NEW TYPE FACES FOR ROYAL PORTABLES 

Unusual interest has followed the introduction of a 
unique personalized social correspondence promotion 
for portable typewriters. 

Tying in special typewriter stationery, harmonizing 
color ribbons and portable typewriters, the Royal Type- 
writer Company has introduced special social corre- 
spondence type faces on a newly designed portable 
typewriter with an airplane luggage case. 

Following the public demand for airplane luggage, 
Royal designed a new carrying case covered in fabric, 
and bound in brown leather, lightweight and sturdy. 
Matching this new case, the Royal Quiet De Luxe 
Portable is now finished in a crackle brown, non-glare 
surface. 

Special type faces for personalized letters were made 
available to the buyer offering a wide choice of type 
styles. New Socialtype correspondence paper of the 
Eaton Paper Corporation was combined with colored 


| ribbons to harmonize with the tone, finish and decora- 
| tion of each paper stock. 


——— 
NEW L. L. BROWN DISTRIBUTORS 
The L. L. Brown Paper Company, Adams, Mass., last 
month announced the appointment of the following 
distributors of Escort Ledger and Machine Posting, re- 


| cently introduced fifty per-cent rag ledger; The Whit- 


aker Paper Company, Atlanta, Ga.; the B. W. Wilson 
Paper Company, Richmond, Va., and the Epes-Fitz- 


| gerald Paper Company, Columbia, S. C. 


At the same time it was announced that the Mes- 


| singer Paper Company, Chicago, has been appointed an 


agent for the company and will handle, in addition to 
the papers named above, the L. L. Brown lines of For- 


ward linen ledger, Forward Bond and Escort Bond. 


snnitecicllinllaiala dscns 

OFFICE SUPPLY COMPANY CHANGES ADDRESS 
IN SPRINGFIELD, MO. 

The Office Supply Company, Springfield, Mo., has 


| recently moved into a new and much larger store at 
| 307 East McDaniel street and has increased its many 
| lines of office equipment and machines to meet the 
| demands of its territory. 


At the same time it was reported that the company 
has increased its sales staff, the new member being 
Barrett Mitchell, of St. Louis, Mo. Mr. Mitchell is the 
son of E. J. Mitchell, well-known manufacturers’ 
representative, and member of the Midwest Travelers 
Club. 

amnesia itiea aan 
HUBBLE OPENS OWN BUSINESS IN TEXAS 
Carrying a complete stock of several well-known 


| manufacturers’ products, a new business equipment 
establishment has been opened in Kilgore, Tex., by 


L. A. Hubble, under the name of L. A. Hubble Company. 
Mr. Hubble, who formerly owned and operated the 


| Office Supply Company, has located his new place of 


business in the Texan Theater building. Associated 
with him are L. I. Nelson, who has charge of all 
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SECTIONAL BOOKCASES 


SECTIONAL BOOKCASES SOLID END BOOKCASES 


There are baat-bab'g abet: public Ambassador style . . . distinctive Ardmore style . . . several sizes | Universal style . . . dignity com- 
in appearance.. ‘grows as your ... adjustable shelves . . . smart bined with economy . . . protects 
and pr ivate libraries library grows’’.. excellent value and modern... popular prices. books from dust and damage. 





Secmeweorems GLOBE-WERNICKE ALSO OFFERS 
DEALERS A PROFITABLE LINE OF 
FINE WOOD BUSINESS EQUIPMENT 


Many public institutions and business concerns, including those asso- 
ciated with the lumber industry, prefer the natural beauty and charm 
of wood. For these Globe-Wernicke provides a variety of stock and 
custom-built equipment . . . merchandise of distinction that combines 
efficiency, long life, useful service, attractive appearance. 


BANKS AND LOAN No other manufacturer offers such a complete and profitable line of 
ASSOCIATIONS dependable wood and steel business equipment and supplies. These 
products are sold by dealers who receive unusual cooperation from our 
Stock or ‘‘built-to-order’’ sales organization and factory. Write for catalogs, prices and informa- 
FYeab bs obaat-b ata bale @-)'7-34-)a0l-Be(-o tion about our proposition to dealers. 
signed to fit particular ° 
—nre merchandise of dependable quality, good service and fet dedling to all 





TRI-GUARD FEATURE 
for faster filing 
and finding 
Guides slide on 3 rods which 
act as ‘‘sway-check.’’ Con- 
tents cannot slump and in- 
dexing is always visible. 






v°cuT POocKET 
TRI GUARD 
SUPPORT 














SWAY CHECK 





PUBLIC BUILDINGS > 


Globe-Wernicke dealers This modern two Beauty and charm of 


rob ad-bale abate! opportunities to drawer wood file with wood .. . combined 
legs is convenient with the latest and 








sell stock or custom-built for use beside a desk. best mechanical fea- 
P . tures. Available in 2, 
equipment for public . 3 and 4-drawer sizes. 


buildings. 





lobe-Wernicke 


Ot aleiialar-iemmelaiie 
MAKERS OF OVER 4000 ITEMS NEEDED IN OFFICES 


S . Stee! and Wood Office Furniture, Filing Equipment, Bookcases, Partitions—-Special Stee! 
we and Wood Equipment for Libraries, Schools and Public Buildings—Filing Supplies, 
Stationers’ Products; Storage and Visible Record Equipment and Stee! Shelving 




















A display of 
/ JASPER CHAIR CO. 


Upholstered 
Office Chairs 


will close 
them for you! 
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On Every Call, 
watch for 









possible 
office chair sales! 


Emphasize office chairs during the 
next five weeks especially. Suggest 
a new executive chair for the chief 
or a secretarial posture chair for his 
stenographer or chief clerk. During this 
season, personal comfort is a matter of 
importance to men and women in the office, 
especially when vacation periods have left 
a fractional staff to handle the load. Often 
the installation of improved equipment will 
relieve a strained situation and step up 


morale. 


JASPER CHAIR CO. executive chairs of 
various designs are available in genu- 
ine walnut and birch, both all wood 
chairs and genuine leather upholstered. 
There are secretarial posture chairs in 
solid walnut, quartered oak and in 
birch, teachers and tablet chairs, jury 
base, stools, etc. Compare the value— 
add a few of these numbers to your dis- 
play. Send for catalog. 


JASPER CHAIR COMPANY 


JASPER, INDIANA 





REPRESENTATIVES 
Geo. A. Litchfield, Sales Mgr 
W. H. Brown (Chicago-Midwest 5S. H. MacDonald, (West R. J. Freeman, (Eastern) E. W. Thomas, (Southwest James S. Fowls, (Southern 
6708 Glenwood Ave., Chicago 405 Orpheum Bldg. 383 Madison Ave., 3004 Mountain Ave., Apt. No. 2 3414 Euclid Heights Blvd. 
(Phone ROGers Park 3644) Seattle, Wash. New York, N. Y. Birmingham, Ala Cleveland, Ohio 
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typewriter repairs, and Miss Dorothy Hubble, in charge 
of store sales. Mr. Hubble will handle all outside calls. 

The new firm is exclusive dealer in its territory for 
L. C. Smith & Corona Typewriters Inc., and the Lyon 
Metal Products, Inc. In addition to the products of 
these two companies, the store handles a full line of 
stationery, office supplies and furniture. 

><? 
AMES DEVELOPS GLASS PLATEN DEMONSTRATOR 

In connection with the promotion of its Paper-Grip 
feed rolls, the Ames Supply Company, 564 West Ran- 
dolph street, Chicago, has recently developed a new 
and interesting demonstrator which consists of a 
transparent, hollow glass typewriter platen. The device 
will be displayed at the various Ames branches and 
also at the National Typewriter & Office Machine Deal- 
ers Association convention in Detroit. 

The glass platen exposes the feed rolls to full view, 
showing how the copy is gripped and fed into the type- 
writer. The observer is shown by demonstrators how 
the Paper-Grip feed rolls positively and accurately 
feed a great variety of paper regardless of platen 
hardness or smoothness. 

With nothing to obstruct the view, the demonstrator 
shows the feed rolls with their resilient rubber surface 
grooved to provide numerous small gripping “pads,” 








THE AMES’ GLASS PLATEN AND (LOWER) ATTACHED TO 
A TYPEWRITER FOR DEMONSTRATING PURPOSES. 


which in turn prevent slippage and afford accurate 
registration without wrinkling or smudging of carbon 
copies. 

Full information on the demonstrating kit will be 
supplied dealers on request to the Ames home offices. 
— —_- 

WEBB TO MANAGE COLLINS’ STORE 

Harry A. Webb, who joined the D. W. Collins Desk 
Co., at 204 Northwest Second street, two years ago, 
was recently named store manager by D. W. Collins, 
president and general manager of the firm, who at 
the same time designated G. A. Bartlett, secretary- 
treasurer of the firm, as assistant general manager. 

Mr. Collins is lightening his own duties by spending 
only half a day at the store. 

Mr. Webb, who has been associated with the sta- 
tionery business here for twenty years, joined the 
D. W. Collins Desk Company two years ago to put in 
a Stationery department, and in this time he has grad- 
ually built up both sales and stock until the depart- 
ment is now a complete and well stocked stationery 
department, and forms a very important part of the 
business. 

J. B. Claymore, who has been with the Collins Com- 
pany for the past eight years, in charge of the cabinet 
and refinishing department, while still supervising 
work in this department, has been elevated to floor 
salesman, working in both the stationery and furni- 
ture departments. 

All three men were associated with the old Western 
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IATCHED PACKAGES 


MITTAG & VOLGER, Inc. 


PARK RIDGE NEW JERSEY 
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Saves Time and 


Prevents Costly 
“Copy” Mistakes 


The call of the | 
~__NORTH SHOP | 


# 























Sales Managers, Engineers, 
Doctors, Credit Departments, 
Accountants, Advertising De- 
partments are using FOTO- 
COPIST for quick, accurate 
copies of records, drawings, 
book or magazine pages, 
X-Rays, invoices, leases, etc. 

This remarkable new 
appliance combines recent 
American scientific develop- 
ments that make it possible 
to copy anything by re- 
flected light on specially sen- 
sitized paper. . . . No dark 





room or light-proof box is 
required to finish FOTO- 
COPIST copies. Distributors 
and dealers are wanted to 
meet unusually large oppor- 
tunities. Write for complete 
information. 


This shows FOTO- 
COPIST complete. 
Folded it is no larger 
than suitcase. Easily 
carried. Plugs into 
any 110 Volt outlet. 


ypist 


FOTOCOPIST CORPORATION OF AMERICA 
FIRST CENTRAL TOWER BLDG. 
AKRON, OHIO 
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{Bank and Office Supply Company when Mr. Collins 
|was president of that firm; and Mr. Bartlett and Mr. 
| Claymore have been with the D. W. Collins Desk Com- 
'pany since Mr. Collins organized the business in 1934. 
| —EVH 


'| “WESTVACO INSPIRATIONS” OBSERVES 500TH 


ANNIVERSARY OF PRINTING 


Issue No. 123 of ““Westvaco Inspirations for Printers,” 
published by the West Virginia Pulp & Paper Com- 
pany, New York, N. Y., is devoted entirely to observing 
the 500th anniversary of the invention of printing and 
contains interesting and informative material on the 
growth of this graphic art down the centuries. 
| Beginning with the first actual printing letters of 
|Gutenberg, whose portrait in color adorns the cover 
‘of the issue, the book includes a number of reproduc- 
itions of old wood cuts dating back to the fifteenth 
icentury. In the general arrangement the issue is 
|divided into centuries, this theme being specially 
| treated by the format of the pages, each of which is 
|dressed with the authentic type faces, paintings and 
printing design of each respective period. 

There are also seven full-color masterpieces of the 
‘old masters including Michelangelo, Rembrandt and 
Gainsborough. These, the book explains, were re- 
printed from “A Treasury of Art Masterpieces from 
| the Renaissance to the Present Day,” published by 
Simon & Schuster, Inc., New York City. 

The book ushers in the nineteenth century with the 
following words: 

“Not artistry, as much as utility became the keynote 
|in the development of printing in the nineteenth cen- 
| tury.” And introduces the period with a reproduction 
| of “an American magazine cover of the elaborate Vic- 
|torian era,” together with a picture of an early nine- 
|teenth century printing press, and an impressionistic 
| painting by Pablo Picasso which, incidentally, is listed 
| as one of the seven masterpieces the book contains. 
|The twenty page issue closes with a photographic 
| detail of a high speed rotary press of the present day 
as an illustration of the last chapter entitled “Print- 
| ing in the Twentieth Century.” The book affords a 
/ fine example of the printing qualities of Westvaco 
| paper. 


TG OEE 


DUPLICATING CLINIC FOR TYPISTS 


In a stencil duplicated announcement starting with 
jumbled, tumbling letters, reading, “Some city stencil 
| work looks like this,” Marvin Pope, executive assistant 
to Mayor Chandler of Memphis, Tenn., has announced 
|a stencil clinic for the city’s twenty-two stenographers 
'who cut stencils. 

Larry Sykes of S. C. Toof and Company, the Mid- 
South’s large stationery and printing establishment, 
| will conduct the clinic. Seven girls will be trained in 
| the first two groups to be taught by Mr. Sykes and 
}eight in the third. 
| The city also intends trying out a new duplicating 
| machine that will save the work of a woman clerk 
| who helps the operator. If it is successful, the city 
will buy the machine, Mr. Pope said. — BART. 


<_=-e # — 


GEORGE WALKER WITH WHOLESALE IN 
SAN FRANCISCO 

| Recently George Walker was appointed manager of 
the San Francisco office of the Wholesale Typewriter 
Company. His long experience in the typewriter field 
equips him to render effective service in his new con- 
nection. 

Among other things, Mr. Walker was the first presi- 
dent of the National Typewriter and Office Machine 
Dealers Association, which is this year to hold its fif- 
teenth anniversary convention in Detroit. 

Following an extended period of service with the 
| Underwood Elliott Fisher Company on the Pacific 
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HAC A CENTGe os 


For nearly fifty years Macey sectional bookcases have found their way into the offices 
and homes of discriminating people. Already in use everywhere and favorably known, 
Macey bookcases enjoy the well earned reputation of a reputable and useful prod- 
uct. e Why handle an imitation when the Macey line is available to you? @ New 
and repeat business is yours for the asking. A few representative samples on display 
will do the trick. @ Complete catalog and advertising matter on request. 


THE MACEY COMPANY 


GRAND RAPIDS, MICHIGAN 


Desks—Tables—Chairs—Filing Equipment—Filing Supplies—Storage Cupboards—Wardrobes 
Library Shelving—Commercial Shelving—High Line Equipment—Safes—Sectional Bookcases 























=o ssoeeeneeeeas Seen eapisaninneeeenaelaene aan an TED “Pioneers for Fifty Years. 


115 

















OFFICE APPLIANCES 











Bassick 


RUBBER CUSHION SLIDES 

















FOR METAL CHAIRS 


FOR WOODEN CHAIRS, 
AND EQUIPMENT 


TABLES, ETC. 

















FLOOR PROTECTION |—— 
EQUIPMENT rom 


STANDARD 
CASTER 
SOCKETS 






FOR STEEL 
TUBULAR 
CHAIRS 
AND 
FURNITURE 








You'll find it easier to sell BASSICK—the 
outstanding line of quality products 
for office equipment dealers. Write for 
complete catalog and information. 
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DRIVE-ON AND SOCKET 
TYPES SPREAD OUT THE 
WEIGHT AND PROTECT 
FLOORS 


“DIAMOND- 
ARROW” BALL BEARING—THE 
ACCEPTED STANDARD OF QUALITY 











“ATLASITE” DESK CUPS RUBBER DESK SHOES 





GLOVE-FITTING RESILIENT 
RUBBER DESK SHOES 


FOR DESK AND TABLE LEGS 

















THE BASSICK COMPANY e BRIDGEPORT, CONNECTICUT 


The world’s largest manufacturers of Casters and Floor Protection Equipment 
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Coast, Mr. Walker joined the portable division of the 
Royal Typewriter Company, Inc., early this year. He 
was making a fine record for himself and Royal in 
the Baltimore and Richmond territories when illness 
in his family required his presence on the west coast. 
Shortly after returning to California, he took over the 
management of the Wholesale Typewriter Company 
office in San Francisco. 
ices aici ; 
AWMCO’S NEW LOS ANGELES BRANCH 

On June 1 the Los Angeles branch of the American 
Writing Machine Company moved to newer and larger 
quarters at 531 South Spring street. This move was 
necessitated by a decided increase in business and to 
get a better location and better store. 

The latest and most modern ideas in store layout 
and fixtures were utilized to make this store attractive 
to prospective customers. 

Special care was taken in the choice of colors for 
the interior. Two shades of light green were used. 





TWO VIEWS OF THE NEW LOS ANGELES BRANCH OF THE 
AMERICAN WRITING MACHINE COMPANY. 


This coloring has been shown to be most effective in 
presenting typewriters and mechanical goods. 

Floor. covering of. various designs was used. The 
lines running toward the cases and the back of the 
store lead the customer toward the displayed merchan- 
dise. This is-a new wrinkle in store display. 

Great care was taken in the selection of window 
lights and fixtures, as research has shown that a large 
number of customers are attracted by window display. 
Great pains were taken in designing the colors and 
fixtures for these windows. 

Warren E. Montgomery, who recently joined Awmco 
after many years’ experience in the typewriter indus- 
try, reports the new store has created much favorable 
comment and that the drop-in trade has increased. 

This year the American Writing Machine Company 
is celebrating its sixtieth anniversary. The Los Angeles 
store shows that this organization is still wide-awake 
to present day trends in merchandising. 


2 BIG 
ADVANTAGES 


CEN- TR. KOTED 
CARBON PAPER 


{—ONE-HALF INCH 2—NON-CURLING . . 
LONGER THAN because Cen- Tr- 


ORDINARY KINDS! XKoted is uncoated along 
Cen-Tr-Koted Measures ipo edges, and thus in- 


8% inches wide by 13% es finer. cleaner car- 
inches long instead of ne mes p ; 
the usual 8%-by-13! n copies. rove its 
This extra half-inch Superiority to your sat- 
speeds work! isfaction! 


Cen-Tr-Koted Carbon Paper is made with 
special-formula ink for longer life. Rigidly 
inspected at factory for perfect uniformity. 


ey 
Ome S caper 
Worlds 7 
Standard 


Ls 








Send for our helpful booklet “Car- 
bon Paper Facts.” It will be sent 
to you free on request and will 
give you many informative facts 
on Carbon Paper. 











An Exclusive Agency on Grand 
Prize Carbons and Ribbons in your 
city is a sure step toward greater 
profits. Write for our dealer prop- 


osition booklet 


GRAND PRIZE 
CARBONS and RIBBONS 
PACIFIC CARBON & RIBBON MFG. CO. 


J. FRANCIS O’CONNOR, PRES. 


Head Office and Factory: 
145] Harrison St., San Francisco 


Los Angeles Denver 


pa et nnn em : 
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“KILTAN’ 


Unground Ball Bearings for the 
Metal Office Furniture Industry 


(U. 8. Patent 1,782,622. Canadian Patent 324,059. Other patents pending.) 


All parts machined from bar stock and heat-treated, | 
outer races are one piece and can be made in any desired 
shape. (No soft stampings used whatsoever.) For cradle 
slides our ball bearings and rivets are in one unit for 
quick assembly. 95% of filing cabinet drawer slides in 
United States and Canada operate on “Kilian” unground 
bearings. Samples made to your specifications. 


Kilian Manufacturing Corp. | 


1728-1736 Burnet Avenue Syracuse, New York 














RAVEN 


AND 


NATIONAL 


Lines of 
Carbon Papers 











Lines of Dictator Sik 
Typewriter AND 
Ribbons SUPREME 


Use the “Bucki”’ Route to 
increased carbon and ribbon sales 


Write for Complete Details 


The Buckeye Ribbon & Carbon Co. 


Manufacturers 


1458-68 East 55th St., Cleveland, Ohio 
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SHIPMAN-WARD CANADIAN OFFICE MOVES 

As a means of obtaining additional space and a 
central, downtown location from which to serve the 
trade, the Shipman-Ward Manufacturing Company 






FACTORY SCENES IN THE SHIPMAN-WARD’S NEW CANA- 
DIAN BRANCH.—({Top) Lathe upon which are ground any 
size of typewriter platens up to thirty-two inches. The ma- 
chine is similar to the one used in the home plant in Chicago. 
(Second from top) Painting and baking department where 
forty-eight hour service is given on platens received for re- 
enameling. (Third from top) Large stock of platens of all 
dimensions for the convenience of dealers requiring a rush 
job. (Lower) Several hundred thousand typewriter parts are 
maintained in this stockroom fitted with special receptacles. 


of Canada, Ltd., has recently moved to 46 St. James 
street, W., Montreal. 

The new store has been equipped with the latest type 
of grinding equipment for platens and feed rolls which 
is similar to that employed in the Shipman-Ward 
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MORE MONEY FOR YOU IN 






INVINCIBLE CONCEALED SAFE UNITS 
‘INVINCIBLE 


Concealed | 
: f y ‘ : : : ARE VERY VALORES 
‘Safe be precise maarsched 




















One rugged, dependable, inexpensive unit fits 


right in with your filing equipment—gives you 
Give important records and valuable docu- F AN, 
ments, papers and articles extra protection | 


double utility — and provides extra protection 

for records and articles of special value. 

Invincible Concealed Safes are built to resist fire 

e . — are inseparably welded into file cabinet — 
this new way. Handy for quick reference— conveniently located for quick reference. Door 


guarded by rugged Invincible Concealed | a . 
Safe, insulated to resist fire, and insepar- | of safe is /2" solid steel — heavy top, bottom 
ably welded in file cabinet. | % and side bolts are oper- oe 
Invincible Concealed Safe Combinations are 

built in three heights, each in letter or legal 


cap width. Safes replace upper drawers 
and are effectively concealed by file fronts. 
Lower drawers and standard file drawers 
of famous Invincible make — with finest 
construction and convenience features, in 
big range of drawer sizes to meet every 
business need. See your Invincible dealer for 
complete details, or write us for literature. 


INVINCIBLE METAL FURNITURE CO. 
847 S. 26th St. © Manitowoc, Wisconsin 


ated automatically by sub- 
WwW stantial combination lock 
like the bolts of a vault 
door. Used in many of 
the finest offices the world 
over. See your Invin- 
cible dealer for com- 
plete details. 


INVINCIBLE 


METAL FURNITURE CO. 
848 S. 26th Street 
MANITOWOC, WISCONSIN 


August 1/9 
Issue 






July 15 
Issue 


Building Faster Jurnover 


Here’s a great sales opportunity! Businessmen everywhere will 











get the story of this exclusive Invincible product through con- 
sistent advertising in “TIME.” Invincible Concealed Safe Units 
so completely fill a crying need in business and professional offices 
that they have created a sensational demand wherever introduced. 
Now, this nation-wide advertising is bound to spread that demand 
to every territory! 

Get YOUR SHARE of this new business—display Invincible Con- 
cealed Safe Units on your floor and in your window—use free 
display material and sales-building circulars. All Invincible 
products—Modernaire Matched Desks and Tables—the big range 
of Invincible File Lines—Dead Record Storage Units—will also 
be advertised month after month in “TIME.” Write for details 


of money-making program. 


INVINCIBLE METAL FURNITURE COMPANY 


2607 FRANKLIN STREET MANITOWOC, WISCONSIN 
Eastern Warehouse: 401 North Broad St., Philadelphia 
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HIF-DEX 74¢ Onening VISIBLE 
4 - RECORD BINDER 


UP TO 2400 
RECORDS INA 
SINGLE BINDER 
€ e * 
SUITABLE FOR 
PRACTICALLY 
EVERY TYPE 
OF BUSINESS 
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SOLVES THE PROBLEM OF SHORTER HOURS 
A time saving Visible Record System for accounting and other 
types of record keeping. Especially adaptable to keeping of 
stock control records, sales, costs, credits, payroll, Social 


Security records, follow-up systems, installment sales, etc. 


Practically every type of business or institution can use the 





Shif-Dex with time saving benefit. 


EASYjTO ADD OR 
AUTOMATIC SHIFT 








REMOVE SHEETS 


Slight pressure on lower right lever mech- 
anism releases prongs to open at mere 
touch. Prongs automatically lock when 
binder is closed 





FLAT OPENING 
MEANS FLAT WRITING 


As many as 40 records visibly displayed 
on one page! 300 to 2,400 records in a 
single Shif-Dex Binder! As many as 
20,000 reach! 
Records always in place—visibly in- 
dexed for instant reference—easily sig- 
nalled to flash vital information at sight 
Flat opening feature provides flat writing 
surface on every part of each sheet 


Sheets are removed or added without 
disturbing the alphabetical sequence. 
Balanced construction of prong mech- 
anism permits spread of prongs at a mere 
touch. End sheet lifters are provided as 
standard equipment for free movement 
of contents. Polished bakelite back has 
recessed label holder. Stainless steel rims 
extend completely around each cover. 
Metal parts heavily nickel plated. 


records within arm's 


STOCK FORMS AND INDEXES 


A wide variety of Shif-Dex stock forms to meet accounting and record keeping 
requirements. Designed by Certified Public Accountants and experts in modern 
methods of record keeping. Shif-Dex Forms are accurately printed and precision 
punched on Super Linen Ledger, 24 substance paper. 

Shif-Dex Indexes serve a double purpose: To divide the sheets alphabetically 
for ease in locating the records; and mechanically to separate each bank or 
run of sheets. Made of Super Linen Blue Ledger Stock 36 substance, reinforced 
at punchings, and with celluloid tabs in a range of sub-divisions. 








Wison-Jones Company 


ELIZABETH, N. J. 


CHICAGO e NEW YORK, N.Y. 
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home offices and plant in Chicago. The Canadian 
office also offers the following four best grades of 
rubber: Grade Nos. 1, 3, 34% and 4, for adding machine, 
all-around use, where four to seven copies are desired, 
and where manifolding or stencils are required re- 
spectively. 

The Montreal plant also maintains a stock of cork 
feed rolls for stencil use and over 15,000 supply items 
including tools, key tops, felt pads, cleaners, etc. The 
plant includes a department wherein any kind of 





R. T. ARMAND 


finish can be produced such as crackle, baked enamel 
and color. Same-day service is featured. 

The branch is under the active management of 
Rosario T. Armand, secretary-treasurer and general 
manager of the company, who has been engaged in the 
typewriter business for the past fifteen years. He also 
operates the Canada Typewriter Exchange & Supply 
Company. 

Other officers of the Canadian organization are: 
Charles W. Berry, president, and Rene T. Armand, 
vice-president. 
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A “JUSTIFIED” LETTER.—The above is an example of the 

commercial uses to which the Remington Noiseless typewriter, 

equipped with a right-hand justifying device, may be put by 

business organizations. Note that the right-hand margin is 

as even as a type-set printed page yet the spacing of letters 
and words is regular and open. 


—->-— 


BALDWIN SEEKS FORT WAYNE INVENTOR 
From D. C. Baldwin, the “Old Typewriter Man,” 1002 
North Fifth street, Fort Smith, Ark., comes an appeal 
to old-timers in the industry who possess long mem- 
ories of events in the typewriter industry. Mr. Baldwin 
seeks the name and address of a man who is said to 
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This Is the Case 
That Sells So Well 


FOR 
REAL 
PROFIT 


ORDER 
YOUR 

STOCK 
NOW 








MEN’S BRIEF AND 
SAMPLE CARRYING CASE 
Comes in brown and black smooth 
top grain cowhide. Size 16°’x13” 
with three pockets. Collapsible cen- 
ter pocket. Has 7-inch expanding bottom. 
Case is built with frame and lock-style with 
easy carrying post handle. Can also be had 
in british Tan or in Suntan Aniline Russet. 


National Brief Case Mfg. Co. 
512 S. Peoria St. Chi 

New Address in New York 10 East th St. 
New Address in Los Angeles 1709 W. 8th St. 























IT “CLIX” 
ON YOUR 
PROFITS 





AMAZING NEW 
PAPER PUNCH 


CL LIX 





e THIS streamlined, modern 3-hole punch is “punch- 
ing up” profits for stationers all over the country. 
Sturdily built, handsomely designed, always accurate, 
CLIX punches all 3 holes for 3 ring binders quickly, 
positively and clean as a whistle. Every office needs 
at least one—many offices buy dozens. CLIX retails 
at $2.50. 


CLIX—Now available for Punching Seven Holes—in 
11” x 8%” Sheets at $4.00 ea. 


NEW ENGLAND PAPER PUNCH COMPANY 


95 Washington Avenue, NATICK, MASS. 
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The 
Modern Way 
to Signal 


An improved patented Signal that is a reve- 
lation in ease of use. Attaches easily, grips 
firmly in position. No projections to catch 
edges of other cards. No increase in over- 
all thickness. In 12 brilliant colors, and 
printed sets. 

The popular Graffco Vise Signals of 
course continue available to the thousands 
of users of this famous product. 

Write us for samples and details on this new 
Graffco profit-builder. 


GEORGE B. GRAFF COMPANY 


64 WASHBURN AVE. 


SIGNALS 


Vertical Card Records 


CAMBRIDGE, MASS. 








TRANSFER TIME! 


New and lasting business may be devel- 
oped through the introduction of the 
many types of Transfer Binders available 
in the Cesco Line. Modern styles, unique 
in design and construction, will meet the 
most executive requirements. Literature 
showing binders for Permanent, Semi- 
Permanent and Current usage may be had 
on request. 


SEND FOR CATALOG 


and see what a wide range of business forms 
and housing equipment is represented in the 
present Cesco line. Exclusive agencies available. 


THE C.E. SHEPPARD CO. 


i 4401-4429 TWENTY-FIRST STREET, 
LONG ISLAND CITY, N.Y. 
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have invented the first front-stroke, visible writing 
typewriter ever made. He recalls selling the inventor 
type and keys for the machine in the spring of 1893, 
but cannot remember the inventor’s name. Anyone in 
the industry having this information is asked to com- 
municate with Mr. Baldwin at the above address. 





UTILITY OPENS SECOND CHICAGO RETAIL STORE.—The 
Utility Supply Company last month opened the second unit 
of a proposed chain of retail stores in the Chicago Loop and 
downtown area at 300 North Michigan avenue. Banked high 
with flowers from well-wishers, the store was the scene of 
several visits of fellow stationers in Chicago. The new store 
(upper) is beautifully laid out and is fully stocked with com- 
mercial and social stationery as well as furniture, luggage and 
filing systems. All of the fixtures were designed and installed 
by the Service Steel Products Company, Chicago. (Lower) The 
first store of the proposed chain, which is located at 116 North 

Wells street. 

——_. 


SCHLENSKER’S BUSINESS IN 25TH YEAR 

The Letter Shop, a business started by Walter J. 
Schlensker as a mail advertising service in Evans- 
ville, Ind., last month celebrated its twenty-fifth 
anniversary by sending out an attractive letter of 
thanks to the firm’s many customers. 

The company, which is located at 113-115 N. W. 
Fourth street, was launched in 1915 and it is Mr. 
Schlensker’s boast that since its inception the organ- 
ization has done over 37,000 jobs all of which are 
still on file. 

—_——————-o——_——_— 


UEF CLEVELAND BRANCH MOVES 


The Cleveland branch of the Underwood Elliott 
Fisher Company last month moved to a new, ground 
floor location at 1938 Euclid avenue. A printed state- 
ment, announcing the change of address, read in part: 

“Through this newly equipped, conveniently located 
office we make available to Cleveland and suburban 
communities greater sales and service facilities for 
Underwood typewriters, Underwood Sundstrand add- 
ing-figuring machines, Underwood Elliott Fisher ac- 
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_ Corry: JAMESTOWN [Salles 
Are Steadily Growing! 
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that’s a fact worth remembering 
when checking your sales 














CORRY-JAMESTOWN MFG. 


i 
ExP OR T ADDRESS: £305 ccm £ o> 2 En 


IS steady growth in popularity of Steel Age 

products is bringing profitable equipment volume 

to Corry-Jamestown dealers. 

. . now over 2000 items of steel office equipment .. . 

provides a complete selection in a wide range of price 
grades to meet all modern office needs. 


The Steel Age Line 


@ If you are not satisfied with your present equipment 
volume and would like to know more about this 
valuable Steel Age franchise, just drop us a line. 
Details will be supplied promptly. 


SORRY, 
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Double Pedestal Teacher's Desk 


‘P RESENTING a new “up to the minute” line of smart School 
Furniture, personally indorsed by hundreds of School Authori- 
ties throughout the country, styled and manufactured by In- 
diana Desk Company and dedicated to the American School. 


“Every Edge and Corner Rounded” 

















Set No. D No. 330 
Student’s Desk Set Flat Top Teacher’s Desk 


S INDIANA DESK CO.=—?7 


JASPER, INDIANA 
Write for Your Copy of Our New Catalog Today. 
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counting machines, UEF carbon paper, ribbons and 
other supplies. You are cordially invited to inspect 
these facilities and to examine our display of UEF 
products.” 
nities lita i 
OLD SMITH-PREMIER STILL IN DAILY USE 

An old seven-row Smith-Premier typewriter, that 
has seen many years of constant use, still responds to 
a daily pounding in the office of Frank S. Nipper, of 
Shidler, Okla. 

Mr. Nipper, a veteran newspaperman, who has pro- 
duced scads of glowing copy on the old typewriter, 
uses it in preference to a later model because it “works 





BELIEVE IT OR NOT, IT STILL RUNS.—Frank Nipper, news- 

paperman, still pounds out daily copy on his ancient No. 10 | 

Smith-Premier typewriter with its seven rows of keys and 

antiquated mechanism. Note the snappy roll-top desk and 
row of pigeon-holes. 


fine,” and he “knows the keyboard.” After all, that is 
all that’s necessary. As editor of the Shidler Review, 
Mr. Nipper not only writes a “daily column,” but also 
turns out a large share of the other copy that goes into 
the newspaper. 

Equally important to the day’s work is his equally 
ancient roll-top desk, with its myriad of handy pigeon 
holes. 

Mr. Nipper heads the Review Publishing Company, 
which in addition to putting out the newspaper oper- 
ates as “printers, publishers, binders, designers and 
embossers of stationery,” and also handles office sup- 
plies, school books, blank books and advertising novel- 
ties —EVH 

sitrnnleinscippedialiid aaa 
AMERICAN PENCIL APPOINTS SCHOEN 

Charles P. Schoen, former vice-president of The 
Wahl Company, Chicago, last month was appointed 
by the American Pencil Company, Hoboken, N. J., to 
take charge of sales of fountain pens and mechani- 
cal pencils. His appointment becomes effective im- 
mediately. 

——- 2 
LEVY OPENS DALLAS STORE 

George A. Levy, 2114 Greenville avenue, Dallas, 
Tex., stationery, office supplies and printing, officially 
opened his beautiful new office supplies and printing 
establishment on May 15, to bring to the Greenville 
business section a new and needed business. 

Mr. Levy, a man of wide business experience includ- 
ing the editorship of “The Spectator,” chief of effi- 
ciency standards in Pittsburgh, Pa.; chief of industrial 
development in Denver, Colo.; director of an economic 
survey for the Boulder Dam; consulting engineer on 
the famed Moffatt tunnel project in Colorado and 
director of the Jewish Federation of Associated Relief, 
had retired from active business until recently. 

“T found it harder to do nothing than anything else 
I’ve ever done,” he commented. “I leased this building, 














You can sell more 


NEW INDIANA 


No. 408 Secretarial 


by emphasizing 
better health— 
more comfort— 
greater value! 





Compare it with the field for features, materials, 
design, construction and finish. Seat and back are 
formed for correct anatomic support, and easily 
adjusted to proper height. Bassick iron and large, 
hard rubber casters assure easy movement. Made 
in quartered oak or birch—seat edge protected 
from damaging contact with desk by peripheral 
rubber bumper. 


Altho only recently announced, No. 408 has al- 
ready developed substantial sales volume and sat- 
isfaction. Let us send you full details and prices. 


NEW INDIANA CHAIR CO. 


JASPER, INDIANA 




















FOR NUMBERING 
bigger discount gives 
you a bigger margin 


Send for prices, discounts and descriptive circulars 


The ‘Big Six,” a quality grouping, offers the advantage of 
a wide selection of any of its numbers, with the privilege 
of obtaining the greatest quantity discount ever offered on 
any line of numbering machines! 


MODEL 49 


A popular low-priced automatic 
numbering machine with Consecu- 
tive, Duplicate and Repeat actions. 
Triplicate or Quadruplicate may be 
substituted for Duplicate. At $7.50 
list, it cannot be duplicated for 
value, performance or profit. 


ROBERTS NUMBERING MACHINE CO. 


694-710 Jamaica Avenue, Brooklyn, N. Y. 





Western Distributor 
LOUIS MELIND CO. 


593 Market St. 
SAN FRANCISCO 


362 W. Chicago Ave. 
CHICAGO, ILL. 
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NEW... a ready widely a | 


Made with tradi- 
tional and pains- 
taking care, the ¢ The non-protruding concealed 
new OLSEN y , 
CHALLENGER 
LINE offers ap- ©@ Attractive design. 
pealing features: 


e The new revolving tray. 


drawer pulls. 





Furnished in Wal- 
nut and Oak and 
in all standard 
sizes. Typewriter 
desks and table to 
match, 






These new Olsen achieve- 
ments are steadily proving 
their popularity. They will 
assure you of increased prof- 
itable business. Write for de- 
t tailed specifications and price 

list of this fast selling line. 


O.C.S. OLSEN COMPANY 


2527 W. MOFFAT ST. CHICAGO, ILL. 











A real 
Bank of England 


type 


Rounded corners, roomy, deep 
saddled seat, broad, perfect fit- 
ting posture back. A _ leader 
everywhere. Available in arm 
and armless swivels and straight 
chairs. An outstanding value at 


No. 8273 a low price. 





An especially attractive chair. 
Quality construction through- 
out. Seat has the new exclusive 
“Murph-Ease” spring construc- 
tion. An unusually comfortable 
chair—extra strong; built to 


give years of service, and priced 





to make it a real value. No. 8283 
Write For New Catalog 
MURPHY CHAIR COMPANY 


INCORPORATED 
OWENSBORO, KENTUCKY 
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gathered a staff of competent persons around me and 
now we shall try to serve the business and home people 
of this section with their every need in stationery, 
office supplies, printing and gift items.” 
Individualized departments featuring cards, books, 
gifts, stationery, and general office supplies are in- 
corporated in the new Levy establishment. A down- 
town print shop is used for printing orders and pub- 
lishing, according to Mr. Levy, who declared that an 
active solicitation campaign for such business was 
under way as a permanent part of his new business. 


—BART. 
———_—~—- —___ 





OFFICERS OF BAINBRIDGE, KIMPTON & HAUPT, NEW YORK. 

WHOSE RE-ELECTIONS WERE REPORTED IN THE JUNE 

ISSUE.—(Upper, L to R) John G. Bainbridge, chairman of the 

board; Mortimer C. Chute, Jr., president; (Lower) William H. 

Wallace, vice-president; George H. Kyle, secretary-treasurer; 
Lester C. Milton, director. 





_ —> 

AMERICAN PENCIL INCREASES SALES STAFF 

Because of steadily increasing business the American 
Pencil Company, Hoboken, N. J., has added three men 
to its sales staff, the appointments becoming effective 
immediately. The new salesmen are Harvey B. Day, 
Jr., George L. Melville and Charles E. Robinson. 

Mr. Day, who was formerly connected with the 
theater and motion picture industry, will maintain 
headquarters in Memphis, Tenn., and will cover Ken- 
tucky, Tennessee, Arkansas, Louisiana and Mississippi. 

Mr. Robinson joins American Pencil with an experi- 
ence in the field dating back to 1913 when he was 
connected with the W. H. Kistler Company in Denver. 
Later he joined The Wahl Company, becoming district 
manager of the western division. He will be manager 
of the Pacific Coast territory for his new company. 

Mr. Melville likewise has many years of experience 
in the selling field to his credit. He has represented 
the Sterling Company and the Boye Needle Company 
and will cover North and South Carolina, Georgia, 
Florida and Alabama with headquarters in Atlanta, Ga. 

————9=- 
HALL-WELTER IN NEW HOME 

The Hall-Welter Company, Inc., Rochester, N. Y., this 
month celebrated its twenty-fifth anniversary by mov- 
ing into new quarters at 10 Champeney terrace. The 
move was accomplished on the first day of the month. 

Mr. Welter, official of the company in charge of 
production, speaking of the move, said: 

“Previous space was inadequate to meet the de- 
mands of today’s business and additional room for 
expansion was necessary to maintain the quality of 
our products. In this plant several new and important 
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Wuy TWO “part-time’ office machines 
when THISONE fwll-timer’ willdo? 








Many a businessman, faced with rising costs and slimmer profits, casts 
a hostile eye on his calculating machine that sees action an hour or two 
a day ...on his listing-adding machine that serves him “part-time” as 
well. Does he need the advantages of both machines? Yes... Does their 
" use justify their cost? No... But now comes Remington Rand’s new 
Printing Calculator. It combines, in one compact mechanism, the best 
features of adding machine and calculating machine— at little more than 
adding machine cost. 
The minute you make the Printing Calculator standard equipment on 
all your office figuring, you promptly score on several important counts. 
You replace two machines with one. You eliminate costly investment 
in machines that lie idle some of each day. You put your figure-work on 
the same production basis that makes your business profitable. 
The Printing Calculator adds and subtracts. It multiplies. It divides 
automatically. No matter what problem you give it, the Printing Cal- 
culator always tells the truth, printing in permanent form every factor 
of every calculation. Gone is the need to verify the work. Gone is all 
chance for error in copying results from dials. The Printing Calculator 
has no dials. It has no movable carriage. It makes correct decimal 
selection practically automatic. It requires no specially trained oper- 
ators. Its compact 10-key keyboard can be instantly mastered by any- 
one. Plugged into any electrical outlet, it is ready to go to work on payroll 
and order extending, interest computing, expense prorating, inventory, 
costing . . . and all other figure-work. The limit of its profitable uses 
has yet to be reached. 
ooo 
Every profit-minded executive should know how the Printing Calcu- 
lator operates—how successfully it can be applied to all office figuring. 
By all means, see it demonstrated today at your nearest Remington 
Rand office. If this is not convenient, simply address a request, om your 
business letterhead, for the illustrated Printing Calculator brochure, 
to Dept. 127, Remington Rand Inc., Buffalo, New York. In 


Canada, write to Remington Rand Limited, Toronto. 


The Remington Rand 


Printing Calculator 






























Office of Installed 


President by the 

of Baylor Hill Pr’t’g 
University and Stat’y 
at Waco Company 


Built at 
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Leopold 
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THE Complete LINE IS THE 
STRAIGHT LINE TO Profits 


Study This List—It Means More Business—Repeat Business—To You 











C L b A N G K | p CARBON CARBON INKED 
PAPERS ROLLS RIBBONS 
Tailor’s Marking 
Cc A 4 Rg '@) | PA p E 2 Cleangrip Photo Offset Stormtex Silk 
Its distinctive appearance catches the eye. Whitedge Billing Rolls for Elliott- | Stormtex Cotton 
Its efficiency, cleanliness, long wear and RESISTANCE : Fisher Machines iia 
TO CURL make it the carbon paper preferred by busy Clean Pull Billing Rolls for | 
users. Heian a Posting — 
Cleangrip combines all the desirable features of good eee Resistor Rolle Reliance 
carbon papers plus the highly important special features a Tally Rolla Ribbons for Address- 
possessed by no others. Relianec Teletype Carbonized ograph-Multigraph 
It is profitable to the dealer as it brings new business Gevbons in all Rolls Dieitioued 
and holds it against competition. weights and | Rolls for Elliott- 
DEALERS: Don’t overlook this business getter. Write finishes Addressing Machines Dupligraph, etc., ete. 
for samples and prices. Special Rolls 

















H. M. STORMS COMPANY 


Makers of “The Complete Line” of Carbon Papers and Inked Ribbons 


561 GRAND AVE, BROOKLYN, N. Y. 
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machines have been installed which will materially 
increase the speed of production and better the service 
to our dealers.” 
——  >#—¢ — 

BOAS TO HEAD IBM RESEARCH DEPARTMENT 

M. C. Boas, for many years International Business 
Machines Corporation manager in the Netherlands, 
and a frequent contributor to the pages of Orrice AP- 
PLIANCES during his stay abroad, last month was ap- 
pointed to manage the IBM department of special 
methods research. 

Possessing a keen business sense, Mr. Boas also is 
one of the best informed men in the industry on mat- 





r 








M. C. BOAS 


ters germane to the office equipment field abroad. In 
1935 he was elected president of the International 
Union of Office Appliance Trade Associations and 
served in that capacity for a three-year term. 

Mr. Boas is well-known to readers of this journal due 
to the fact that he has contributed to its special annual 
section giving the world’s perspective of the office 
equipment industry. 

Coincident with the announcement of Mr. Boas’ new 
appointment, IBM also reported the appointment of 
Edward C. Schroedel as manager of the corporation’s 
institutional department at the World Headquarters 
building. Mr. Schroedel joined IBM in 1926 at Syracuse 
and was previously manager of the test scoring ma- 
chine department. 

— > 2 
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CARTER’S INKY RACER.—The Carter's Ink Company, Boston, 
Mass., has recently introduced a new packaging for its Inky 
Racer, which, as the name implied, is an ink eraser of the two- 
solution type. The packaging consists of an attractive four- 
color lithograph slip cover metal box so constructed as to 
securely hold the two bottles of solution and prevent tipping 
when in use. 
«ie © 
COHEN NAMED LIONS CLUB OFFICER 

Louis Cohen, owner of the Fort Smith Office Supply 
Company, Fort Smith, Ark., last month was named 
governor of the North Arkansas district of the Lions 
Club, at the annual state convention of the organiza- 
tion. Mr. Cohen, who has devoted a great deal of 
time to club activities, is well-known in the office 
supply and equipment field. 











Your Customers 
are 


Posture-Conscious 


and here’s a 
chair that 
makes PROFITABLE 


JALES 


Here’s a posture chair for most any requirement. 
It’s solidly constructed for comfort and durability. 
In addition to slat back style shown here, it is also 
available with upholstered seat and slat back, with 
saddle seat and upholstered panel back or full up- 
holstered back. Write for details and prices today! 


High Point Bending & Chair 
Company 
North Carolina 


No. 7814 





Siler City 














Introducing 


The “OF FICIAL” Pocket Seal 


COMBINED WITH 


The “OFFICIAL” Pocket-Desk Base 





Any “OFFICIAL” Pocket Seal can now be converted into a sturdy 
desk-model by attaching the new “OFFICIAL” Pocket-Desk Base- 
It is now possible to have a streamlined, nickel-plated desk seal and 
still carry it in a coat pocket. 

Pocket-Desk Base sold as a separate unit. Write for prices. 


MEYER & WENTHE, Inc. 


Established 1654 


30 South Jefferson Street, Chicago, Illinois 











PROMPT and FRIENDLY SERVICE in MARKING DEVICES 
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AS COOL AS 
A MOUNTAIN TOP 


Even On Hottest Days! 


Make Cool Sitting Comfort your big sales idea this summer. 
Feature the recognized advantages of 


KOOLCUSHION SEATING 


‘Lets the Air Come Thru” 


N 4 


ee 











A porous latex cushion 
seat ventilated through 
and through and built 
down into the chair. 
Available on many Sikes 
chairs, for executive as 
well as clerical use. 
Costs no more than the 
usual chair with loose, 





uncomfortable pad. 
Send for illustrated 
folder. 


COMPANY, Inc. 


20 CHURCHILL ST., BUFFALO, N. Y 


DON'T pass-up stencil sales 
Reliable dealers will tell you 


TEMPO FILM’ 


CLICKS! REPEATS! PAYS! 


Briefly, here’s why— 


@ CLICKS—because it is differ 
ent! Greatest improvement in 
years—new features no other sten 
cil can matct 
@ REPEATS 


more—more efficiency, economy 


because users get 


satisfaction. They always comes 


back for more. 


@ PAYS—because it's repeat busi 
ness that counts! Sales figures 
prove more Tempo Film is sold 
every day. 

Try this fast-selling, profit-making 


No obligation ... 


suDON fap complete details 


MILO HARDING COMPANY 


Eastern Division: 617 Commonwealth Annex, Pittsburgh, Pa. 
General Office-Factory: 436 W. Pico Bivd., Los Angeles, Cal. 


MAIL TODAY FOR AN EARLY START 


Send 


stencil. 











Quires, Tempo Film on Trial Order Plan | 





| 
4 
| 
Send details of Tempo's Exclusive Dealer Plan | | 
! 
| 


~ PLEASE PIN TO YOUR LETTERHEAD... _ ss 
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MR. SMITH LEARNS ABOUT THE STATIONERS 
ASSOCIATION 


(Continued from page 24) 


triple ‘umpteen’ gross and two weeks later the boys 
are out after something else and ‘umpteen’ gross are 
there with our money in ’em and just as happy on our 
shelf as they would be in a customer’s pantry. We 
therefore have each compiled what is called a ‘dead 
and over-stock list.’ On this list we put ALL items 
which for any or no reason we would like to move. 
The price of these items may be anything from what 
they cost us—down. We will even trade each other out 
of them. The idea being to keep our stock liquid and 
to return the money invested in these slow moving 
items to operating capital. 

“It’s working, too, because we have almost weekly 
reports where stuff has moved in sizable quantities. 
We plan on continuing it and compiling a new list 
each six months. Of course, each member gets a list 
of every other member’s items. 


Sales Clinics 


“Our next effort is something that is still more un- 
usual and how it may work out, we cannot say, as we 
have never heard of anyone trying it in the stationery 
industry. 

“Basically, the idea is to hold a series of three or 
more ‘sales clinics,’ using the third Monday night in 
each month from six to ten P. M. for the sessions. The 
meetings will be held in one of the banquet rooms of 
a leading hotel and all the guests will be given a din- 
ner. The dinners are to be paid for by the various 
houses who have salesmen attending. 

“We all realize that one of the great troubles with 
stationery salesmen is that they know So little about 
the actual operation of a business that they simply 
cannot understand why it is necessary to maintain 
margins as high as thirty and forty per cent. Invari- 
ably, the salesman gets about ten per cent and he 
looks at the balance, figures the ‘boss’ gets the differ- 
ence and is daily getting ‘nigger rich,’ and ‘wham’ goes 
the price. 

“The first half of this sales clinic will be devoted to 
an explanation of the costs of doing business in the 
stationery field, based on figures furnished by the Har- 
vard Bureau of Business Research and by Charles P. 
Garvin, secretary of the National Stationers Associa- 
tion. These are broken down into percentages and Mr. 
Salesman will learn, much to his surprise in some in- 
stances, that the ‘boss’s’ take will be about 6.2, his own 
8.6, and that heat, water, light, power, rent, taxes, 
insurance, accounting and legal service, truck hire, 
advertising, etc., etc., build this all up to a nice net of 
36.5 before net profit. In other words, sales taken at 
less than this percentage of gross profit might better 
not be taken at all. We believe this information will 
be of infinite help to the salesman and that armed 
with this knowledge, which is POWER, he will feel 
like standing up on his hind legs and telling purchas- 
ing agents that the stationery industry is entitled to 
as legitimate a margin as any other industry in the 
nation’s scheme of business. Because he will KNOW 
that we are and that we must have that margin if he 
and we are to survive. 


Business Ethics 

“The second half of this meeting is devoted to ethics. 
Ethics as between competitors’ salesmen, the matter of 
a salesman’s loyalty to his own house, the matter of his 
loyalty to the lines he is selling, how he should treat 
his customers as far as the customer-house relations 
is concerned. The thread running through this whole 
talk will be the thought that a stationery salesman 
should consider our business as his CAREER and not 
as just a temporary job. If we can convince the ma- 
jority of men that this is the proper attitude to take 
toward their work, we believe it will be much easier 
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In Clever New Gutopoint- 
PERPETUAL CALENDAR MEMO CASE 


Again Autopoint brings you a 
new item with double value to 
make it a speedier seller and 
profit-winner! This new Auto- 


endar has easy-to-read block 
figures on white background. 
Retails to give a worth-while 
profit—and remember, each sale 
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Sener 





point No. 153 Perpetual Calen- starts a chain of “‘repeats’’ for 
dar Memo Case provides both a memo-pad refills. Write for prices! 
better kind of memo-sheet holder, a 

plus a valuable perpetual calen- 
dar. Smart gleaming Bakelite 
molded memo-case holds 230 
loose 3” x 5” sheets. Selection of 
lustrous black or walnut colors. 
Simple, foolproof perpetual cal- 


STEADY PROFIT PLUGGERS 
That's how thousands describe Autopoint 
pencils. Models in wide price ranges, 39c up. 
Easel shown displays 12 popular No. 148G 
gold filled trim—the only different Real Thin 
Lead pencil. ....$1 and a hot seller at this 
popular price. 


AUTOPOINT COMPANY 
1817 Foster Ave., Chicago, Illinois 











WHY NOT 
LI MAKE THIS 
PARADE? 


PEERLESS STEEL EQUIPMENT COMPANY 


UNRUH & HASBROOK STS., PHILADELPHIA, PA. 
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SUCCESSFUL DEALERS are aware 
of the additional sales features in 
MICHIGAN DESKS and are selling 
their customer his complete needs 
instead of sending him elsewhere 
for purchase of equipment to use 
in the desk. Every dealer realizes 
the opportunity of fu- 
ture sales in repeat or- 
ders for filing and rec- 


ord supplies. 


MICHIGAN DESKS have beautiful 
wood exteriors that are warm to 
the touch at all times, in many 
patterns and sizes, permitting ex- 
tensive selections that make for 


profitable sales. 





MICHIGAN DESK COMPANY 


MICHIGAN DESKS create 


POTENTIAL SALES 


Michigan Desks contain all the good features of wood or steel desks. 













All pedestal drawers are ful] extension operating on roller bearings. 


Write for Literature and Price List 


GRAND RAPIDS 
MICHIGAN 
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MUTSCHLER BROS. CO. 


NAPPANEE, INDIANA, U.S.A. 
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WARSHAW FOLDERS 


e Your customers all need a new supply 
of WARSHAW FOLDERS for this sea- 


ROLL LABELS : 
son's transfer. If you will make a real 


GUIDES effort to canvass them all, you will find 
INDEX CARDS a nice extra profit for the month. 
REINFORCED WARSHAW FOLDERS make a hit 

FOLDERS , 

with buyers because they represent 

PROTEX ° , 

STICKONS good, honest merchandise, uniformly 


satisfactory and attractively priced. 


nee wre They make friends everywhere. 
GUMMED INDEX 
TABS Sell WARSHAW FOLDERS to all your 


customers now. 


THE WARSHAW MFG. CO., INC. 


1 MAIN STREET BROOKLYN, N. Y. 
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to persuade them to adopt definite standards of ethics | 
and conduct and uphold them in the years to come. | 
Automatically the plane upon which our industry oper- | 
ates will be elevated. 

“Of course, Jim, you might think there’s not much 
of this in which you could participate, but for these 
sales clinics we plan to invite everybody in the state 
and we have sounded out enough of them already to 
know that a goodly percentage will be there. And on 
that overstocked list, why you can help and be helped 
on a deal like that, can’t you?” 

“Yes,” Jim replied, “I think you’ve got something on 
those two items and I’m going to cooperate. And Say,” | 
as we walked away, “slap my name on the mailing list 
of that newspaper you’re sending out. I might pick up 
an idea from it, now and then. And if I get lonesome 
out there in the country, why, I might sit down and 
dash out a few myself.” 


—- 
BAKER COMPANY IN NEW QUARTERS 

The Baker Typewriter Sales & Service Company, an 

organization launched ten years ago by H. A. Baker 

and his son at Elyria, Ohio, last month moved into 
newer and larger quarters at 500 Middle avenue. 


The firm is one of the best known in its territory | 
manufacturers of | 


and represents many well-known 
office machines. Included in these are the Royal Type- 
writer Company, Inc., and the Victor Adding Machine 





Baker Typewriter Sales 6 Service 





STANDING OUTSIDE THE BAKER NEW STORE.—(L to R) 
George Baker, sales manager; Warren Robinson, service man- 
ager: H. A. Baker, office manager; Roy Shoup, Royal portable 
field manager. 


Company. In addition, the store carries a full line of 
office supplies. 

The elder Mr. Baker is an experienced typewriter 
and office machine man, having started his career in 
1900 when he joined the factory of the Smith-Premier 
organization. 

The new store is modern in every respect and has 
an unusually large display window with which to 
acquaint the business men of Elyria with the firm’s 
many lines. 

>—- 
REM-RAND “QUIET” BOOKLET 

In a twelve-page booklet entitled “Quiet,” beautifully 
printed in color and enclosed in a heavy cover of paper 
which closely resembles suede, Remington Rand, Inc., 
Buffalo, N. Y., dramatizes the Remington Noiseless 
typewriter. 

The introductory page pictures a close-up of the 
machine on the typewriter pedestal of a desk and, 
from there on, each succeeding page is impressive with 
picture and text emphasizing the claim that the Rem- 
ington Noiseless is a boon to employe and employer 
alike and presenting the reasons therefor. 

An unusually vivid and pleasing format is a prin- 
cipal feature of the booklet which is a fine piece of 
advertising artistry. The cover is ingenious in that its 
close resemblance to soft, light brown suede, in the 
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EXECUTIVE MODEL No. 532 


DISCRIMINATING BUYERS CHOOSE 


DO/MORE 


SERVICE MINDED DEALERS SELL THEM 
BOTH PARTIES PROFIT 
* 


YOUR TERRITORY MAY BE AVAILABLE 
WRITE FOR INFORMATION 


| DOMORE CHAIR COMPANY, INC. 


701 FRANKLIN STREET ELKHART, INDIANA 
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WORLD'S FAST- 
EST SORTERS 
now available 
with steel parti- 
tions and_ steel 
bases. 









Made in 
Various Sizes 
to take care of 
practically every 


sorting need 
SPEED! ACCURACY! 


Besides the standard stock sizes with 26 divisions, we 
will build special sorters to meet any desired classification, 
indexed numerical or alphabetical. On special trays, when 
inquiring, state number of subdivisions. 


ULRICH PLANFILING EQUIPMENT CO. 
Jamestown, N. Y. 









MAIL COUPON 
TODAY 
for full details 


Ulrich Planfilin 


4 Equipment Co. 
Jamestown, e Vs 


Gentlemen: 
Please send me information on the Utrich World's Fastest 
Sorters. 
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No. 28AC 


BRIGHT 


Executives like to make their offices distinguished 
and pleasing to the visitor—added touches that 
attract attention and make place in the memory are 
most welcome. "BRIGHT" craftsmen have the knack 
of introducing these effects. The "BRIGHT" 
built for long service and comfort, and priced for 
the average budget. Consider it in the light of the 
Get our catalog. 


No. 28RC 
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R 
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line is 


preference of your trade. 


BRIGHT CHAIR CO. 


127-133 BLEECKER ST., NEW YORK 
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Gear up COMMUNICATIONS © 
to EMERGENCY SPEED 


YOUR BIG 1940 SALES OPPORTUNITY 


Intercommunication and Paging 
Systems 


® FLEXIBILITY. No plant 
too large, too small, or 
too noisy; you get what 
you need, pay for noth- 
ing more. 

bd SILENCE. You hear the 
person you're calling 
nothing else. Soundless 
when not in use. 

® STYLE. Two-tone cabi- 
netsthatcombine beauty 
with conve- 
nience as 
never before. 

® HIGH-POWER 
PAGING— 
combined or 
separate. 

e RELIABILITY 
that has ad- 
ded daily for 
a quarter- 
century to the 

reputation of 


WEBSTER-CHICAGO 


Thre SS OMF 1~ OF” TJTowmonwou 


iy 
| 
| 
L 


For All Industrial Plants 
and Institutions 

























INSTALLATION MADE EASY by the unique AMPLICALL 


plan. Write or wire for it and NEW Catalog No. 240. The 
Webster Co., Sec. JU-54, 5622 Bloomingdale Ave., Chicago. 
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center of which is printed the word “Quiet” in gold, 

emphasizes the motif of the booklet which is, of course, 

the efficient and silent operation of the machine. 
ee 


NORTHWEST TRAVELERS NOTES 





By A. J. Nordstrom, Correspondent 





Don’t forget the date for the annual Twin City 
Stationers and Northwest Travelers golf party to be 
held August 22 at the Southview golf course in South 
Saint Paul. Karl Castle, chairman of the golf com- 
mittee, announces a few surprises for those fortunate 
enough to be present. 

* * * 

It is rumored in the Twin Cities that our perennial 
secretary, Roy “Micro” Clarke, sometimes referred to 
as “Golden Wedding Webster,” will don slacks and 
cleated shoes to show the travelers how to drive a 
golf ball. 

* * - 

Stan Griebel is said to have spent many a Saturday 
at Southview tuning up for this annual event, and 
some have said for the prime purpose of giving Larry 
Ackert a close game which he has long fervently hoped 
for. Larry says it won’t do Stan any good as he is 
even planning on using left-handed clubs in order to 
make it an even game. 

,# * * 

“Sanford” Schaefer, official photographer, will be 
there and Tiny Roos, champion heavyweight golfer 
among the travelers, who will challenge the lightest 
weight stationer, has offered to bet he will win. “Putt 
Putt” Hansen will defend his laurels as “Champion 
Putter” of the Lyndale Nicollet district among the 
stationers and travelers. His challenge to “Three Putt” 
Bergstrom still stands. Karl Keisel, the pride of Bal- 
sam Lake, will be there, with his sidekick, John 
| Dougherty. 

oo * * 

The father and son teams, Sterley and Bob Jerue 
and Bob and Tom Valleau, are expected to post good 
scores for their respective teams. 

* * * 

“Water Hole” Fleet was seen trying to drive a golf 
ball across Lake Harriet recently, and when asked what 
he was trying to do is said to have replied, “I’ll keep 
trying till I can drive a ball across this darned lake 
(about a mile). Going to beat that big water hole at 
Southview this year, I’ll bet you.” The odds are still 
against Claude on this hazard, so the boys say, who 
have watched “Swifty” try to negotiate this tough one. 

* * * 

Auggie Skolaski, the Wisconsin dirt farmer, is spend- 
ing his vacation in Northern Minnesota as usual this 
summer. 

” * a 

The Peck Boys, Frank and Ed, from Omaha, spent 
their summer vacation at Lake Kabetogoma in North- 
ern Minnesota and report fine catches. It it said that 
a well-known traveler by the name of George also 
made the trip and almost got himself a hedgehog. 

a oo 
RUFFNER OPENS OWN BUSINESS 


Homer B. Ruffner, formerly vice-president and pur- 
chasing agent of the Sterling Office & School Supply 
Company, Johnstown, Penn., last month opened his 
own business under the name of the Modern Office 
Supply Company. The store is located at 221 Clarion 
street, Johnstown. In addition to commercial sta- 
tionery, the new organization will carry complete 
lines of equipment and office furniture. 

nnaielliadl iesstejees 
RELIABLE CORP. ADDS NEW LINE 

The Reliable Typewriter & Adding Machine Corpora- 
tion, 303 West Monroe street, Chicago, has recently 
added to the lines already handled cash registers, 
rough and rebuilt. 
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SELL THE 
COPYHOLDER 
THATS COMPLETE 
AND 

SELL IT 

FOR LESS 


NON-SLIP 
HOLDER 


ADJUSTABLE 
GUIDE BAR 


STURDY 
STEEL 
CONSTRUCTION 


BLACK 
SATIN 
FINISH 


FIRM NON- 
SKID BASE 


FINGERTIP 
LINE GUIDE 
CONTROL 





SINGLE, DOUBLE, 
OR TRIPLE 
SPACING 


IT’S THE BURNS MODEL ZA-13 $4 500 


AND RETAILS FOR ONLY............ 


OFFICE SPECIALTIES 


American Automatic Electric Sales Company 
1033 W. Van Buren St., Chicago 








TELEPHONE BRACKETS * COPYHOLDERS * GOOSENECK LAMPS =» 





CHAIR & DESK PADS 





MADE FOR THE PURPOSE— 


a 





oc snineraennsines tian 


No. 1154-STW 
Top 54 x 30” 


Stationary Platform eliminates 
vibration. Accommodates large 
size machines. 


ALMA DESK COMPANY 





PRICED FOR THE CONSERVATIVE 











There are many dis- 
tinct advantages in the 
several desks that com- 
prise the Alma 1100 
Series. It is available 
in combination walnut, 
mahogany or quartered 
oak. It has a complete 
range of sizes and 
styles, including tables 
to match. Each num- 
ber, like the 1154-STW 
pictured here, is de- 
signed for the specific 
use required ... and 
they all fit the con- 


servative budget. 


HIGH POINT, 
NORTH CAROLINA 





















The Dawa Manufacturing Corn. 


HALL-WELTER CO, INC. 


12 CHAMPENEY TER ROCHESTER, N. Y. 
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Weight 


Indication 





"Air Mail Accuracy” 
BEAM POSTAL SCALE 


IS A PROFITABLE ITEM FOR 
DEALER AND CUSTOMER 


Air mail and first-class postage waste runs into large 
figures yearly. Help your trade eliminate over-postage 
and short-postage weighing devices—show them TRINER 
Air-Mail Hair-Line Accuracy Scales. Their dependability 
is established beyond any doubt. Uncle Sam uses many 
thousands for fine weighing and checking of mails. 


Stationers have already sold thousands to their cus- 
tomers with 100% satisfaction. 


No. 84 illustrated above is of 1 lb. capacity by % 
eunces (other numbers up to 4 Ibs.), with computing 
chart set at 45 degree angle for easy reading. Chart is 
celluloid covered, easily cleaned and easily replaced. 


Write for Circular. 


SCALE & MFG. CO. 
2714 W. 2ist Street 
CHICAGO ILLINOIS 

















To make money and give service 
feature and recommend 


JACKS ON 


Wood Office Desks 





Lead with the ZEPHYR 


Note in it thoro consideration of up to date needs and 
preferences at every point of use and accommodation, 
good lines, fine quality and moderate cost accentuating 
the value. 

Double drawer is in upper left pedestal, at easy 
reach. All drawer supports are easy running and noise- 
less, and special stops prevent unintentional complete 
withdrawal. All outside corners of the desk are well 
rounded, there is plenty of footroom, floor space is 
easy to clean—leg base or island base optional. For 
full details see the Jackson catalog and order a desk 
for display. 


Jasper Office Furniture Co. 


JASPER, INDIANA 








TECHNYGRAPH RAINBOW STYLI 


@ A REMARKABLE 
NEW LINE of plastic 
handle styli in trans- 


parent containers. 


@ 29 DIFFERENT 
STYLI, including ball 
points, loop, wheel, 


and shading. 


@FEATHER- 
WEIGHT, bright-hued, 
non-breakable, non- 


fading Lumarith. 


@ PLEASING TO THE 
EYES, smooth to the 
touch, easy to clean 


and keep clean. 


i 


@ THE SOFT, NEU- 
TRAL TONE beige- 
mottled Lumarith at 
the leading end of the 


naa 
——_" 


Se 
= bend 
e. 
— 
x 
ye 
ae 


handle averts eye-fa- 


1 ar am a 


PPO LAO 


tigue. Knurling near 
the tip gives the index 


finger a firm grip. 


- 
a. 


@ MADE IN U. S. A. 


@ DEALERS: Write 
us today for the four 
wee page broadside show- 
STYLI TIPS ARE & 
CADMIUM-PLATED * 


ing the styli in actual 


size and color. 





THE TECHNYGRAPH, TECHNY, ILL. 
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WHYTE CHANGES NAME OF FIRM 

The Whyte’s Typewriter Service, 120 West Hopkins 
street, San Marcos, Tex., last month changed its name 
to the Whyte Office Equipment Company. The organi- 
zation is owned and operated by Wilbur E. Whyte and 
carries a complete stock of L. C. Smith and Corona 
typewriters, Victor adding machines, Shaw-Walker fil- 
ing equipment, Speed-O-Print duplicators, Carter’s 
ribbons and carbons. 








VeUe ! & & 5 


HUDSON-ETCHISON 

M. Scott Hudson, member of the firm of the Star 
Printery, Muskogee, Okla., married Miss Mary Lois 
Etchison, of Oklahoma City, on May 19, at the home 
of the Rev. Andrew Potter, who performed the cere- 
mony. The bride’s only attendant was her sister, Miss 
Vesta Etchison, Stillwater. L. W. Hudson, brother of the 
bridegroom, was best man. Following a honeymoon 
trip to Galveston, Tex., the couple will be at home at 
the Georgian Terrace, Muskogee.—EVH 

ial lea ac 


NEAVES-NICHOLAS 


Norris Neaves, store manager for The House of Wren, 
stationery and office supply firm of Oklahoma City, 
Okla., and Miss Minnie Nicholas, recently surprised 
friends and co-workers by disclosing they had been 
married since last December. Mr. Neaves has been 
connected with the stationery business since 1932.— 
EVH 





—-? 
MARCIN-UNDERWOOD 

Elizabeth Ross Underwood, daughter of Charles Un- 
derwood of Fulton Specialty Company, was married 
June 15 to William A. Marcin, an executive of A. C. 
McClurg & Company, Chicago. The ceremony was per- 
formed at the Thorndyke Hilton Memorial Chapel at 
the University of Chicago. The reception was held in 
the Cloisters. Afterward Mr. and Mrs. Underwood en- 
tertained the bridal party and relatives at Olympia 
Fields Country Club, of which Mr. Underwood is a 
member. Olympia Fields is known to many stationers 
and manufacturers as the scene of several NSA con- 
vention golf tournaments. 

‘ ssid cae 
HOLBY-ROBERTS 

E. D. Roberts, well known Chicago ribbon and car- 
bon man who is president of E. D. Roberts & Com- 
pany, was married to Miss Helen Holby of Minneap- 
olis, Minn., on April 9, 1940. Mr. and Mrs. Roberts 
are at home at 1201 Harvard Terrace, Evanston, Il. 
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MASTER ROBERT OLSHAN 


i * 





Harry Olshan, owner and operator of the Olshan | 


Office Furniture Company, Newark, N. J., has notified 
his friends in the usual way of the arrival on June 4 
of a son who is now quite comfortably established 
in the family home at 153 Union County parkway, 
Union, N. J. The young man has been named Robert 
M. Olshan. 
o ee © 
MASTER LESH ARRIVES 

Mr. and Mrs. F. H. Lesh, owners of an office ma- 
chine and equipment store at 2031 Shattuck avenue, 
Berkeley, Calif., last month reported the arrival of a 
baby boy who has been given the name of Philip 
Chapman Lesh. The young man and his mother are 
doing quite well—SS 


THE SECRET OF 


Si 
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STABILITY::- 
BALANCED CONSTRUCTION!” 


Sanymetal ‘'Streamlined"’ Costumers are made 
with a scientifically designed base which effec- 
tually prevents wobbling. What's more, they 
positively won't tip over—even with 150-ibs. of 
weight hanging on a single side. 







Sanymeta! ''Streamlined'' Costumers have always 
been built up to a definite standard of Quality 

. are guaranteed not to warp. And they are 
as modern as today's newest streamliner. With 
Sanymetal, ‘‘Modernism" is not merely ornamen- 
tal, it's functional. It saves space, provides 
rounded snag-proof edges, more room for sweep- 
ing .. . complete accessibility. Obviously, such 
features enhance sales. 


Sanymetal ''Streamlined'' Costumers are beauti- 
fully finished in Mahogany, Oak or Walnut grains. 
Also available in Green, Gray, and White 
Enamel. Write at once for Discount Schedule and 
full details. 


List Prices f.o.b. Cleveland, Ohio 


Green or Gray Enamel : 
Mahogany, Wainut or Oak...... 11.00 
White Enamel ..... shui 13.50 


THE SANYMETAL PRODUCTS 
COMPANY, INC. 


1681 URBANA ROAD CLEVELAND, OHIO 














KEEPING THE 
STATIONER OUT 
OF THE RAIN 


Ticonderoga advertising 
forms the umbrella that 
protects Stationers from 
the rain of price competition of cheap 
pencils of all kinds. 

Profitable pencil sales follow coopera- 
tion with Ticonderoga advertising. That's 
what the Prophet said to the Questing 
Stationer. 

Pencil Sales Department 98-J7 


JOSEPH DIXOK CRUCIBLE COMPANY - JERSEY CITY, N. J. 
Cimenca wutes wth 


TICONDEROGA 
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A complete line of fix- 
tures for Office, Posture 


No. iH] 
866 





and Typewriter Chairs. 










Equipped with rubber cushions or | 
steel springs. C-K Products are 
sturdily built of highest quality steel 
and are unexcelled for long service. 


COLLIER-KEYWORTH CO. 


GARDNER, MASSACHUSETTS, U. S. A. 


Feature the 
BENTSON “600” 


Here is a fast turnover, 
constant profit-making 
file! 


The 600 Line of filing cab- 
inets (available in every size 
and drawer combination) is 
packed full of selling features 
that make it today's "best 
buy" in its price range. 


28!/," deep outside—263;,” 
clear filing inches in each 
drawer. 




































Have you received your new 
"600" Line folder that com- 
pletely describes this entire 
line—in color? If not—write 
today! 


The BENTSON Mfg. Co. 


AURORA, ILL. 
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TEXAS TRAVELERS NEWS NOTES 





By Fred Fenne, Correspondent 





Beginning last month the Southwest Travelers Club 
discarded that designation and again became The 
Texas Travelers Club. A new roster will be printed 
under that name. Decision to go back to the old 
designation, which was in use for more than fourteen 
years, was made at a meeting held May 27 after such 
a change had been requested by the majority of 
members. 

x * ~ 

Imbued with the American spirit, Dick Gage, our 
club treasurer, recently purchased a large flag from 
the Downs-Randolph Company, Tulsa, Okla., and has 
announced that he intends to fly it at every oppor- 
tunity. 

a * 

H. Ed. Cooper, of McMillan Book Company, was a re- 
cent visitor to the Texas market and was welcomed 
with true Lone Star state hospitality while in our 
midst. 

* * * 

A new home is under construction for Harvey Rivera, 
buyer for the Dameron-Pierson Company, Ltd., of New 
Orleans. 

* * * 

The district Rotary convention at Biloxi attracted 
Gus Trahn, General Office Supply Company, Lafayette, 
Miss., and he reports a fine time, fine meeting and a 
fine feeling to get home again. 

* * * 

J. D. Hanson and Jim Flotte are seafaring men but 
a storm on Lake Borgne last May proved to be the 
downfall of both. In fact, the two skiffs which broke 
loose from the yacht from which they were fishing 
caused both these stationers to return home with 
minor casualties. 

+. * - 

Tom Kreider of Henri Petetin, Inc., New Orleans, 
is a proud father. For those who missed him at 
the regional meeting this is explanation enough. 

* * . 

Charles D. Drnek has taken over the Louisiana and 
Mississippi territory for Eversharp, Inc., and will main- 
tain headquarters at New Orleans. Charlie returns to 
the stationery field after many years spent in the jew- 
elry business and we are all glad to see him. 

7 * ~ 

Bill Gigliotti and his wife learned “How to Win 
Friends and Influence People” while fishing at Biloxi 
with the famous Dale Carnegie. That’s fine, Bill, but 
can he influence the fish to bite? 

* > . 

New Orleans was recently visited by a large number 
of travelers including the following well-known regu- 
lars: Jim W. Cooper, Jr., Birch Anderson, Bill Cole, 
Charlie Hucke and Ed. McGarey. The latter is a new- 
comer in our part of the globe and represents the 
Allied Ribbon and Carbon Company. 

* - a 

On May 11 the M. L. Bath Company, Shreveport, La., 
held its annual sales meeting and two of our club 
members were present as speakers. They were Tom 
McClure and Dan MacDougall. Prizes were awarded 
to three company salesmen, Frank Monroe, Bob Terry 
and G.S. Burch. Mr. Burch is junior salesman, having 
been with Mr. Bath for only twenty-seven years. Mr. 
Bath is proud of the fact that fifty-three of the sev- 
enty employes have been with the company over five 


years. 
* *¢ @ 


Tom Riley, who recently celebrated his twenty- 
seventh anniversary with Eberhard Faber Pencil Com- 
pany, is now known as the “Strawberry Man from 
Last Fall, Tom decided that he longed 


Hammond.” 
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Unknown only four years ago, 
SPEED-O-PRINT is today one 
of the best known and most 
widely used duplicators in the 
country. On merit alone... 
by fulfilling its promise to sim- 
ply and efficiently give truly 
unexcelled performance on all 
types of rotary stencil repro- 
duction . . . SPEED-O-PRINT 
has won the full confidence of 
dealers and consumers every- 
where. Its remarkable ability 
to save time and save money 
has made it over all the dup- 


licator in demand." 
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H MICHIGAN AVENUE, CHICAGO, ILLINON 
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SPEED-O0-CABINET 
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| SPEED-O-PRINT HAS RISEN TO NATION-WIDE FAME 


AUTOMATIC * 36" 


HAND reen» 26% 
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STENCILS 


mee - SOVEREIGN 


Originally exclusively of English 
manufacture, SOVEREIGN 
STENCILS are now made in the 
United States, a product of vast 
knowledge gained in thirty years 
of stencil making experience. 
These are the finest non-cellu- 
lose stencils ever offered to the 


SOVEREIGN 
Grads A 


DUPLICATOR INK 


Especially prepared to 
produce the maximum 
number of copies with 
one inking. Perfect work- 
ing qualities. Delicately 
toned, grayish black. 
1/2 and 1 pound round or 
square cans. 
$2.00 Ib. 


f PEF) D 0 RINT 


DUPLICATING 


INK 


UNIFORM 





= 
= 
- 
= 
- 
= 
= 
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FREE FLOWING 
QUICK DRYING 


Leo NS ~ SPEEDO-PRINT CORP 


SIZE > %, adie (cor 

$3.50 MADEIMUSA Ly 
LETTER *SHARP* 

SIZE 


$3.25 ers and users everywhere. 
QUIR 


Thnift -Aualite 


A carefully made, low 
price ink that produces 
sharp, uniform copies. 
Adapted for either open 
or closed duplicators. 
Free flowing and quick 
drying. Black only in 
1 pound cans. 
$1.00 Ib. 


American market. They will fully 
satisfy the most exacting re- 
quirements and we are proud 

COLORS 


indeed to offer them to deal- Blue Red 


Purple 
Yellow 


Orange 
Green 
White 


Brown 
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SPEE D- 0 PRIN T “Pete : 


When it is a matter of price — 
Thrift-Quality Stencils meet the 


demand...and ... produce the 


~ 


kind of results that yield repeat 
orders. Clean, clear reproduc- 
tions on both styli and type- 


writer work. Made in all sizes 
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. 7 AP LEGAL 
for all makes of rotary duplicat- a SIZE 
UNIFORM - SHARP -DURABLE $2.50 


guaranteed. , ay, 


$2.25 
QUIRE 


ing machines. Unconditionally 
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for the quiet of a country estate, so he now spends his 
week-ends at home in the Ozone country. 


* * * 


Homer Owens, of the Dallas Office Supply Company, 
Dallas, has just completed extensive alterations and 
improvements on his store. 


* * * 


Sales executives seen recently in the territory: Har- 
vey Rockwell, of Yawman and Erbe Manufacturing 
Company; Bill Hoge, of The General Fireproofing Com- 
pany, and Bert Bassett, of Eversharp, Inc. 


* * ¥* 


S. S. Spoonemore, owner of the Spoonemore Printing 
Company, Breckenridge, Tex., is opening a new store 
at Bay City, Tex. He recently sold his store in Odessa 
to the Odessa Office Supply Company, which is oper- 
ated by George Hough, formerly of Midland. 


Don’t forget—it’s the Texas Travelers Club from 
now on! 


IT’S TOUGH ON THE FISH.—When stationery industry men 
go down to the lake and fish, things begin to look pretty bad 
for walleyes and northerns as the above pictures disclose. 
The three gentlemen (left to right) are Herb Morgan, Asso- 
ciated Stationers Supply Company; Fred C. Schaefer, Sanford 
Manufacturing Company, and Victor Lundeen, Victor Lundeen 
Company, Fergus Falls, Minn. The catch was made at Lake 
Lida, near Fergus Falls. 


<-> 


CURRIE’S IN NEW MEMPHIS HOME 


R. A. Currie’s, typewriter and office machine dealer 
of Memphis, Tenn., has recently moved to a new store 
at 255 Madison avenue. The firm was previously 
located at 9 South Third street. 

Owned and operated by R. A. Currie, the company 
was launched on April 12, 1938, with a total capital 
of $31 and two typewriters. Since that time it has 
grown rapidly and now boasts an inventory in excess 
of $15,000, carrying besides the stock of machines new 
lines of office furniture. = 

The company is agent for Remington and Under- 
wood portable typewriters and Allen-Wales adding ma- 


chines. 
=. — 


BRESLER JOINS ROYAL 


James F. Vreeland, sales manager of the Roytype 
division of the Royal Typewriter Company, has an- 
nounced the appointment of Milton Bresler as Roy- 
type representative for Texas, Oklahoma, Louisiana, 
Mississippi and Arkansas. Mr. Bresler was formerly in 
charge of the Roytype division at the St. Louis Office. 


—— 


TWO CLEVELAND FIRMS COMBINE QUARTERS 

The Victor Office Machine Company, and the Peter 
Paul Mechanical Service, both of Cleveland, Ohio, have 
recently combined to use the same quarters with the 
Victor organization moving into the premises of the 
latter firm at 2167 East Fourth street. 
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“Andy Units of STEEL” 


include New 


TYPEWRITER TABLES 


Here is one of our 
rigid and durable all 
steel movable typewriter 
tables. Made to give 
maximum service at a 
minimum of expense. 
Has rubber casters (with 
two thumb screws to act 
as brakes). Green baked 
enamel finish. Shipped 
Knocked Down in a carton and easily assem- 
bled. An exceptional value 
for such a large and sturdy 
stand. 





Leaves 
extend to 
34” x 14” 






Send for new folder on 
Special UTILITY UNITS 
for General Office Use. 
There are many units YOU 
can sell at a remarkable 
profit. 





Ht. 26” 
Wt. 16 Ib. 
Top 18” x 14” 


ANDERSON-HICKEY CO., INC. 
GENEVA, ILL. 








An OLD STANDBY ... 








YOU’LL BE GLAD 
TO STAND 
BACK OF! 





* An eraser can get or lose business for you. That’s 
why Weldon Roberts dealers like to point out the 
name on even such an old standby shape and style 
of eraser as our India No. 333. They are glad to 
let their customers know that they stand back of 
all erasers bearing the Weldon Roberts name—and 
in No. 333 India they know they have the same 
Weldon Roberts quality and workmanship that have 
made so many satisfied Weldon Roberts customers. 


No. 333 India (Sc) and No. 334 India (10c) are medium soft, 
bevelled end, red rubber pencil erasers. Send for a trial order 
or write for our complete catalog NOW. 


WELDON ROBERTS RUBBER CO., Newark, N. J., U. S. A. 


Waldon Ro®ets Enanoens 


Correct Mistakes in Any Languag: 























































JASPER 
SEATING 
COMPANY 


presents 


wind 
ee, 


A New Series 
of Upholstered 
Office 
Chairs 


IN IMITATION 
LEATHER 


This interesting group of smart designs enables the office 
furniture dealer to provide his trade the solid comfort and 
ap ance distinction of upholstered office chairs in good 
value and moderate cost, equal in ality to our fine line of 
all wood office chairs. Full details on request. 


Jasper Seating Company 


JASPER, INDIANA 
REPRESENTATIVES | 





CHICAGO: L. HM. Farber, 529 So. Wabash Phone: Webster 3217 
NEW YORK: Office Furniture Wchense “‘Co., 573 Broadw way 








WHEN YOUR 


customers neeo LAGTENEHS 





THEY ASK FOR ACCO 


Acco Fasteners bind all types of business records and 
hold them fast! They are available for all of your cus- 
tomers’ filing requirements. Made for all school and com- 
mercial loose leaf gauges and centers in any binding 
capacity. Inexpensively bind active and inactive records. 


Acco faggot offer big, easy opportunities for volume 
sales. A complete line. Write for catalog and price list. 


A Cc Cc ah PRODUCTS, INC. 


39th Ave. & 24th St., Long Island City, N. Y. 
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GOLDEN STATE TRAVELERS NEWS NOTES 





By Harold F. Graves, Correspondent 





The May luncheon meeting of the Golden State 
Travelers Club of Southern California was honored 
by distinguished guests, Carl Grimes, the local gov- 
ernor, and Walter Burns, president of the Shaw- 
Borden Company, Spokane, Wash. 

oa ~ ~ 


A golf tournament, dinner and evening of entertain- 
ment was enjoyed by the travelers at the Palos Verdes 
Country Club near San Pedro. The members and their 
friends were guests of Julius Eichorn, proprietor of 
Floyd Stationery Company, San Pedro. 

oa * * 


The next Golden State Travelers golf tournament 
and dinner, set for June 21, will be reported next 


month. 
* * ae 


At the June luncheon held Monday, June 3, Presi- 
dent Ernie Daniels, Eversharp, Inc., discussed a 
proposed dinner-dance to be held early in the Fall at 
the Beverly Hills Athletic Club. A committee was 
appointed to make arrangements. 

* * * 

The Golden State club, although formed recently, 
boasts an active membership of fifty, which is increas- 
ing. The monthly luncheons held at the Alexandria 
hotel, Los Angeles, are fast becoming the meeting place 
for the travelers who are in the city. All travelers, 
whether members or not, are cordially invited to 
attend and to bring their dealer friends. Meeting 
dates are announced by Secretary Blake Lockard well 


in advance. 
2 pinion. 


KRIEG GENERAL MANAGER OF JASPER SEATING 

Taking with him many years of experience in the 
industry, A. F. Krieg, former general manager of the 
Indiana Desk Company, last month was appointed gen- 





A. F. KRIEG 


eral manager of the Jasper Seating Company, Jasper, 
Ind. 

Mr. Krieg was connected with his previous firm for 
more than eight years and prior to that had been in 
business in Indianapolis in the building of high- 
grade bank and store equipment, custom work, bed- 
room furniture and phonograph and radio cabinets. 

Mr. Krieg is married and has one son who is a 
successful practicing attorney in Indianapolis. 

—<_- 
BAER’S IN NEW CANTON HOME 

Baer’s, Inc., Canton, Ohio, for the past thirty years 
located at 216 North Market street, is now occupying 
a new building at 320 Cleveland avenue, N. W., where 
considerably more space is available for the various 
departments. 

The company has at its disposal a large first floor 
where a comprehensive stock of stationery and kindred 
items is maintained. An extensive basement is used 
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CASH REGISTERS 


7 
Jaltona 





Another Item Added to 


Reliable’s 


Diversified Line 
BOUGHT AND SOLD. 


Write for Prices and Quotations 


Reliable Typewriter & Adding Machine Corp. 


303 W. Monroe St. Chicago, Illinois 














SS | 
NON-TARNISHING 


STAINLESS STEEL FILE SIGNALS 
NEVER CATCH ADJOINING CARDS 


No Other 
Signal Like It! 


Note The 
Patented Points 


Side View 


These improved points clinch firmly to the surface and 
other cards can’t catch under them—instead, they ride 


smoothly over the hump! 


OTHER POINTS 


Will not rust or discolor 
Non-chip, non-fade enamels 
Twelve different colors 

Easily attached—won’'t “skid” 
Add practically no bulk 

High visibility in “window” types 
For all modern filing needs 





es 











No. 2V—The New 
Low Tab Signal 


Salesmen’s Sample Cards on Request 
THE H. C. COOK CO., 14 BEAVER STREET, ANSONIA, CONN. 


“ONE HUNDRED PERCENT DEALER PROTECTION” 
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The Most Amazing 


Dealer Opportu nity 





NLY the enormous Shaw-Walker dealer franchise 
embodies all six of these profit-making features. 

(1) Eleven complete lines in a single franchise 
made up of 8,000 office items. Some in as many as 
seven grades to overcome all types of price competition. 


(2) The best known trade-mark in the office equip- 
ment field. 

(3) The Orrice Guine, a 430-page Junior Salesman 
that simplifies your selling job. 

(4) Enormous franchise includes Fire-Files and 
other fast-selling repeat items available only from the 
Shaw-Walker dealer. 

(5) A constant flow of resultful sales helps, bul- 


letins, window displays, etc. 
(6) Simplified inventories—less office work—more 


quantity discounts. 





- GHAW-WALKER 


Muskegon, Michigan 
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The QUALITY 
LINE O SUPPLIES 
That Is Absolutely 

Complete 


Stencils, duplica- 
JA tor ink, slip sheet- 
//\ ers, scope—every- 
thing your cus- 
tomer needs to get 
perfect duplicator 
results. Write for 
catalog. 

















HILCO CORPORATION 


1512 MERCHANDISE MART e CHICAGO 
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General clamps Foitent 


FLUORESCENT AT ITS BEST! 







Perfect Light Control 
The shade is scientific- 
ally designed to distri- 
bute the maximum, 
highest quality light 
over the greatest pos- 
sible surface. Fluores- 
cent tube consumes 
only 15 watts. 


Executive Desk Model 
No. 868 
at a New Low Price 


Beautifully designed 
Sturdily built—durably 
finished in the new 
unique leather bronze 
finish. 

















, 









No. 420 Chair 


A tremendous new MARKET is here! A big ti Leather furniture of dis- Depth 36 in. 
2m : g time volume Depth 36 in. 
on an essential item has come to the office appliance field. tinction dependable sales pic aaicines 
Thousands of offices are equipping right now with Fluo- boosters .. . styled for @ Write today for 
rescent for better lighting facilities. Get in now—but get in consumer acceptance, be- tully illustrated 
with GENERAL LAMPS. You can outsell any competition cause the selling factors catalogue. 
with General FLUORESCENT. are “Built in.” Ehrlich 
Write for Complete Details and Discounts Upholstery meets every 
standard for good quality 
and value! 








Ehrlich Upholstery Works 


520-528 West 43rd Street, New York, N. Y. 














For MORE | 
and BETTER Business 


Readers of Office Appliances 
have a constant source of 
useful ideas. 





DRINKING CUP The journal contains thoughts 
















SPIRAL CUP that many identified with office 
Act now to bolster your summer sales Qadgoveo nim’ Spirnts : 
volume with Paper Container Drinking Cups. surface. No" 'sharp edge” equipment can use to advan- 
, ; TROJAN P e . 
Feature Spiral and Trojan Cups when they —rroian weavywelant tage. It is a common meeting 
are easiest to sell. Build steady, growing  ana_ thus more easily 
year-round repeat business with P. C. Cups. indentation” is special place for the exchange of 


iiaiiisiian ‘eueshileenne otans worth-while information. 


Your Guarantee of Quick Turnover If you want more and better 
business, you can profit by a 
subscription to Office Appli- 
ances. Domestic rates are $2.00 
a year, two years for $3.00; 
Canada, $2.50 and $4.00; For- 


ge eeces cnn se car igumaaeaaaammala eign, $3.00 and $5.00. 


Paper Container Manufacturing Co. 
1752 East 75th Street, Chicago 


ea ee THE OFFICE APPLIANCE CO. 
Firm name 
strect 20 North Wacker Drive Chicago, U.S.A. 


City State 


Free, amazingly effective dealer helps give 
extra sales support—opens unexpected op- 
portunities for your 1940 sales increases. 
Clip coupon for full particulars. 


DISTRIBUTION FRANCHISES 
are now open in important territories. Only 
small investment needed for cup stocks. 
Cup dispensers furnished on loan basis 
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as a display and stock room. Among the lines carried 
are those of the Art Metal Construction Company, 
Hilco Corporation, Hoosier Desk Company, Jasper 
Chair Company, Marble & Shattuck Chair Company, 
Eaton Paper Corporation, Wilson-Jones Company, Na- 
tional Blank Book Company, W. A. Sheaffer Pen Com- 
pany, and Frank Mashek & Company. There is also 
an art department and gift section. 

Paul W. Volzer, who has been associated with Baer’s 
for twenty years, is president of the firm, and A. B. 
Baker is vice-president. 

i Staessen 
MILO HARDING PAYS EASTERN VISIT 

After an absence of two years from the East, Milo 
M. Harding, of the Milo Harding Company, Ltd., Los 
Angeles and Pittsburgh, last month returned to the 
latter city for a prolonged visit. While the major part 
of his time was spent in the eastern division office in 





MILO M. HARDING 


Pittsburgh, he visited many of the company’s repre- 
sentatives, particularly in the metropolitan areas. 

During Mr. Harding’s stay plans were made to ex- 
pand the present nation-wide advertising and sales 
promotional program inaugurated on January 1. The 
plan, to be launched immediately, will expand gradu- 
ally and is to reach its peak during the early fall. It is 
expected to increase business for dealers in the Tempo 
brand of duplicating supplies manufactured by Hard- 
ing. 

. 2 - 

PAUL WALTERICK JOINS BROTHER’S BUSINESS AT 
FORT DODGE 

Paul S. Walterick, former owner and operator of a 
printing and office supply business at Clarion, Iowa, 
last month closed his organization and has become 
associated with a brother in the Walterick Printing 
Company, 1412 Third avenue, N., Fort Dodge, Iowa. 

ti 9 
“ANDY” SMITH TO HEAD LIONS CLUB 

J. Andrew (“Andy”) Smith, owner of the J. Andrew 
Smith Company, San Antonio, Tex., last month was 
elected president of the Lions Club of that city. 

Mr. Smith has long been active in the interests of 
the club and in June was given an award for being the 
outstanding member of the club’s District 2-A—-BCR 

oe 
L. C. SMITH HARTFORD OFFICE OPENED 

L. C. Smith & Corona Typewriters Inc. last month 
opened a district office at Hartford, Conn., which will 
operate under the Springfield branch and will be in 
charge of Floyd A. DeManche. The address of the new 
office is Room 413, 252 Asylum street. 

I - 

FREEMAN CHANGES ADDRESS IN NEW YORK 

R. J. Freeman, eastern representative of the Jasper 
Chair Company, Jasper, Ind., has recently moved to 
a new location at 383 Madison avenue, New York, N. Y.., 
where he will continue to represent the Jasper organ- 
ization in the East. Mr. Freeman was previously 


located at 505 Fifth avenue. 











BE | 2, Qian ee KRAFOLTEX 


FILE FOLDERS 


Double thick where wear and strain are the greatest insures 
long and satisfactory life. Furnished in two high grade stocks in 
various weights. DURATEX ... the finest manila stock and 
KRAFOLTEX ... the finest kraft stock 
available. 






Send for samples of these two quality File Folders. 
Your more discriminating customers will con- 
vince you of their superior value. 


OF Fran.) .0: 1.40 2) Gt. © OF 


ESTABLISHED 1921 
Mianufacturers | 


517 S. JEFFERSON STREET CHICAGO, ILL 





No. 2004 Desk—74""x42” 


The Superlative Elegance 
of the Georgian Period 


in Genuine American Walnut. 


. . combining the rare beauty 
of American Butt Walnut, Ameri- 
can Burl Walnut and Artistic Carv- 


ings. 


J. K. Ruishel 


Furniture Company 
WILLIAMSPORT, PA. 
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How About Looking 
at Our New Hor A 
PRICE LIST? 


Ten Big Pages of Meoney-Making & 
Facts and Figures 


What are the correct dimensions of the various 
classes of Cash Register ribbons? Of Time Clock and 
Time Stamp ribbons? Of three-color Adding Machine 
ribbons and the many other "'special'’ ribbons? 

All this information and pages more about type- 
writer ribbons and carbon papers will be found in 
our new price list... @ price list that is also a guide 
book! 

Send for your copy today. Free samples will also 
be sent, and all in all, you will learn why thousands 
of dealers are handling the U. S. Line. 





i 


U. S. Typewriter ge ‘. Ribbon Mfg. Co. 


ut wi . 
Filbert at Tenth St. - 4 ) Philadelphia, Pa. 











Smart Merchandising 


is almost inevitable with the superior line of St. 
Johns office tables because they are well designed, 
smartly finished and expertly constructed, in addi- 
tion to being priced so that the dealer can realize 
a substantial profit at a nominal markup. This 
unusual combination assures rapid turnover and 
consumer approval 

Two of the fastest selling tables in the St. Johns 
line are the No. 24 table which is made of specially 
selected Plain Oak in Office Golden and School 
Brown finishes and the No. 25 table which is made 
of solid Northern Michigan Hard Maple in Walnut 
and Mahogany finishes. These tables will make a 
profitable addition to your present line of office 
tables. 


Write for the new St. Johns catalog showing these and 
the many other distinctive tables in the St. Johns line. 


Top—” thick. Legs, 2'/,” square. 
Regularly equipped with one 
drawer only in all sizes 





SIZES 
6 inches 27 x 54 inches 
27 x 42 inches 7 x 60 inches 
7 x 48 inche 30 x 72 inches 











ST. JOHNS TABLE COMPANY 


CADILLAC, MICHIGAN 
Office Furniture Warehouse Company, 573 Broadway, N. Y. C. 





OFFICE APPLIANCES 


SHEAFFER PEN TO BE “HOLE-IN-ONE” AWARD 
FOR GOLFERS 

Arrangements have just been completed with the 
Illinois section of the Professional Golfers Association 
of America for what is to be known as the “Horder- 
Illinois P. G. A. Hole-in-One Award,” limited to Illinois 
and to members and guests who score a hole in one 
at a club where the professional is a member of the 
P. G. A. The prize is to be a Sheaffer Lifetime pen. 

The player who qualifies for this award will have 
his score card properly attested by the other members 
of his match and will then turn it over to his club 
professional who will add his signature and send the 
card to the Illinois section of the P. G. A., 14 East 
Jackson boulevard, Chicago. Horder’s, Inc., Chicago, 
will then be instructed to issue the Lifetime fountain 
pen manufactured by the W. A. Sheaffer Pen Company, 
Fort Madison, Iowa. 

SS 
ADAMS BUYS SEVEN-STORY BUILDING 

The S. G. Adams Company, large retailer of busi- 
ness and office supplies, and manufacturer of metal 
signs, has bought a seven-story fireproof building in 
the downtown district of St. Louis, which will house 
the firm’s retail store, printing and rubber stamp fac- 
tory and general offices. 

The building, containing approximately 45,000 square 
feet of floor space, will be remodeled and rehabilitated. 
Installation of an air-conditioning unit and fast 
elevators are some of the features planned for mod- 
ernizing the building. The structure has a frontage 
of fifty feet on Olive street and a depth of one hundred 
nine feet on Tenth street to an alley at the rear. 

The purchase price of the property, assessed at 
$240,000, was not disclosed. The building will be oc- 
cupied in the summer of 1941. 

The firm manufactures metal signs and other prod- 
ucts at the factories located on Garrison avenue be- 
tween Franklin and Delmar boulevard. 

The Adams Company was founded in 1875 and has 
been located on Sixth street since 1883. The firm’s 
retail store is at 412 North Sixth street, and the rubber 
stamp and printing departments occupy a five-story 
building at 512-14 St. Charles street. The officers are 
S. S. Adams, president, and F. K. Adams, vice-presi- 
dent and treasurer.—HB 

FF 


ALLEN PAPER COMPANY EXPANDS 
SALES FORCE 

Recently the selling staff of the Allen Paper Com- 
pany, Chicago, was enlarged to include three new 
salesmen, all promoted following a training period 
in the shipping and stock rooms. Donald LeMaire 
has the north side territory, Robert Staley and Charles 
Miller function in the west side and west suburbs. 
Carl W. Walther, another stock room graduate, calls 
on customers and prospects on the south side and 
in the south suburbs. 

The Allen sales staff now consists of the men named 
and John Franklin, E. J. Harrigan and C. W. Allen, 
the latter three having general territories and exer- 
cising superintendence over the activities of the 
younger men. Mr. Harrigan is a former president of 
the Illinois Carbon Paper & Inked Ribbon Association. 

—————~7—-o—__— 
MAY BANNER YEAR FOR ROYAL PORTABLES 

“More Royal portable typewriters were sold in May, 
1940, than in any other similar month in the history 
of our Company,” announced W. A. Metzger, sales man- 
ager of the portable division of the Royal Typewriter 
Company. A new sales record high was also set, ac- 
cording to Mr. Metzger, for the period January through 
May, 1940. 





<= o—_—_——— 
SHAW-WALKER COMBINES INDIANAPOLIS SALES 

The Shaw-Walker Company, Muskegon, Mich., last 
month announced the consolidation of the Indianapolis 
sales of its Master-Craft Corporation, Kalamazoo, 
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A NEW LOW-PRICED HAND-OPERATED TUBULAR Corn WRAPPERS 


MULTIPOST ENVELOPE SEALER Stationers! It's your Line. Exclusively] 


Model SS — Price $55.00 “Steel-Strong”’ Products are sold 
An automatic feed sealer, backed by our 28 years’ experience. Positive through Stationers and Office = Supply 
separation, perfect moistening—at a speed of 75 envelopes per minute. Dealers only. We have no retail sales- 
An ideal envelope sealer for the small or medium sized office. irat t d h 
We also make a geared, hand-operated ean = re ape men to pira € your cus aa and cas 
Seals 150 envelopes per minute. Also a motor driven Mode at y ° iss Ww S 
$150. This model is the finest machine of its kind. Seals 350 envelopes mm On YOUr muasCeary or 
a minute. 
We also manufacture: Write for liberal discounts and sales help on: 
4 Models LETTER OPENERS, : 
2 Hand-operated, $50 and $90 “see a _— 
2 Motor driven, $110 and $150. Coin Bags Toeller’s Moisteners 
4 Models MULTIPOST STAMP AFFIXERS, prices from Currency Bags Manual Coin Counters 
$20 to $35. Draw String Bags Cusseney Racks 
THE MULTIPLE MULTIPOST, an automatic stamp dis- Metal Clasp Bags Weappet Cabinets 
penser, for handling various denominations of stamps. Night Py oaitory Bags Trays 
ALL machines shipped on approval—no obligation. Linen Shipping Tags Coin torage Trays 


Downey Change Trays 








DEALERS—Write for booklet and get dealer proposition. 


MULTIPOST CO., 100 Centre Pk., ROCHESTER, N. Y. THE C L DOWN EY co 941 CLARK ST 


CINCINNATI O 


MAI) Peed (4 PAKER'S DOZEN 


Premium Ink 


FOR FINEST 
RESULTS ON ALL 
STENCIL DUPLICATING 
MACHINES!! 

















mor>r> 7 o-4w 


This ink will help you make satisfied 


users and increase your repeat ink busi- 
ness. The Quality of PREMIUM INK is 
maintained by exhaustive laboratory tests 
of all raw materials. 








e 
A Sample 14 Yours — 
‘ bd / 
We'll be glad to send complete 
prices and dealers discounts. 


Let’s go ASCO thru 1940 
INK SPECIALTIES CO., INC. — 7: 
525 S. LAFLIN STREET . . . . CHICAGO ART STEEL CO., Inc. 
FRED B. CANODE. PRES. 300 East 145th St. ie New York, N. Y. 


Cabinets to fit every customer need and 
purse—from "'Desk-Hi" to "Six-Footers” 
(thirteen in all). All finishes, all combina- 
tions—all at ASCO Popular Prices. 

Get your share now! 


“VaAmZ—-O>PN <KHe-r-sc 


“4m Z—-o>d> 



































148 
THE KIND THAT REALLY SELLS 
Made of No. 16 wire. hKubber Feet. 
* Top rim of No. 12 wire. si = oe ome or more in 
Finished in green lacquer. ainiee oat. al gross 100 
Size 10 x 14 x 3 inches. pounds. 


Manulactured by 


The Massillon Wire Basket Co. 


MASSILLON, OHIO 











OFFICE APPLIANCES 


P Ae Cup features 


Wate MelaleMmuitel(e, 
customers! 





e Double-wrapped, extra rigid. 

@ Self-dispensing packages. 

e Finest, most attractive all-metal dispensers. 
Write for streamlined sales plan. 


UNIVERSAL PAPER PRODUCTS CO. 


1104-F S. Wabash Ave. Chicago, Ill. 


Also manufacturers of ‘‘Universal’’— 
The flat bottom cup at its best. 














SELL MEILICKE CALCULATORS 
The Modern Method of Figuring 


PAYROLL, INTEREST, DISCOUNT, LUMBER, COAL, FREIGHT 
AND MANY OTHER CALCULATIONS 


No levers to pull. No 
keys to punch. No tedi- 
ous figuring. No errors. 
Just copy the answers 
tabulated in convenient 
form. Sold on 10 day 
free trial basis. Nation- 





ally advertised| Write Simply tip 
for details nowl pw — 


3468 N. Clark St. 


Meilicke. Aystems, Inc. Chicago, Ill. 


5,000 COMBINATIONS 


FROM STANDARD PARTS 





PIGEON .. 
HOLE ff 
UNITS I 


Send for | ij 
Catalog | 
Dept. ( 
vA : 





EFFICIENCY EQUIPMENT CO., INC. 


360 W. Superior St., Chicago, Ill. 














You: PAQBLEM tecture of 
STENCIL PAPER 
CARBON PAPER? 














LEADS IN BOTH LEAGUES 


More than 4500 dealers will tell you 
that Clarotype leads in consumer 
demand and dealer profits. It gives 
quick, thorough cleaning action, and 
full value from top to bottom of the 
bottle. It gives a repeating profit 
which makes it a “push _ item”’ 
among leading merchandisers. Write 
today for best prices obtainable 
through your jobber or direct from 
The Clarotype Company, Inc., 
16-H Hudson St., New York City. 


An all-inclyding service and consultaton on 
Processes, Improvements, Development, Re- 
search, is available. 


JOHN G. BILLINGS 


8368 Romaine Street Hollywood, Calif. 














GUMMED FOLDER 


Ee’, LABELS IN ROLLS 
WITH COLOR BANDS 
These new labels are easy to a 


sell because of such novel fea- 
tures as the ingenious box de- 
sign which permits placing 
the 250 label box on the 
typewriter platen. Turning 
the platen, automatically un- 
winds the labels. This speeds 
typing and eliminates waste. 
Three convenient types in- 
eluding manilla label with 
coler band. Variety of col- 
ors. Write. 


YAWMAN & ERBE MFG. CO. 
1099 Jay St., Rochester, N. Y. 
EAL LE EE OE: OES 





i 


aw \ tela: 


THE BEST KNOWN TYPE CLEANER 
KNOWN AS THE BEST 














CARD INDEX AND FILING SUPPLIES 


created to meet dealer needs 
and satisfy customer demands 


A wide range of stock forms for record keeping in banks, insurance 
companies and commercial institutions. A complete line at attractive 


prices. 
Send for samples and prices on your SPECIALS. 


Write for our NEW CATALOG. 


THE DACO CARD AND INDEX CO. 


No. 9 Federal Court Boston, Mass. 
ESTABLISHED 1919 
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Mich., with the Shaw-Walker Indianapolis branch. 
C. H. Arend, who has represented the Master-Craft 
Corporation at Fort Wayne for twenty years, will be 
its manager in Indianapolis. Shaw-Walker has main- 
tained a branch office and warehouse in the Indiana 
city since 1921, and the present store, located at 55 
Monument place, is in charge of R. C. Boyd. 

cansinccasenps peieilisaticathiiedini 

REMINGTON TELLS FRENCH ASSETS 
Remington Rand, Inc., Buffalo, N. Y., had net assets 

of $219,910 in France when the country last month 
signed peace terms with Germany, according to a 
statement issued over the signature of James H. Rand, 
Jr., president of the corporation. At the same time 
Mr. Rand pointed out that operations of the French 
subsidiary for the year resulted in the total net loss 
of $16,310. Elsewhere in this issue is a financial state- 
ment of the Remington Rand organization to date. 

— _—= oo —__— 


POOLE REPRESENTS FINCH & McCULLOUCH 


Stanley T. Poole has recently been appointed to 
represent Finch & McCullouch, Aurora, Ill., manu- 
facturers of the line of Memory Masterpieces calen- 
dars, in the following states: West Virginia, Ohio, 
western Pennsylvania, eastern Michigan, and western 
New York. His appointment was announced by Sales 
Manager G. W. Reinhardt. 


(Stationery News on page 10) 
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Flat River, Mo.—H. M. Alexander, owner and operator of the Lead Belt 
Typewriter Exchange, has opened a sales and service store in the room 
next to the Western Auto store 


Oklahoma City, Okla.—Adrian Ruble, who operates the Oklahoma Type- 
writer Company, 310 North Robinson avenue, recently completed redecora- 
tion of the newly enlarged display room. Walls were done over entirely, 
in light ivory paint to improve light reflection. A background and floor 
were built in the display window acquired in the store’s expansion; new 
display shelves have been constructed, and linoleum block floor covering 
laid. The windows have been measured for venetian blinds. Mr, Ruble 
also announced the addition of Victor’s new portable adding machine.—EVH 











ADDING MACHINES _ 


Among newly elected officers of the local chapter of the 
Accountants for the 1940-41 fiscal year are 
International Business Machines Cor- 

Van Sloan, Burroughs Adding Ma- 
committee and member of the 





Akron, Ohio. 
National Association of Cost 
the following: C. W. Christman, 
poration, first vice-president, and J 
chine Company, chairman of the meetings 
board of directors. ‘ 





OTHER MACHINES 


Cleveland, Ohio.—-The Underwood Elliott Fisher Company, which has had 
juarters on the second floor of the Empire building for seventeen years, 
has leased a storeroom 50 by 200 feet at 1938 Euclid avenue, which was 
recently vacated by The National Cash Register Company when it moved 
farther east. The was for five years. National Cash Register Com- 








lease 


pany recently located in the Anthony Carlin building, adjoining the New 
Amsterdam hotel Addressograph-Multigraph Corporation and the Inter- 
national Business Machines Corporation are also located in this section 
of Upper Euclid avenue, between East Eighteenth and Twenty-second 
streets, which has grown into something of a center for the business 
machine industry.—AK 

Oklahoma City, Okla.—L. L. Stone, manager of the Ediphone Company, 


recently moved his offices and service department from 514 Security 
building to 818 Midwest building, 16 North Harvey street. In a modern 
and completely up-to-date building (one of the newest office buildings in 
the downtown area), the new location provides more attractive as well 
as more convenient quarters.—EVH 





FURNITURE 


submitted the low 
amounting 
the 





recently 


proposals 


Sandusky, Ohio.—The J. C. Roesch Company 
bid for furniture for the municipal waterworks plant 


to $1077 4 low bid of $655 for steel shelving was submitted by 
C. F. Denzer Company AK 

St. Louis, Mo.—The Shaw-Walker Company has recently taken a two- 
story and basement building at 1011 Olive street in which to house its 
local branch. A remodeling plan, approved by Branch Manager A. L. 
Brown, will supply ample display space, clerical offices as well as a private 
office for Mr. Brown and for Regional Manager C. H. Berry 
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CARBON 
PAPERS 
TYPEWRITER RIBBONS 


Made right — Priced right — 
Sold right. Here’s a ribbon 
and carbon proposition you 
can turn into real profit. You 





can always count on our co- 


operation. 


EXCLUSIVELY for 
DEALERS “” STATIONERS 


Complete details on request 
ALLEN & COMPANY 


DEPT. m 
11-13-15 Vamdewater St., 
New York, N. Y. 


























NEW REX-O-graph 
—BALL-BEARING DUPLICATOR— 


Makes 1,500,000 Impressions WITHOUT NOTICEABLE WEARI 


DEALERS! Here's a Duplicator ENGIN- 
EERED for a LIFETIME OF SERVICE—the 
kind your customers call a GOOD INVEST- 
MENT in economical Copymaking! Proved 
by record Performance 
New Departure Bali Bear- 
ings on Impression Roll- 
er offer tong life and easy 
operation. Exctusive 
100% Roller Moistener 
with Adjustable Bronze 
Bearing makes REX-O- 
GRAPH the most econom- 
ical of ali spirit-type 
Duplicators. 


EXPERIENCED DUPLICA- 
TOR MEN! 











Get YOUR story of steady 


Hand-Feed Fiuid Type Du- 
plicators, and Gelatin 


REX-O-GRAPH 

Model FH Hand-Feed 
Duplicators, and Supplies. 
Write for details and ter- 


ritories. Only $75.00 
REX-O-GRAPH, Inc.,3727 North Palmer Street, Milwaukee, Wisconsin 


Cable Address: REXO, Milwaukee 


F. Oo. B. 
Milwaukee 








. . . Compare the sales possibilities of 
Respirator Cushions with any other type 
of seat cushion on the market. 

During warm summer months Respirator 
Cushions have increased sales appeal due 
to the fact that they are ventilated, and 
your customers will appreciate your calling 
their attention to any product which will 
add to their comfort. 


L. mM. BECK ET £t.aee 


Respirator Cushions WATERTOWN, WIS. 
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OFFICE APPLIANCES 








“CADO" 







PAT. PEND. 


“Perfect for script and lettering 


Now So Popular in All Advertisements 


Used like a Gountain ‘Pen 


Made of Aluminum—tInstant Drying, indelible Ink 


Jdeal for marking boxes and packages 


Writes in Fine and Heavy Lines—Black, Red, Blue Green Ink 


CUSHMAN & DENISON MFG. CO. 





133-5-7 W. 23 ST., NEW YORK 


DEALERS WANTED 


tohande MLASTER 
STENCILS 


* A High Class Stencil at a substantial saving. 

% The Master Stencil meets all competitors on Quality and Price. 
% The Master Stencil will make Money for You. 

% We sell for Less because we do a Cash Business. 

% Write for our prices on Stencils and Ink. 

% We can use a few more good Dealers. 


R. C. MISHEE weicts, sir ors". 


“If You Sell or Use Stencils, Write Me.” 











You can do a bigger, better business 
with OXFORD FILING SUPPLIES 


SALES HELPS Oxford offers a well-planned sales pro- 
motion program of circulars, package 
inserts, samples, displays, electros, and 
sales manuals. 

NO DIRECT Oxford dealers are never up against 

SELLING direct selling competition from the 
manufacturer. We sell only through 
our dealers. 

COMPLETE Oxford dealers handle a complete. 

LINE guaranteed line that sells quickly and 
easily at a profitable mark up. 


Write us OXFORD FILING SUPPLY CO. 


today for 340 Morgan Avenue, Brooklyn, N.Y. 
catalog 125 South 8th Street, St. Louis, Mo. 








1 e 7? posTURE 
omfortaire  cwairs 
TO THE TRADE: 


Our new combination sales prospectus 
and catalogue, showing two new 
models, is now available to dealers 
interested in a valuable, exclusive 
sales franchise. 





A real opportunity for aggressive 
dealers. 


Shepherd posture chairs FIT BETTER 
and FEEL BETTER—AND ARE BETTER. 


SHEPHERD CHAIR COMPANY 


3100 CARROLL AVE. CHICAGO, ILL. 








Sell 


Better Protection 
EILIN 








} Protection 


@ No Factory Competition. 

@ Inquiries Referred to Deal- 
ers. 

e@ Simplified Catalog. 


There is a Meilink safe for every 
protection requirement in the 
home and office. 


MEILINK STEEL SAFE CO., Toledo, Ohio 





Dealers profit by selling the genuine, original 
V7 ! r 


TRADE MARK BEG USA 


CELLULOID 


INDEX TABS_ 


nee 
a 


_ 


HIGHEST QUALITY 
OF MATERIALS, 
WORKMANSHIP 

AND PACKAGING 


THE VICTOR SAFE & EQUIPMENT CO., INC. 
NORTH TONAWANDA NEW YORK 





*%* IT’S TRANSFER TIME!» 
Sell this Finest of Transfer Cases— 








has 4 Ball Bearing Rollers! 


Quality of the Highest 
—Priced with the 
Lowest. 

Many exclusive tea- 
tures make NORTH- 
WEST Transfer Cases 
a rapid turnover item 
for you to sell—at the 
right price!! 


Send for prices, dealers discounts and complete information today. 


Northwest Metal Products Company 
1337 E. Mason St., Green Bay, Wis. 














When Black 
Cat Troubles* 


cross your path, you 
need the “ALLIED” 
nine point code. 





*Carbon and Ribbon 


complaints. 


Write for complete A ll Fh 


information CARBON & RIBBON MFG CORE 


165 DUANE STTEET 
NEW YORK, N. Y. 
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Ideal BOOK RING 


THAT FLATTENED JOINT is there 





Fo) 
for a purpose—to keep the rin 
rensrnene omers.vens— AY# THEME alde up, "No need to hus 
sg id fumble to find the place where 
ie the ring opens, if it’s an Adams ring. 
Eight Sizes Here is the simplest, quickest-opera 
Inside Diameters: ing and most satisfactory ring ever 
invented for perforated sheets or 
’ Ne. 00, % in. Ne. 2, 1% in. binders of all sorts. Allows binder or 
Because: A 6 Leg Steel Desk has the strength of | Ne. 0. % in. NeS.2 in. Sheets to lie flat when open at any 
an 8 leg desk and the convenience of a 4 leg desk. Ne. 01,1 in. Ne. 4, 2% In. poms ybee ply ee gg 
Feature the Steel Desk with the double “punch” } No. 1, 1% in. Ne 6,3 in. right cide ep - position to be in- 
c ise boxed orted stantly unlocke 
Sales Appeal peo ‘oven sizea. Order through your wholesaler, We also 
| manufacture inexpensive loose leaf metals. 


Browne-Morse Company 
Muskegon, Michigan 


eon A CWAL Rae 


Seated Worker 


Typewriter Carbon Cramer Posture Chairs 


Ribbons P aper Give Correct Posture with Complete 
Support—Perfect Comfort 











Henry T. Adams Mig. Co. Chicago, tet” Ave., 














Rounded Crown Latex Cushion 








Have been earning profits Rubber Bumper—Seat Protection 
Sturdy All-Steel Construction 
for dealers for nearly No. 110 Removable Covers—Clean—Sanitary 
Stenographie Free Rolling 2” Ball Bearing Casters 
forty years. U. §. Patent Neos. Lifetime Spindle with Sealed Bearings 


2192070: other patents Finger Operated Plunger Adjustments 


Why not let them help you too? pending. No Tools Needed 
Limited Territory Available 


CROWN RIBBON & CARBON MFG. CO. CRAMER POSTURE CHAIR CO. 


1210-18 bell S$ t, K City, Mo. 
782 St. Paul St. Rochester, N. _Y. Campbe tree ansas City ° 


—L.L. BROWN — Be Sure You GET EVERY SALE! 


LEDGER LINEN AND BOND a 


CAE 


Since 


1849 ~ SEND FOR NEW CATALOG— 
Just off the press. 


L. L. BROWN PAPER COMPANY, ADAMS, MASS. Via Murr 27 S$. Market St., 
DISTRIBUTORS IN ALL PRINCIPAL CITIES u ray Varat Co. “ana iLL. 


1) Full cabinet line 
d ¥ O N 2) Wide price range 

3 

4 








Check your stock 
| now and be sure you 
H can supply your cus- 
4k) tomers and prospects 
FAL) with any style zipper 
AE) case. 

i The VARAT Line is 
“&) complete. 






Super 
Quality 




















Variety of finishes 


PABBA BUSWBAE OFFERS 08s 


@© Good profit margin 


For complete information write 


ADDING MACHINE 
CORPORATION 


Lyon Metal Products, 
Incorporated 
2807 River St. 
Aurora, Illinois 


LYON 


STEEL CABINETS 














444 Madison Avenue NEW YORK CITY | 
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ERFECJILT 


© TRADE MARK 


New JOHNSON Chair Iron 


insures comfort and safety and forever solves the tilting 
action problem of revolving chairs. By engineering tests 
proved superior to rubber under compression or under 
torsion. Chrysler developed AMOLA Stee! plus Oilless 
Bearings, Nickel Steel Tension Bolt, etc. 


NEW BULLETINS: C-26 and C-27 “tell all.” 


JOHNSON CHAIR CO. 


4401-4531 West North Ave. Chicago, Illinois 


THE AMERICAN 
“5 IN r 


MODEL 110 
5 MOVEMENTS IN 1 MACHINE 
PRICE $9.00 RETAIL 
WRITE FOR DISCOUNTS 


AMERICAN NUMBERING MACHINE CO. 
BROOKLYN, NEW YORK 














TRU-RITE 


ALL THAT THE NAME IMPLIES 


INKED RIBBONS 
CARBON PAPERS 
TRIED, TESTED AND APPROVED 
Write For Samples and Prices 


INTER-STATE 


RIBBON & CARBON CORP. 
Manufacturers 


2202-2210 SUPERIOR AVENUE, CLEVELAND, OHIO 














tony 
fo fost 


ROTECTORS 


PAT. PENDING 










* TRANSPARENT + FLEXIBLE 
* REINFORCED EYELETS 


* WATER PROOF 











OFFICE APPLIANCES 
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REPLACEMENT PARTS 


For Adding, Bookkeeping and Calculating 
Machines. Keytops. 
NEW CATALOGUE No. 6 with pictures of over 400 parts 


Vi 
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OFFICE MACHINE DEALERS 
See our exhibit at Detroit this month 
N. T. O. M. D. A. CONVENTION 
W. J. McCormack in charge 
(16 years in the Burroughs Service) 


CLOYES GEAR WORKS 


17214 Roseland Rd. Cleveland, Ohio 
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More Users, Faster Sales, Bigger Profits | 


MOORE Mapatachs 


‘ Alwaysa steadyseller,withfrequent COLORS, 
FR E E e repeats, but today one of the fastest SYMBOLS, 
es moving items in the stationery & SIZES 
ef are va rl store. Y oucanmake thattrueinyour FOR ALL 
Compact. Handy. ‘tore,too.Simplydisplaytheattrac- MAPPING, 
tive MOORE Cabinet...then CHARTING 

watch sales and profitsclimb. You & OTHER 
may have one FREE. Just send an NEEDS 
order to your jobber for 5000 
assorted MOORE Maptacks. 
Nationally advertised. Order today. 


7| MOORE PUSH-PIN CO. 


113 Berkley Street, Phila., Pa. 
Original Makers of PUSH-PINS, 
PUSHLESS HANGERS & MAPTACKS 


FILING 
SUPPLIES 


IMPERIAL 


























METHODS COMPANY 


Forest Park Iinois 








300 series 
$12.50 
list 






Progress leads to 


TWIRLIT 


TWIRLIT, the office paper drill, per- 
ferates 150 sheets (a half inch) of 16 
lb. paper—is operated by a_ simple 






twirling movement and assures absolute 
accuracy of placement. Sheets thus per- 
forated align perfectly in the binder. 
Varying distances between centers are 
handled easily and exactly. Choice of 
four hole sizes from % to 13/32 inch. 
Order your demonstrator TWIRLIT 
now and get full details of its adaptable 
service. ; 
Mit h iT Bi d Cc 110 Bower Ave. 
ircne inger Oo. Hagerstown, Md. 
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POSTAL SCALE fae 


®Speed up the 4:00 o'clock rush 
in the mailing department with a 
Hanson quick action postal scale. 
Instant reading on the self com- 


puting dial with Hairline Accuracy. 
No beams or weights to adjust. 
Savings on correct postage will 
pay for this scale in a short time. 





More Sales with Hanson Scales. 
Ask your jobber for Bulletin No. 5 


HANSON SCALE CO. *‘wiccge. in 








VAN DYKE riuorescent 
WILL | 
SELL 


THIS SUMMER! 
A Cool Light for Hot Months 


Write for Literature 
and Dealer Prices 


VAN DYKE INDUSTRIES 


2853 S. Halsted St. 
Chicago, Ill. 













Save money by purchasing all your 
“marking device” requirements 


such as JUSTRITE 





FROM THE 


LOUIS MELIND CO. 
39 CORTLANDT ST. 362 W. CHICAGO AVE. 593 MARKET ST. 
NEW YORK CITY CHICAGO SAN FRANCISCO 





DR. SCAT 


FOR THE TYPEWRITER 


Quality means Dr. Scat 
Once Sold to a Customer— 


REPEATS! 


Stationers, Office Supply and Type- 
writer Dealers — get information 
regarding this fast seller NOW!! 


Sold Nation-wide "d 
° a 


Manufactured By 


DR. SCAT CHEMICAL (CQ 


178 North Franklin St., Chicago, Illinois ®e9- U- 5. Pat. Off. 


























Tis special 


adhesive holds with a 
sinewy grip —yet Grippit 
can never wrinkle paper . . . it strips 
off like adhesive tape . . . it isso clean 


that any excess rubs off, leaving work 
and fingers unsoiled 


Harriman-Welts Products Co., 200 Summer St., Boston 








uw 
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Achieve Both With These 


When budgets restrict but equipment 
must be had, rebuilts by ‘Universal’ 
are the answer. We refinish attrac- 
tively, and rebuild thoroughly, for long 
years of additional service. 


VISIBLE RECORD 
EQUIPMENT and 
OFFICE MACHINES 


UNIVERSAL OFFICE 
EQUIPMENT CO., INC. 


“The House That Confidence Built” 
561 Broadway New York City 





Savings Are Profits 
Guaranteed Rebuilts 






REBUILT, REFINISHED 
GUARANTEED 
Kardex, Acme, Post 
Index, Globe Wern- 
icke and other vis- 
ible systems in cabi- 
nets, panels and book 

units. 
Calculators 
Comptometers 


Addressographs 
Multigraphs 





Cable—“Uniquip”—New York 


Dictating Machines 
Mimeographs 











by 





Speed Key Mfg. Co. 





Dealers Wanted 


(One in a territory) 


For a spring cushion 
typewriter key having 
permanent pure white 
characters. You will 
get more key business 


selling 


MASTER 


SPEED KEYS 


(No rubber to wear out) 
Write for our interesting 


proposition. 


322 Columbus Place 
BROOKLYN, N. Y. 














Yncrease b. ales 


with Easy-to-Sell 


VUL-CO 


* Durable, smartly 





NATIONAL VULCANIZED FIBRE CO. 


T WASTE 
BASKETS 


styled 


* Hand-made of hard vuleanized fibre 
* Guaranteed 5 years 
* Wrapped in sparkling “Cellophane” 


Write today for literature and discounts 
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When customers k comi 
back for more—you have 
fe something! 
hat's exactly what happens when they get the habit 


of ordering business cards from you, done on Wiggins 
Book Form Card Stock—which fits perfectly in a Com- 










New York City pact Binder. They zip out with perfect edges, and there 
Richard C. Loesch Co. is no waste from pocket wear. 
Pittsburgh You will be paatanee Bn * thane | . P4 
: , printer or engraver using ggins Book Form Card Stoc 
Chatfield & Woods Co on your business card orders. Ask any of these paper 
Cincinnati merchants for samples of these cards or cases, or write 
The Chatfield Paper Co to us direct. 
Detroit 
Seaman-Patrick Paper Co The John B. 
Grand Rapids 
cra = WIGGINS 
Houston Compa my 
L. 8. Bosworth Co., Inc. 5 o 
St. Louis 1162 Fullerton Avenue, icago 


Tobey Fine Papers, Inc. Book Form Cards Compact Binders 








ROLLING STORE LADDERS 


For use on Filing Cab- 
imets and Shelving, in 
Offices, Vaults and Store- 
rooms. 


LIBRARY 
LADDERS 


Equipped with rubber 
tired wheels and Auto- 
matic Safety Brakes. Made 
in a variety of heights 
and forms. 
DEALERS—Don’'t overlook 
sales opportunities in Roll- 
ing and Library Ladders. 
Write for literature and 
prices. 

Manufactured by 


I. D. COTTERMAN 


155 N. Union Ave., Chicago 

















Efficient and economical. 
Will keep correspond- 
ence and papers always 
on hand and properly 
arranged. The most ef- 
ficient desk file on the 
market. Made in four 
sizes. A very profitable 
item for stationers. 
















Stanley R. Bristow 
24 Central Ave.West Orange.N.3 







— 
CARBON PAPER AND 
TYPEWRITER RIBBONS 


Topflight businessmen and women 
like Cede Carbons and Ribbons be. 
cause they can be depended upon for 
consistent, high grade service. Codo 
serves every ribbon and carbon need 
and simplifies the dealer's problem of 
getting repeat business. Make the 
Codo test. 


CODO MANUFACTURING CORP. 


509 S. Franklin St. 270 Lafayette St. 
Chicago New York 
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Factory: Coraopolis, Penna. ’ 


ODDO 00000000000000000* 








OFFICE APPLIANCES 





HERE’S NEWS! 


a [unt Something new and different 
me —— a by the makers of a product that 
_— im pe i | || all stationers know. 
t | BEACH’S 


"Common Sense" 
Travelers’ Weekly 


EXPENSE SHEETS 
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soe $2.00 a Hundred 
— Our usual discounts to 
‘ dealers. 
-— — as — The same quality. 
wee The same convenience. 
——— The same ample space for 
pi records. 








Send for a sample. 


Detroit, Mich. 











BEACH PUBLISHING CO. 











SPEED-MO STAMP PADS 


“Have What It Takes’ Tough, resilient sponge rub- 
ber pads that stand up under 


hardest usage. Speed-Mo 
Pads will not sag; are dust 


proof, silent. DEALERS 


write us. 


RIVET-O 
MFG. CO. 


88 Jason St. 

ORANGE, MASS. 
or Louis Melind Co., Western Rep., 
362 W. Chicago Ave., Chicago, Ill. 













AuTOMATic 


EXECUTIVE 


FILE 
—KNOWS NO” SEASON” 





The hot summer 
days ahead will 
not slow up your 
sales on this pop- 
ular personal fil- 
ing unit — Let us 
tell you why—Just 
write: 


AUTOMATIC FILE & INDEX CO. 


629 W. WASHINGTON BLVD., DEPT. A-31, CHICAGO, ILL. 








““DURA-COATED” 1s THE worD 
For Increasing DRY STENCIL Sales! 


TEST IT E A RCO TEST IT 
for for 


TYPING pe Oey, DRAWING 


a DRY STENCILS ¥ 


@ Eye Appeal—Try Appeal—and BUY Appeal com- 
bine to make the BARCO “Dura-Coated” Dry Stencil 
an outstanding development of the industry—a stencil 
that will sell itself by sheer brilliance of performance. 
Increase your sales the BARCO way—write for Samples 
and information TODAY. 


EARL M. BARKER & COMPANY 


311 Laura St., Jacksonville, Florida 


A DEPENDABLE SOURCE OF SUPPLY 
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interested in 1d 


trade doings in POSTURE CHAIRS 


4 
EASY TO DEMONSTRATE — EASY TO SELL 
Write For Particulars 


| HE At STURGIS POSTURE CHAIR CO. 
STURGIS, MICHIGAN 


INVENTORY SPECIALS 


BRITAIN | ---eesceee 


Here’s your chance to buy from one of the choicest stocks 
in the country—at prices you may never see again. 

















J We have what you need. See J. S. Morse first. 
Write for our special inventory 
s | bulletins Nos. 40-1T and 40-1AM 
net a ee v J 5 Morse Trrewrrrer Ga = 
abreast of the times and that is by the 
; ery "encawat 
regular monthly receipt and perusal Sng th Tae Ce 25 a! wew vorn city 





of the 





A Swell Vacation to You! 


BRITISH —_ 
OTATIUNER 





ee 
‘ 2” 
—a monthly journal for the Stationery 
and Allied Trade whose editorial pages SPEED PRODUCTS COMPANY 
Long Island City, New York 





are unique for news, instruction, orig- 





inality and general interest. 


———- 





| 
Janae SEND US THIS COUPON er 
To the Proprietors THE BRITISH STATIONER, 


9 Fryston Ave., 
Croyden, Surrey, ENGLAND 


SiS ee er CB 
NOY. ceo orovuers 











I iii cichciistininetltrengntbin - — idnchinatiideealiesbandibcatai 
(Please attach your business card or letter-head) 
Loose-leaf envelopes, punched; card-cases, any 
Address size; menu covers; factory record peatantent a 
holders; bill-fold envelopes; stamp containe 


>) Made of acetate (flame resistant See | eat 
lulose. We build to fit your particular need. 
us for details. 


Markile Company, Mfrs. 


3633 S. Racine Ave. Chicago, U. S. A. 
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OFFICE APPLIANCES 
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HAVE YOU SEEN 
ROYAL'S NEW 
NS J 
















HH TRADE MARK REG. U.S. PAT. OFF. 





CONGRATULATIONS! N.T. 0. M. D. A.’s 15™ ANNIVERSARY 












































FAMOUS FOR QUALITY 
SINCE 1903 


Thirty-seven years ago the first Heyer 
Quality Gelatin Duplicator was introduced. 
Each year since that time there has been an 
ever increasing demand for them — proof 
that consistent quality counts! 

Heyer Gelatin Duplicators are intended for 
runs of 50 to 100 copies, and for this quan- 
tity are unquestionably the cheapest of all 
duplicators to operate. All are furnished 
complete with supplies. All feature modern, 
attractive designs. 

The Heyer Quality Line of Supplies for All 
Gelatin Duplicators gives the dealer a com- 
plete source for all supplies necessary to the 
successful operation of a Heyer, Ditto, Vivid, 
Graphic or any other gelatin duplicator. The 
continuous and growing demand for these 
supplies offers a profitable addition to any 
dealer’s business. Feature the Heyer Quality 
Line — It’s Good Business! 


HEKTOGRAPH INK 
REMOVER 


This effective new hand clean- 
ser quickly banishes unsightly 
ink stains caused by Hekto- 
graph copying materials. If is 
a mixture of harmless chemi- 
cals in a thick, creamy base, 
and dissolves the ink stains, 

| leaving the skin soft and 
smooth. Supplied in 2 oz. and 
8 oz. tubes. 


















left: The new 
Ace Model 


$44.50 retail 


Below: The new 
Leader Model 


$39.50 retail 













DEALERS FIRST 


] HESE two new Underwood Portable 
| ; 

models are the answer to “give us 
' 


Exclusively In the Underwood Port 
Underwood ! able sales policy the Portables we can sell”. You can sell these 
Made by the Dealer a/ways comes first new Portables ... because the discounts 
Typewriter Underwood Portables . 

are sold ‘‘over the are liberal... because they are backed by 


leader of 


the World 


counter” through author 
ized Underwood Portable 
Dealers. wood Portables embody the skill and 

Heartiest congratula 
tions tothe NTOMDA 
on the celebration of its 5 million office-size Underwood Type- 
15th Anniversary 2 


C. JUNGBLUTH ; ae . : 
ne by Underwood—Typewriter Leader of 


Portable Typewriter Division | the World. 


national advertising ... because Under- 






experience of the makers of more than 


writers ... because they are guaranteed 











Portable Typewriter Division 
UNDERWOOD ELLIOTT FISHER COMPANY 
Typewriters « Accounting Machines * Adding Machines 
Carbon Paper, Ribbons and Other Supplies 





Typing Stand Carrying se 
Case $7.50 EXTRA — <t ONE PARK AVENUE, NEW YORK, N. Y. 
When furnished with Sales and Service Everywhere 

machine 





UNDERWOOD ...TYPEWRITER LEADER OF THE WORLD 








